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DULUTH AGENCY TELLS 
BUSINESS MEN HOW 10 
IMPROVE RATES; CUT LOSSES 


Dunning & Dunning Prepare Elab- 
orate Thesis for Chamber 
of Commerce 


COMMITTEE HAS DOCUMENT 





Idea of Survey by Business Men 
Could Be Copied Advan- 
tageously Elsewhere 





One of the best public relations feats 
that has yet taken place in fire insur- 
ance was the presentation to the Duluth 
Chamber of Commerce of a thesis on the 
subject of fire insurance rates and fire 
insurance protection, prepared by H. E. 
Reynolds, an officer of Dunning & Dun- 
ning, prominent Duluth agents. The 
thesis is almost a book and its origin 
was a desire to acquaint the property- 
owning public of the city with the rela- 
tive position of Duluth with other cit- 
ies in the matter of fire insurance losses 


and fire insurance costs. It makes plain 
the reason for losses and rates and gives 
information relative to definite plans for 
the preservation of life, reduction of fire 
losses and securing of lower insurance 
costs in consequence, This necessitated 
a study of fire insurance causes and pre- 
vention and an analysis of a system of 
technical rate making. So far as rate 
making was concerned the thesis was 
limited to. schedule rate making prop- 
erty. -Dwelling houses were not consid- 
ered. 

The agency of Dunning & Dunning re- 
ceived assistance in the preparation of 
the material from the Automobile In- 
surance Co., New York Underwriters 
Insurance Co., Sun Insurance Office, Dr. 
S. S. Huebner of the University of 
Pennsylvania, Underwriters Laboratories, 
Wisconsin Inspection Bureau, Western 
Actuarial Bureau and other organiza- 
tions. The material was so well received 
in Duluth that the Chamber of Com- 
merce appointed a committee to consider 
the suggestions made. 


Some Points Covered 


It is shown that rates in Duluth are 
lower than those of St. Paul and Minne- 
apolis. Over a period of thirty-six years 
on a basis of insurance premiums paid 
and losses paid the loss ratio of Du- 
luth was 62%. 

The thesis starts out with a discussion 
of the origin of fire insurance which is 
followed by an essay on insurance, the 
keystone to the economic structure of 
the world. Taxation is discussed after 
which there is a section devoted to the 
science of rate making and also how the 
National Board weighed cities and 
towns with reference to fire defense and 
physical conditions. 


Recommendations 


The following recommendations were 
made: 
1. That the Chamber of Commerce appoint 


(Continued on Page 32) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 








A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








Excellent Service and Facilities 


PHOENIX 


DEPENDABLE 


tablished a78a 
INSURANCE 








Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 









































THE PENN MUTUAL 


Announces the Appointment of 


MR. FRANK H. DAVIS 


WESTERN PRODUCTION MANAGER 


SF 


His headquarters will be at Denver, and 
he will continue as General Agent for 
Wyoming, Colorado, Arizona, 


and New Mexico 
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BUSINESS CONFERENCE OF 
PRUDENTIAL I$ LARGEST 
IN COMPANY'S HISTORY 


President Duffield Cheered As He 
Tells Production Force of 
Mammoth Totals 


PLEA FOR VISION MADE 





Business Is Running Around in 
Circles If Conservation is 


Not Stressed 


The annual business conference of 
field representatives of The Prudential, 
held in Newark and New York City 
this week, is getting to be such a big 
affair that the company had to cut down 
on the attendance in order that the 
regular delegates could find seats. They 
included superintendents, assistants, Or- 
dinary managers, special agents, division 
managers, some agents and group men. 
On Monday morning all gathered in the 
big gymnasium of the company in New- 
ark and on other days the convention 
was split into groups of various kinds. 

The principal talk at the Mondav 
morning convention was by President 
Edward D. Duffield. He had a great 
year’s record to review, but covered 
merely high spots. The field force had 
received the news of the gigantic to- 
tals earlier in the year, but the mere 
recital of some of the figures was fol- 
lowed by cheering. The company has 
more industrial insurance in force than 
any other company. 

Mr. Duffield devoted a considerable 
part of his address to the necessity of 
insurance agents visualizing the life in- 
surance situation in such a way that they 
understand the true significance of life 
insurance, the economic loss which fol- 


lows lapsation, the importance of keep- 
ing the family protected. Records are 
fine in their way, splendid production 
achievements merit commendation, but 
the main duty of insurance managers and 
producers is to keep the business on the 
books. Unless agents and managers con- 
serve business they are running around 
in a circle. 
Wins Advertising Trophy 

Mr. Duffield discussed the advertising 
of the company, saying that in the 
magazines for two years the only sub- 
ject discussed by the company has been 
conservation,. These pictorial ads with 
very few words, but carrying a remark- 
ably effective, sometimes poignant story 
of the serious situation that may follow 
when a policy lapses, made a great hit. 
In fact, for three years running the 
company has won the Holcombe trophy 
for the best insurance advertising. The 
trophy is now a permanent possession 
of the company. 

In daily papers the company has been 


(Continued on Page 17) 
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Saeoe (00. said the Queen : : “Which toot?” said the King 
“Destitute!” said tne Queen, and the King was nonplussed : : The 


Queen, having spoken thus, did agitate the King to such a pass that he 


the rq N G was sore confused and so inquired of the Queen, “What 


| thoughts enshroud thy royal brow, my dear, that ‘desti- 
& the ACE tute’ B ould e’en suggest itself’ : : Then spake the 
mOltrcoey provolked to high dudgeon at the King’s great ignorance : : Saith 
: she, “Wherein do I get off, my fool, when thou hath passed beyond, 
where do I eat, and what, and when, and how?” “In the main 
dining hall”, quoth he, “or in the breakfast nooke” : : And _ then 
the Queen replied, “Wherein doth thou provide for tradesmen’s bills, 
for food and cloth ‘and drink; and what forsooth shall compensation be 
for those thio serve the widowed Queen, withal?” : : Whereas it 
meENwuetce! upon the King the urgency of action prompt, and much 
dispatch, and quick delivery : : Saith he, “My royal dear, ’tis Mon- 
day now, on Wednesday morn a million shekels will be here, a life 


mance policy’ : : Do not deceive me”, cried ‘the Queen, “It 


sounds too soon” : : “Not so, my dear”, quoth he, playing his ace, 


“for have ne not heard of -ORGANIZED SERVICE—”’ : : The 


Keane-Patterson Agency, Massachusetts Mutual Life Insurance Company, 


Two Twenty-Five West Thirty-Fourth Street, New York City, Branches 


at Two Twenty-Five Broadway, Sixty John Street, and 566 Courtlandt Avenue. 
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PRUDENTIAL BUSINESS CONFERENCE 





Sees Advantages in 
Pru Investment Plan 


EXPERTS HEAD DEPARTMENTS 





Vice-President John W. Stedman Dis- 
cusses Method in Light of Changed 
Ecnomic Conditions 





About three years ago John W. Sted- 
man, vice-president in charge of invest- 
ments for The Prudential, in reorganiz- 
ing his department, introduced some 
changes in long-established life insurance 
company investment methods. To cope 
with the ever-growing immensity of in- 
vestible funds and to meet the pressing 
need of thorough yet rapid investigation 
of both new propositions and old hold- 
ings, Mr. Stedman adopted a more ad- 
vanced decentralized or federated system 
of investment control than heretofore 
prevailed. Dividing Prudential security 
investments into three main groups 
—railroad, public utility and industrial. 

He selected from each field of activ- 
ity an engineer of at least twenty years’ 
experience having, as nearly as could be 
judged, the mentality and character 
which would qualify him to become, with 
study and introduction, an investment 
expert and adviser. Formerly all propo- 
sitions or investments, regardless of the 
nature of the business involved, were 
subjected to statistical analysis and pass- 
ed upon by one or more members of 
the staff, none of whom had had tech- 


nical knowledge and practical training in 
those fields. 


Believes in Specialized Experts 


Mr. Stedman is a firm believer in the 
spec’alized expert as an adviser, because 
such an associate possesses both a back- 
ground and a foreground; he combines 
with an investment viewpoint the inti- 
mate viewpoint of a former active in- 
sider. Engineers, per se, may be use- 
ful, but without the years of contact 
with the good and the bad, the strong 
and the weak features and the problems 
and the policies of a specific business, 
they cannot be valuable advisers, in Mr. 
Stedman’s opinion. 

For the same reasons the member of 
the bond department who does the bulk 
of the buying, who keeps tab on quo- 
tations and markets, and who studies 
municipal credit, has been drafted from 
Wall street. He, too, revolves in his 
Separate orbit. 

In an all-embracing or intersecting or- 
bit moves Mr, Stedman’s assistant, the 
manager of the department, who is re- 
sponsible for the co-ordination of the 
work and for the efficient functioning 
of the organization. As in his chief’s 
absence he must make the final decisions 
it is helpful that he can draw on his 
twenty-five years’ experience as a min- 
ing, industrial and public utility engineer. 
_Those selected to fill the pivotal posi- 
tions are: Ralph S. Rainsford, manager; 
Frank H. McGuigan, railroad adviser; 
Franklin J. Howes; public utility adviser ; 
Albert I. Stiles, industrial adviser; Lew- 
is P. Mansfield, buyer and municipal ex- 
Pert. Each expert has a young man 
at his elbow to aid in his statistical,. ac- 
counting and analytical work. These jun- 
lors are purposely given all-round de- 
velopment by shifting them in rotation 
Tom one investment division to another. 


Will Count Under Changed Conditions 

As this system has been in operation 
Curing years in which general prosper- 
ity, with a few conspicuous exceptions, 
has flourished, The Eastern Underwriter 
asked Vice-President Stedman, now that 
economic conditions were greatly 
changed after five months of business 
Tecession, whether. he had confidence 





D’Olier Tells of Pru’s 
Gain For First Quarter 


SEES BIG PRUDENTIAL YEAR 





Praises Field Force for Overcoming Pes- 
simism Caused by Panic of 


Last Fall 





Colonel Franklin D’Olier, vice-presi- 
dent of The Prudential, made a predic- 
tion in his talk to The Prudential field 
business conference this week that 1930 
will be a better year from the standpoint 
of The Prudential field forces than 1929. 
He partly based this prophesy on the 
fact that for the first quarter of ‘the 
year the production was in excess of the 
first quarter of last year, and that, too, 
despite the handicap of January when 
the spirits of insurance men all over the 
country were at pretty low ebb follow- 


FRANKLIN D’OLIER 
ing the stock market slump in the fall. 
He said that when February arrived The 
Prudential force was in a mood to toss 
pessimism out of the window. It got 
busy in earnest and had a splendid 
month. March was very much better. 

Colonel D’Olicr said that insurance 
men should be very proud of their abil- 
ity to conquer economic situations and 
to adjust themselves with new arguments 
and more consistent work when there 
is a crisis. He said the officers of The 
Prudential were very proud of the rec- 
ord that had been made in the first three 
months. 

Colonel D’Olier briefly reviewed Ed- 
ward D. Duffield’s presidency of the 
company and its amazing growth under 
his regime. The company is fifty-five 
years old and Mr. Duffield has been 
president for eight years. Almost three- 
quarters of the company’s business now 
on the books was placed there since Mr. 
Duffield became president. 








that his scheme would stand the test. 

“The new men called to The Pruden- 
tial who have the benefit of being able 
to look back at the effect on their for- 
mer businesses of past depressions, with 
the added perspective of an investment 
viewpoint, are well qualified to antici- 


pate trouble, and to appraise its prob- 


able extent,” said Mr. Stedman. “Fore- 
warned is forearmed. Constant vigilance 
to detect barely perceptible indications 
of economic danger is the price of se- 
curity. I believe that as now organized 
The Prudential is paying that price.” 


Prudential Plans New 
Agents’ Meeting Series 


PRESIDENT TO COVER COUNTRY 





Wants Every Agent to Hear Prudential 
Message Direct from Officers; Hold 
Regional Meetings Also 





The Prudential has inaugurated a new 
series of agency meetings which will take 
President Duffield over the entire coun- 
try and give him an opportunity to meet 
personally every field representative of 
the company. The first of the meetings 
of the new type were held in the Middle 





EDWARD D. DUFFIELD 


West last fall and two were held this 
year. 

The main object of the new meetings 
will be to bring the agents into closer 
contact with the officers and to get over 
to them the plans and objectives of the 
company. For this reason the new meet- 
ings will not be intensive sales gather- 
ings but will be general in their discus- 
sion of Prudential objectives. 

Would Reach All Agents 

In explaining the purpose of these 
gatherings President Duffield said that 
in the regular regional meetings which 
the company has held for many years 
the officers were accustomed to meet 
the leaders of the field force and he 
expressed the thought that these lead- 
érs perhaps did not need the advantage 
of these gatherings as much as the aver- 
age agent who did not get to attend 
them. His idea is to reach every agent 
in the organization with The Prudential 
message direct from the officers. 

Accompanying President Duffield on 
these agency trips will be Franklin 
D’Olier, vice-president in charge of ad- 
ministration; George W. Munsick, vice- 
president in charge of agencies; 
the second vice-president in charge of 
the particular territory visited; and the 
assistant secretaries assigned to the ter- 
ritory. 

The regional meetings held in the past 
have been two-day sales conferences of 
the leaders. These gatherings will con- 
tinue to be held as in the past as they 
have a part in the general program of 
agency meetings that the company has 
planned. for the future. 

For the new type of agency meeting 
the company will bring in to a central 
point all agents who can attend and re- 
turn to their homes the same night. 
The gatherings of this type that have 
been held have been attended by from 
800 to 1,000 agents and managers and 
have been enthusiastically endorsed by 
the field. 


Changing of Policies 
Is Expensive, Says Gore 


BE CONSTRUCTIVE, HIS ADVICE 








Prudential Vice-President Advises Field 
to Go Get Uninsured or Under- 
insured 





In introducing John K. Gore, vice- 
president and chief actuary of The Pru- 
dential, President Duffield told the busi- 
ness conference this week in Newark 
that there was not a contract which the 
men before him were selling that had 
not been approved by Actuary Gore. 

Mr. Gore said that agents should not 
rest on their laurels because the volume 
of business written nowadays is so tre- 
mendous as compared with some years 
ago. He declared that all surveys of 
protection disclose large numbers of per- 
sons who are not insured or who are 





Underwood & Underwood 
JOHN K. GORE 


under-insured. He said the average in- 
dustrial policy of The Prudential was 
$2,500 and the average regular ordinary 
policy was $5,860. 

Mr. Gore made an interesting com- 
parison between automobile ownership 
and life insurance policy ownership. He 
said the value of a motor car decreases 
until if held long enough it becomes 
worthless. The time sometimes arrives 
when a man wants to sell an automobile 
but he cannot do it because nobody will 
buy it. On the other hand, a life in- 
surance policy increases in value stead- 
ily. He said that sometimes it was de- 
sirable for a man to get rid of an old 
car to buy a new one. He had nothing 
but censure for the man who persuades 
another man to sell his old policy to 
buy a new policy. 

“Changing policies is not only expen- 
sive but it brings the business into dis- 
repute,” he said. “For the sake of your 
policyholders, for the sake of your com- 
pany, use constructive methods, not de- 
structive methods.” 





BRITISH STATE INS. STAFF 

The extension of state insurance and 
other social service work by the Labor 
Government in England is creating an 
enormous civil service department, one 
person out of every 125 being employed 
by it. At a recent examination to fill 
one hundred vacancies, the number of 
positions actually filled was 700, the need 
having increased so in the short time. 





M. D. WELLS PROMOTED 
The Prudential announces the promo- 
tion of Merritt D. Wells to manager of 
Region F of the group: department: at 
the home office in Newark. 
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PRUDENTIAL BUSINESS CONFERENCE 





G. H. Chace Pays Tribute 
to Prudential Leaders 


F. A. BERTHOLD LED ORDINARY 





Lawrence Gleason Was Second; and 
E. A. Goodman Third; J. Bernstein 
Led in Number of Cases 





George H. Chace, head of the Ordinary 
supervisory force of The Prudential, told 
about some of the leaders in the Ordi- 
nary department at the Monday morning 
session of the field business conference 
of The Prudential in Newark. He said 





GEORGE H. CHACE 


that 25% of the Ordinary business writ- 
ten last year was produced by the Ordi- 
nary agencies. 

Discussing some of the field leaders he 
said that Frank A. Berthold of New 
York led the entire company in Ordinary 
production with $2,500,000 of business. 
Close at his heels was Lawrence Gleason 
of Philadelphia. Mr. Gleason paid for 
twenty-eight cases last year, most of the 
lines being large. He does not special- 
ize in any particular type of insurance. 
He has been an insurance agent for al- 
most a quarter of a century. The third 
largest Ordinary producer was E. A. 
Goodman, also of New York. Mr. Good- 
man has been doing a general insurance 
business for some years, but within the 
last three years has been devoting more 
time to life insurance. Both Messrs. 
Berthold and Goodwin place their busi- 
ness with the Garrison agency on Broad- 
way. 

Paid For 185 Cases 


The company’s leader in number of 
cases was J. Bernstein of Greensboro, 
N. C. His cases number 185 and are 
for an aggregate amount of more than 
$500,000. Second honors in number of 
cases went to Joseph E. O’Callaghan of 
Memphis. He is the youngest leader the 
company has as he is only 25. He has 
been in the insurance business four 
vears. He paid for 166 cases last year. 
Most of his policies are small, but they 
have been growing in size as has his 
number of cases. He is known among 
the field force as “Happy” O’Callaghan. 

The woman leader was again Mrs. 
Helen D. Foster of Birmingham. She 
brought her children to New York with 
her this week. She has a very good 
head for business insurance and also un- 
derstands a lot about the law. She 


paid for nearly $400,000 last year. In 


OFFICERS HOLD OPEN HOUSE 


President Duffield Tells Field Men They 
Have Nothing Else To Do 
Monday Afternoon 

At the close of the morning session 
on Monday, which started the annual 
conference of Prudential managers, su- 
perintendents and leading agents, Presi- 
dent Duffield announced that the officers 
would be in their respective offices all 
afternoon to greet the field men. 

“T can assure you,” said President Duf- 
field, “they will have nothing else to do 
this afternoon but to meet you in their 
offices.” 

The officers lived up to the president’s 
statement regardless of accumulated 
work for there were long queues of field 
men passing through the officers’ rooms. 
President Duffield was greeting field 
men practically all afternoon, the sixth 
floor being a milling mass of men trying 
to see their chief. 

The Prudential financial officers are 
good mixers and their rooms too were 
crowded with delegates to the confer- 
ence. A newspaper man tried for some 
time to get a word with Vice-President 
and Treasurer Robert H. Bradley and 
in an interlude between batches of visi- 
tors the reporter said to Mr. Bradley, 
“This is the first treasurer’s office at 
which I ever saw a queue of agents.” 

Mr. Bradley smiled and said, “I used 
to sell bonds, you know.” 











the first quarter this year she exceeded 
any other first quarter she has had. 

One of the several Ordinary agencies 
which are attracting attention in the 
company is that of G. Austin Thayer, 
Seattle. He has been very successful 
with estate planning methods. 


ADDED 20 SUPERINTENDENTS 





George W. Munsick Tells Prudential 
Business Conference of Company’s 
Production Growth 
George W. Munsick, vice-president in 
charge of agencies of The Prudential, ad- 
dressing the field business conference 
this week said that the convention had 
the largest delegation in its history. Dur- 
ing the past year the company has added 
twenty superintendents. Attending the 
convention were fifty-eight men who had 
never before attended a Prudential an- 
nual field conference. Of the assistant 


superintendents and agents present 
thirty-five were at the convention a year 
ago. 


In discussing group insurance Mr. 
Munsick said that the company. had 
group branch. offices in fourteen cities. 





INTERMEDIATE GOING STRONG 





This Department of The Prudential Ac- 
counts For Over 6% of Ordinary . 
Premium 

The Intermediate policies of The Pru- 
dential accounted for two cents of every 
dollar of Ordinary premium received last 
year. This reflects the extent to which 
Intermediate business is being written by 
The Prudential agents. 

The officers look for this department 
to maintain its present pace and even 
still further gains are looked for because 
of the reception that the Intermediate 
policies have had from the agents and 
the insured. 


RELIANCE LIFE FIGURES 
The Reliance Life of Pittsburgh re- 
ports life insurance in force as of March 
31, 1930, $449,063,325; accident insurance, 
$157,725,522, and health insurance of 
$336,410. 








Anniversary Year! 


50 UNION SQUARE 





A Splendid Introduction 


For the first quarter of 1930, the total new business 
paid-for in The Guardian showed a 9% gain over the 
corresponding period last year. 


This increase derives added significance from the fact 
that it follows a record-breaking year in which each month 
was the best of its name in the Guardian’s history. Com- 
pared with the first three months of 1928, the first quarter 
of this year shows an increase of 25.7%. 


A splendid introduction to The Guardian’s Seventieth 
1860 - Seventy Years of Service - 1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


- NEW YORK. CITY 








Shows Disposition of 
The Prudential Dollar 

SOURCE AND WHERE IT GOES 

Vice-President R. H. Bradley Tells Man- 


agers Industrial Accounts for $.49 
and Ordinary $.32 





Just where the Prudential dollar 
comes from and where it goes was the 
theme of an interesting talk by Vice- 
President and Treasurer Robert H. 
Bradley before the company’s conference 
of managers and superintendents this 
week. Mr. Bradley’s talk was illustrated 
by charts showing graphically the source 
and disposition of Prudential funds. 

Where the Prudential dollar comes 
from was shown by the following fig- 
ures: 


49 Industrial $300,000,000 
32 Ordinary 197,000,000 
17 Interest & Rents 106,000,000 
02 Miscellaneous 5,000,000 
$1.00 TOTAL $618,000,000 


Of this ordinary proportion of thirty- 
two cents, two cents came from the pre- 
mium on the intermediate business which 
is growing rapidly. Mr. Bradley is of 
the opinion that the ordinary propor- 
tion of the Prudential dollar will gain 
substantially as compared with the oth- 
er portions as it is now the fastest grow- 
ing of all the divisions of the income 
dollar. 

Where the Prudential dollar goes is 
shown in the following tabulation: 


42 = Policyholders $262,000,000 
37. Assets 225,000, 

14. ‘Field 88,000,000 
.035 Home Office & Gen’l 21,000,000 
02 Taxes 12,000,000 
015 Miscellaneous 10,000,000 
$1.00 TOTAL $618,000,000 


The investments divided according to 
the Prudential dollar is as shown below: 


47° Mortgage Loans — $1,065,000,000 
41 Bonds & Stocks 924,000,000 
.065 Policy Loans 151,000,000 
015 Real Estate 33,000,000 
.005 Cash 11,000,000 
035 All Other 83,000,000 
$1.00 TOTAL $2,267,000,000 





“MODIFIED 3” IN LIMELIGHT 





Leads All Prudential Policies In Volume; 
1930 Dividend Base Exceeds Fourth 
Premium Increase 

The most-talked-of policy at the con- 
ference of Prudential managers and su- 
perintendents held at the home office 
this week was the “Modified 3.” This 
is the company’s leading policy in vol- 
ume. Interest among the field force is 
particularly keen just now because the 
“Modified 3” was first brought out in 
1928 and the change of rate falls in 1931 
at the fourth anniversary date. ’ 

Based upon the company’s 1930 divi- 
dend scale, the dividend is more than 
the increased rate at the end of three 
years. 





MAJOR PORTION OF ESTATES 


At a meeting of The Prudential this 
week John K. Gore, vice-president and 
actuary, referred to a recent study of 
4,000 claims made by The Prudential in 
which it was definitely proved that in 
75% of this group the life insurance was 
the major portion of the estate left by 
the insured. The claims ranged in value 
from $5,000 to $40,000. 





The most valuable new selling idea 1s 
apt to be the old idea brushed up and 
equipped with new attractiveness.—“John 
Hancock Signature.” 
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PRUDENTIAL CONFERENCE 





Daily Paper Campaign 
Built On “Modified 3” 


CLOSE FOLLOW-UP BY AGENTS 





Vice-President George W. Munsick Tells 
Success of Newspaper Ads; Offers 
Conservation Ads to Companies 





The newspaper advertising campaign 
that has been-conducted by The Pruden- 
tial during recent months has been de- 
voted entirely to setting forth one pol- 
icy — “Modified 3.” Vice-President 
George W. Munsick, who, in addition to 
being agency vice- president in charge of 
the field organization has supervision 
over the company’s advertising, is en- 
thusiastic over the results achieved by 
this advertising. One-third of the Or- 
dinary production of The Prudential last 
year was on the “Modified 3” and the 
“Modified 5” policies. 

Vice-President Munsick explained that 
the newspaper advertising was used in 
close co-operation with the agency force. 
When the advertisements were prepared, 
but before they appeared in newspapers 
throughout the country, the agency 
force was advised and copies of the ads 
were sent out in advance. 

Just before the ads were to appear 
meetings were held in the branch offices 
at which the managers explained about 
the campaign and how to use the ads. 
When the advertisements were pub- 
lished in the local papers the agents 
used them to get interviews and to close 
cases. A feature of these advertise- 
ments was that they showed the rates 
of “Modified 3” at selected ages, the 
change of rate at the end of three years, 
the dividend based on the 1930 scale, 
and the net cost the fourth year. 

This was distinctly a sales campaign. 
The results began to show immediately 
in volume of business written on this 
policy and the agents pronounced the 
campaign a great success because it gave 
them both opening and closing material 
tight in the local paper. 

The Conservation Campaign 


This newspaper campaign was quite 
apart from the pictorial advertising 
which the company was using in maga- 
zines and devoted entirely to conserva- 
tion of business. For several years 
President Duffield has stressed the need 
for keeping existing insurance in force 
and he was one of the first of the com- 
pany presidents to drive home to pro- 
ducing agents the importance of con- 
servation. 

The Prudential undertook this conser- 
vation campaign, Vice-President Mun- 
sick said, to carry out these ideas of 
President Duffield and for the general 
good of life insurance as a whole. The 
company recently sent to many of the 
leading companies copies of the illus- 
trations used in their conservation ad- 
vertising and offered the use of them to 
other companies under their own names 
as a conservation campaign. Vice-Presi- 
dent Munsick said there was a very 
warm and appreciative response to this 
offer. 


“Modified 3” Net Cost Shown 
_The “Modified 3” newspaper adver- 


tisements carried this illustration of the 
net cost: 


Fourth Dividend 
First and Appor- Net Cost 
Three Follow- “tioned Fourth 


Age Years ing Yrs. for 1930 Year 
y $71.20 $13.20 $58.00 
$5,000 30 80.25 94.40 16.90 77.50 

135.45 23.05 112.40 
$5,000 50 


174.90 205.75 33.10 172.65 





PRU’S $5,195,000 DEBIT 
The Prudential’s debit in the indus- 
trial field has reached $5, 195,000 a week, 
Or a gain of $347,000 since the same 
Period last year, 


Enters Canada For 
Mortgage Investments 

NOW MAKES FARM LOANS THERE 

Vice-President Woodruff Says 62% of 


Prudential Loans Are on Properties 
Giving Housing Facilities 





During last year The Prudential en- 
tered Canada for investments more in- 
tensively than at any time in the past 
and placed a considerable volume of city 
loans in five important cities of the Do- 
minion—Toronto, Montreal, Ottawa, 
Winnipeg and Vancouver. For the first 
time The Prudential entered Canada for 
farm loans, opening up during 1929 the 
provinces of Alberta, Manitoba and Sas- 
katchewan. These facts were disclosed 
at the conference of managers and su- 
perintendents held at the home office 
this week, in an address by Archibald 
M. Woodruff, vice-president in charge 
of real estate and mortgage loans. 

Vice-President Woodruff told The 
Prudential field representatives that 62% 
of the company’s mortgage loans were 
on properties providing housing for the 
people. Of the total mortgage loan in- 
vestments amounting to $1,064,212,000, 
44.2% was on dwellings, the total being 
$470,447,000. Loans on apartment hous- 
es comprised 17.9% for a total of $190,- 
228,000. The loans on mercantile build- 
ings were 18.7% or $199,000,000. The 
farm loans were about the same in 
amount as the apartment loans or 18% 
with a total of $191,676,000. 

The mortgage loans constituted 46.9% 
of the total assets of the company. The 
total assets at the end of last year were 
$2,266,768,000 and the mortgage loans 
amounted to $1,064,746,000. Stocks and 
bonds. constituted 40.7% of the assets 
with a total of $923,542,000. Loans to 
policyholders amounted to $151,040,000. 

Speaking of foreclosed properties car- 
ried by the company, Vice-President 
Woodruff said that with 150,000 loans 
some foreclosures were to be expected 
and that the total amount of Prudential 
funds invested in foreclosed properties 
was less than 1% of the total mortgage 
loan investments. 

Mr. Woodruff said that the interest 
rate earned on all mortgage loans last 
year was 5.71% as against the interest 
rate of 5.55% on all invested assets. 

In its mortgage loan department The 
Prudential has 120 correspondents: mak- 
ing loans and seven branch offices. Mr. 
Woodruff said that the company may 
increase the number of its branch offices 
in the near future. 





TRUST AD PRAISED 


The latest advertising in Newark news- 
papers of the Fidelity Union Trust Co. 
of Newark brought praise from Vice- 
President M. Albert Linton of the Prov- 
ident Mutual Life in a letter which has 
been sent to Leslie G. McDouall, trust 
officer of the trust company. “It seems 
to me that the time must come one of 
these days when the life insurance com- 
panies will have the vision to see that 
they as an institution should advertise 
the benefits of life insurance,” he said. 
“It is an anomaly that today the trust 
companies are doing more for us insti- 
tutionally than are the life insurance 
companies themselves. Of course, you 
speak with the weight of a less inter- 
ested party but at the same time there 
is a large field which the life insurance 
companies themselves should occupy.” 





FORTY YEARS WITH PRU 
Charles A. Beach, attached to the au- 
ditor’s office of The Prudential, is cele- 
brating his fortieth year with the com- 
pany. 


Joseph C. Barnsley 
Made Guardian Actuary 


J. L. CAMERON ASS’T ACTUARY 





Mr. Barnsley Formerly Associate Actu- 
ary and Mr. Cameron a New Mem- 
ber of Staff 





Joseph C. Barnsley has been appointed 
actuary of the Guardian Life of Ameri- 
ca and John L. Cameron has been made 
assistant actuary. Both appointments 
were effective May 1. 

Mr. Barnsley joined the Guardian in 
February, 1928, as assistant actuary and 
was made associate actuary on Novem- 
ber 1. From 1909 until 1923 he was 
affiliated with Canadian life companies. 
Born in England, Mr. Barnsley is a 
graduate of Oxford University. He is 
a fellow of the Actuarial Society of Am- 





JOSEPH BARNSLEY 


erica and an associate of the British In- 
stitute. 

Mr. Cameron who becomes assistant 
actuary is a new addition to the Guardi- 
an’s actuarial staff. He is an alumnus 
of Williams Colloge and following grad- 
uation there in 1922 he entered the ac- 
tuarial department of an Eastern life 
company. In 1926 he came to New York 
City to become associated with a firm 
of consulting actuaries. He is a fellow 
of the Actuarial Society of America and 
a member of the Permanent Committee 
of the International Congresses of Ac- 
tuaries. 





FIGHTING PROHIBITION 


Quite a number of insurance officials 
are listed among the board of directors 
of the Connecticut division of the As- 
sociation Against the Prohibition Amend- 
ment which was organized permanently 
this week at a meeting in Hartford. The 
board includes 113 men prominent in the 
industrial and professional life of the 
state. 

The list includes Dr. Charles C, Beach, 
director of the Travelers; President 
Morgan B. Brainard, Aetna Life; Vice- 
President and General Counsel William 
BroSmith, Travelers; President Richard 
M. Bissell, Hartford Fire; President 
William C. Corson, Hartford Steam Boil- 
er Inspection and Insurance Co.; Presi- 
dent Robert W. Huntington, Connec- 
ticut General; President Edward Milli- 
gan, Phoenix Insurance Co.; and Charles 
E. Chase, chairman of the board of the 
Hartford Fire. 





CONWAY TO TALK UP-STATE 

Superintendent Conway will address 
the New York State Sales Congress 
which is to be held in Binghamton, N. Y., 
this month. Representatives of all the 
local life underwriters’ associations of 


the state will be present at the congress. 


Colgrove System Held 
Legal in Pennsylvania 


TAGGART DOESN’T FAVOR IT 





Attorney General Finds No Bars to 
Plan, But Insurance Commissioner 
Won’t Encourage It 





The attitude of the Pennsylvania in- 
surance department on the club plan 
known as the “Colgrove System” be- 
came known this week when, in response 
to an inquiry from The Eastern Un- 
derwriter, Insurance Commissioner Mat- 
thew H. Taggart said that the matter 
had been referred to the state attorney 
general and that no legal objections were 
found to the use of the plan in Penn- 
sylvania. 

Commissioner Taggart said to The 
Eastern Underwriter: “I should say to 
you in response to your inquiry that 
this matter was reviewed by the attor- 
ney general’s department of the Com- 
monwealth of Pennsylvania and there are 
no legal objections thereto; and it is 





COL. MATTHEW H. TAGGART 


the department’s attitude that ‘this sys- 
tem may be used in Pennsylvania. 

“T should, however, say in this con- 
nection that this department has ex- 
pressed itself substantially in this lan- 
guage: ‘However, the principle which 
this system introduces is one which the 
department does not welcome in the life 
insurance business.’ 

“In other words, we cannot stop it, 
but we do not encourage it.” 

Superintendent Albert Conway of New 
York last week ruled against the use of 
the system which. had been introduced 
by C. W. Colgrove of Chicago, making 
special objection to the trusteeing of the 
proceeds of the policies which, he said, 
contained a tontine element that could 
be subject to abuse. 





TO HEAR LAW AND WESTFALL 


Agents of the J. Elliott Hall agency 
of the Penn Mutual Life will have an 
opportunity to meet John V. E. West- 
fall, the new vice-president, at a meet- 
ing and luncheon to be held at 30 Church 
street Monday. President William A. 
Law will also attend and address the 
meeting. 


P. F. HUFF LOSES DAUGHTER 

The many friends of Perez F. Huff, 
local insurance man and head of an 
investment house, and Mrs. Huff are 
receiving condolences because of the 
death of their daughter, Louise Huff 
Hirschfield, which took place last week 
following an attack of pneumonia. 
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Good Will Contacts 
As Business Source 


IT BUILDS FOR THE FUTURE 





James C. Fitzpatrick of Dayton Uses 
General Program Idea as Basis of 
Development 





An analysis of the sources of his bus- 
iness over a period of years has re- 
vealed to James C. Fitzpatrick of Day- 
ton, Ohio, representing the State Mutual 
Life, that by far the greater part is 
from what he calls his “good will” con- 
tacts. It comes through his service ac- 
tivities. In a discussion of his method 
appearing in the State Mutual Life pa- 
per, “Field Service,” Mr. Fitzpatrick 
says: 

“In my earlier years in the business 
when I used to go to a prospect to il- 
lustrate a 20-payment life policy or a 
monthly income contract as such, I fell 
down in most cases. I believe that the 
modern life underwriter’s duty is to pre- 
sent himself to the prospect ready and 
willing to offer his services gratuitously 
in finding out whether or not his pres- 
ent insurance is adequate and whether it 
may not be arranged more carefully to 
fit his and his dependents’ requirements. 
This may be plan of policy, the basis 
of settlement of proceeds, whether with 
the insurance company or with a trust 
company, his will, the relation of his 
personal property to his life insurance, 
etc. As far as'my work is concerned, 
fully 90% of my prospects are approach- 
ed from this latter standpoint.” 

Mr. Fitzpatrick says he uses an ap- 
proach as follows: 

“My name is Fitzpatrick and my busi- 
ness is building estates. My connection, 
the State Mutual of Massachusetts. That, 
of course, is uninteresting to you, Mr. 
Smith, but I am here this morning to 
offer you the benefit of my services 
without any obligation, to see whether 
your present life insurance is doing the 
things you want it to do for you; and 
secondly, if your present life insurance, 
or what you may own in the future, can 
be more scientifically arranged to meet 
your exacting requirements for your 
family. If I find that your insurance 


is adequate or that you have made ample - 


provisions, I will sense this point as 
quickly as you can tell me and I will not 
attempt to consume any time on a bore- 
some discussion of any ‘new policies,’ 
or other sales chatter which I imagine 
you are very much ‘fed up’ on. If, on 
the other hand, it is found that there 
is a need for my service, it is my wish 
today to leave as quickly as possible, 
with a bit of information, which will 
enable me to come back with an intel- 
ligent recommendation.” 

Mr. Fitzpatrick has found that 88% 
of his new business has been written 
as a result of some kind of service con- 
tact. 

“Invariably when I sell a man life in- 
surance,” he says, “I lay out a program 
for five years in advance and always 
try to make the program more than he 
can purchase now, and then resort to 
the strategy of reducing each item so 
the ultimate amount of insurance will 
be in keeping with his present ability 
to purchase. 

“This plan I have found permits me to 
keep in touch with the man on matters 
of service and as he reaches greater 
success, I can then complete or enlarge 
the original program. In my office I 
keep what I term a case book. This 
book contains some 300 blank pages in- 
dexed and numbered, on which every 
proposition I give a man, together with 
all the working papers, memoranda, etc., 
are permanently clipped together and 
placed, together with a photographic 
copy of either the trust agreement or 
our Own nomination. 

“Incidentally, another factor in this el- 
ement of good will is pointed out. I 
have found on inspection that 63.4% of 
my total outstanding business on the 
books is under some form of nomina- 
tion, either with a trust company or with 








Intelligent Progression 


HE MUTUAL BENEFIT was organized in 1845, and for 
upwards of eighty years has been administered by a succession 
of directors and officers whose conduct of its affairs has merited 

and received the confidence and approval of hundreds of thousands of 
policyholders. Not only has its history been marked by the fidelity, 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. As 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by the latest. 


The Mutual Benefit Life Insurance Co. 
NEWARK, NEW JERSEY 





MADE SALE IN SUBWAY 





H. H. Altman, Equitable Society, Used 
Chance Meeting with Prospect to 
Good Advantage 
Even the subway can be used as the 
scene for an interview, Henry H. Alt- 
man of the Weiller agency in New York 
of the Equitable Society has found. He 
tells about it in “Equitable Agency 

Items” as follows: 

“I beg your pardon” The subway 
mob jammed me against a man. He re- 
sented the pressure and turned his head 
to tell me as much by look and word. 

“Oh”—A sudden change as he saw my 
face. “So, it was you!” We both 
smiled. 

“Of all places to meet you,” I began. 
“How far are you going?” (We both 
got on at the 50th street station.) “181st 
street. Why?” 

“That’s the station I’m headed for.” 
We were now both in the center of the 
car, hemmed in by swaying passengers. 

“I’ve been trying to talk to you for 
three years, and at last I’ve got you 
where we can’t get away from each 
other. But I’m sport enough not to take 
advantage of our situation. You know, 
in the time it would take us to get to 
181st street I could tell you all I have 
to tell. Won’t you grant me at least 
that much time tomorrow at your 
office ?” 

“Why wait until tomorrow? Tell it 
to me now.” 

So I proceeded. 

When we got at 18lst street he signed 
an application for $10,000 and he agreed 
to see the medical examiner at his of- 
fice the following day. 

Within ten days the policy was issued, 
delivered and paid for. 

Now I am working on an introduction 
from him for a $25,000 line. 





FRASER TESTIMONIAL DRIVE 


The Fraser Agency of the Connecticut 
Mutual in New York City is holding a 
testimonial drive this month in honor 
of the Fraser brothers. In June a tes- 
timonial dinner is to be held in honor 
of the going to the home office of Peter 
M. Fraser as vice-president and the tak- 
ing over of the agency by Jack Fraser. 








our Own company, on an arrangement of 
settlement option to suit the individual 
case. There are over 250 individual 
cases on my files now and no two are 
exactly alike. For quick reference and 
recall to the client’s mind, this record 
is invaluable in my work.” 





J. F. WALSH WITH GORDON 





Is Now Assistant Manager of Home Life 
Agency; Entered Business in 
1926; His Career 

John F. Walsh, formerly brokerage su- 
pervisor for the Harry Gardiner agency 
of the John Hancock, New York City, 
has been made assistant manager of the 
John J. Gordon agency of the Home Life 
at 110 William street. 

Mr. Walsh entered life insurance 
with the Hart & Eubank agency of the 
Aetna Life in 1926, leaving when that 
partnership was dissolved in 1927. He 
went with the Harry Gardiner agency 
and was there until May of 1929 when 
he became assistant to James A. Beha, 
chairman of the board of the Interna- 
tional Germanic Trust. When Mr. 
Beha resigned that post, Mr. Walsh re- 
turned to the Gardiner agency. 





AUTOS LEAD ACCIDENTS 
New York Life Figures Show Increase 
Over Last Year; Now 44% of All 
Accident Death Claims 
Automobiles were not only still the 
leading cause of accidental deaths dur- 
ing the first three months of this year 
but were responsible for an even larger 
percentage of the deaths than last year, 
figures of the New York Life show. 
Deaths from this cause represented 
44.24% of the total of all accidental 
deaths among the company’s policyhold- 
ers in the quarter, as compared with 
41.24% for the year of 1929. Most of 
the accidents occurred not to pedestrians 
but to those operating or riding in ma- 

chines. 

A disregard of common rules of the 
road were responsible for many of the 
fatalities, the report says. Mechanical 
defects also figured as an important 
cause of accidents. 


CHARGE AGAINST THRIFT MAN 

Maynard V. Jacobson, president of the 
Continental Thrift League, Denver, is 
charged with violating the insurance law. 
The complaining witnesses, Mr. and 
Mrs. William G. Hood, allege that when 
Maynard asked them to sign for insur- 
ance he placed a promissory note for 
$96 in the papers and obtained their sig- 
natures to the note; that Maynard also 
told them by taking out the insurance 
they would become members of the 
Thrift League which entitled them to 
rebates for all goods purchased from 
merchants who are members of the 
league. The complainants claim that 
they would not have signed had they 
known of the promissory note. 





Nebraska Prohibits 
Non-Medical Policies 


ASKS DOCTORS’ EXAMINATIONS 


Commissioner Dort Issued Ruling Ef- 
fective Yesterday; Asks for Unifor- 
mity in Life Companies’ Re- 
quirements 








No life insurance company is permit- 
ted to issue a policy in Nebraska with- 
out an actual medical examination, ex- 
cept in those cases coming within statu- 
tory exceptions, according to a ruling 
last week by Lloyd Dort, Nebraska in- 
surance commissioner. Answers pro- 
cured from the applicant by the agent 
and, thereafter, forwarded to the ex- 
amining physician are held not to con- 
stitute a medical examination. 

Pg new ruling provides and orders 
that: 

1. No life insurance company organ- 
ized under the laws of the state of Ne- 
braska or doing business in said state, 
shall enter into any contract of insurance 
upon lives within said state, save only in 
those cases and risks coming within the 
statutory exceptions requiring no medi- 
cal examination, without having previ- 
ously made or caused to be made a pre- 
scribed medical examination of the per- 
son to be insured by a legally qualified 
physician. 

2. The prescribed medical examination 
may be fixed by the company but must 
be made in person by the physician, by 
personal contact with and by personally 
questioning, observing and physically ex- 
amining the person proposed to be in- 
sured, 

3. Procuring written answers from 
the prospect to form questions present- 
ed to the prospect for answering by a 
soliciting agent and thereafter forward- 
ing same to the examining physician 
shall not constitute a medical examina- 
tion but said prospect shall appear be- 
fore the examining physician for the pre- 
scribed examination by the physician in 
person. 

The custom and practice referred to 
in paragraph 3 and heretofore used by 
some companies will not be considered 
a medical examination in conformity to 
law in this state. 





PHILADELPHIA LUNCHEON 





Abner Thorp, Jr., Addresses Life Under- 
writer’s Association Meeting on Life 
Insurance As an Investment 


Abner Thorp, Jr., Cincinnati editor, 
and manager, was the principal speaker 
at the luncheon meeting of the Phil- 
adelphia Association of Life Under- 
writers held last week at the Hotel Adel- 
phia. More than 200 members of the 
association were present. 

“Life Insurance as an Investment” was 
Mr. Thorp’s subject. He compared the 
value of life insurance as an investment 
with stocks, bonds, etc., as to interest, 
and also told of the many additional 
features life insurance has which other 
investments have not. 

Two prominent association members, 
James M. Blake, who has gone to the 
home office of the Massachusetts Mu- 
tual, and Neils M. Olsen, who has been 
transferred to Roxbury Mass., were 
elected to honorary membership. 


30 MINUTE TIME CHECK 

In a recent talk by Hugh D. Hatt, 
vice-president of the Penn Mutual, Mr. 
Hart made the following suggestion to 
agents: 

“Suppose that you start out some 
Monday morning and you write down 
every thirty minutes what you did in the 
preceding thirty minutes. It won't take 
you long, you won’t lose much time 1 
doing that! And keep that up for 4 
week, and then post the results, and if 
you decide that you do not have a time 
problem and a need for reorganization, 
then you are one of those modernists 
who has already geared himself up t? 
the spirit of these times.” 
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Bankrupt’s Insurance 
Under Mass. Law 


SITUATION NEEDS CLARIFYING 





Francis B. Patten, Associate Counsel, 
John Hancock, Tells of Results 
of 1928 Amendment 





The question as to the rights of a 
trustee in bankruptcy to the proceeds 
of life insurance policies of a bankrupt 
has been clouded by different interpre- 


tations since the amendment went into 
effect in Massachusetts in July, 1928, ex- 
empting in that state the proceeds of 
life insurance policies from attachment 
for the insured’s debts. An exhaustive 
study of this subject has been made by 
Francis B. Patten, associate counsel of 
the John Hancock Mutual Life, and he 
was asked to give an explanation of the 
present situation. 

“The question has frequently been 
asked,” said Mr. Patten, “to what extent 
the amendment which went into effect 
July 2, 1928, to the Massachusetts law 
exempting life insurance policies pay- 
able to a named beneficiary from at- 
tachment for the insured’s debts, even 
although the right to change is re- 
served to the insured, applies to cred- 
itors whose debts existed before the 
amendment went into effect. 

“It has been held by the Supreme 
Court of the United States that such an 
amendment does not effect prior credi- 
tors at all, even if it should purport to 
do so. To give it such an effect would 
be unconstitutional as it would impair 
the obligation of contracts.” 

Mr. Patten said that in Bank of 
Minden v. Clement, 256 U. S. 126, 41 
Supr. Ct. Rep. 408, the Court quotes and 
applies to this. problem the following 
words of Chief Justice Marshall in an 
earlier case dealing with a state insol- 
vency law which the great Chief Justice 
held unconstitutional : 

“What is the obligation of a con- 
tract and what will impair it? It 
would seem difficult to substitute 
words which are more intelligible, or 
less liable to misconstruction, than 
those which are to be explained. A 
contract is an agreement in which a 
party undertakes to do, or not to do, 
a particular thing. The law binds him 
to perform his undertaking, and this 
is, of course the obligation of his con- 
tract. . . . Any law which releases a 
part of this obligation must, in the 
literal sense of the word, impair it. 
... But it is not true that the parties 
have in view only the property in pos- 
session when the contract is formed, 
or that its obligation does not extend 
to future acquisitions. Industry, tal- 
ents, and integrity constitute a fund 
which is as confidently trusted, as 
property itself. Future acquisitions 
are, therefore, liable for contracts; and 
to release them from this liability im- 
pairs their obligation.” 

Might Resort to State Court 
agree his comment Mr. Patten 
said: 

“The policy involved in the Bank of 
Minden case was in fact issued before 
the passage of the exemption statute, 
yet it will be noticed that the language 
of the court would seem to protect cred- 
tors whose debts existed before its pas- 
sage, even as to policies thereafter is- 
sued. 

“I would not wish to imply that the 
trustee in bankruptcy can legally reach 
such cash surrender values in Massachu- 
Setts even under the earlier statute. The 
referees in bankruptcy, however, in 
Boston and vicinity have frequently 
ruled in favor of the trustee, relying on 
the opinion of the United States Su- 
Preme Court in Cohen v. Samuels, 245 

- S. 50, 38 S. Ct. Rep. 3%—though 
Cohen v. Samuels did not involve a state 
exemption statute, as is expressly de- 
clared by the United States Circuit 
Court of Appeals for the Sixth Circuit 





OLD PRU OF LONDON EXPANDS 


To Extend Activities to Continental 
Countries Where Experience Has 
Been Satisfactory 

According to its last annual report, 
the Prudential of Great Britain intends 
to further extend its business abroad. 
The Continent of Europe will be espe- 
cially the field to which the company 
intends to give its attention more than 
in the past. As the chairman of the 
board mentions in his reports the com- 
pany has worked very successfully dur- 
ing the past few years in those Euro- 
pean countries which had their cur- 
rencies depreciated. 











in In re Weick, 2 Fed. (2nd) 647, In re 
Renaker, 295 Fed. 858, and numerous 
other cases. It must be conceded, how- 
ever, that there are decisions to the 
seeteey, e. g., In re Samuels, 254 Fed. 


“The beneficiary under such a life in- 
surance policy could perhaps save the 
policy by petitioning the state court to 
enjoin the trustee from collecting the 
cash surrender value, but unfortunately, 
the wife of a bankrupt (the more usual 
beneficiary, and the one in whom we 
are naturally most interested) is gen- 
erally without funds to test her legal 
rights and is practically obligated to 
abide by the decision of the referee and 
sacrifice her policy. 

“Perhaps, in order to hasten the time 
when he may rest under the protec- 
tion of the amended statute, the insured 
might take a hint from Mr. Wilkins Mi- 
cawber, who used to assemble all his 
creditors every year to take up their 
accumulated notes, giving a new one in 
each place, after which he was able to 
look his fellowmen in the face. It will 
be necessary, however, to improve on 
Mr. Micawber’s scheme and not merely 
renew the debts but get rid of them en- 
tirely and acquire a brand new and in- 
dependent lot of creditors.” 


CANADIAN CO’S QUIT MEXICO 


Sun Life and Confederation Life Pull 
Out Because of Reserve Invest- 
ment Demands There 


Two Canadian life companies, the Sun 
Life and the Confederation Life, have 
agreed to discontinue issuing new life 


insurance in Mexico. The decision was 
reached at a conference of officials of 
both companies held recently. 

The Mexican government has de- 
manded that all foreign companies trans- 
acting business in Mexico invest the 
majority of their reserves in Mexican 
securities, and this the Canadian com- 
panies would not do. Both companies, 
however, will continue to maintain 
offices in Mexico in order to serve their 
present policyholders there. 








GETS HOUSTON CITY GROUP 





Missouri State Life Receives Award 
Over Lower Bid; Free Nursing 
Service a Factor 
A group insurance contract covering 
the city employes of Houston, Tex., has 
been awarded to the Missouri State 
Life. There are 1,900 employes and the 
protection ranges from $500 to $1,000. 
The city awarded the contract to the 
Missouri State Life over a_lower bid 
by the American National Life which 
previously had the business, because, it 
was explained by Mayor Monteith, the 
Missouri State has free nursing ser- 
vice. William Strauss, general agent for 
the Missouri State, is chairman of the 
Civil Service Commissioner, but the may- 
or explained that holding this position 
did not disqualify him and he served 

the city without salary. 





ILLINOIS LIFE DRIVE 
The Illinois Life is conducting its an- 
nual May drive in honor of James W. 
Stevens, chairman of the board. 








Are You Ready for 
The Accident Season? 


1930 promises to be the best year for acci- 
dent insurance that we have ever experienced. 


Every year it is easier to sell—people to 
learn. From now on into the summer is always 


the best season. 


Most men have some accident insurance but 
few have enough to make good their financial 


loss in case of injury. 


tion. 


Sell adequate protec- 


All the information you need in our “Bro- 


kers’ Outline.” 
address 


Inquire at local office or 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 





J. V. E. Westfall Made 
A Penn Vice-President 


JOINS COMPANY ON JUNE 1ST 





Former Equitable Vice-President Spent 
Nineteen Years With That Society; 
Was in Reinsurance, Also 





President William A. Law of the Penn 
Mutual Life announced this week that 
John V. E. Westfall has been elected 
a vice-president of the Penn Mutual. 
Some years ago he was executive vice- 
president of the Equitable Life Assur- 

a ae ee ey 


Pr site 





J. V. E. WESTFALL 


ance Society. He is a man with a broad 
cultural and insurance background. 

Mr. Westfall is a graduate of Cornell 
University, following which he studied 
abroad for three years, earning his Ph.D. 
degree at the University of Leipzig. His 
first business experience in this country 
was with Haskins & Sells, certified pub- 
lic accountants, New York. His entrance 
into the insurance business was when 
Paul Morton, then president of the 
Equitable, sent over to Haskins & Sells 
for the best accountant they had, and 
Mr. Westfall was assigned to the job. 
He made such an impression upon Mor- 
ton that he did not return to the ac- 
countancy office. He continued going 
up through the Equitable’s ranks, be- 
coming assistant to President Day, and 
some time after the death of John B. 
Lunger he was made executive vice-pres- 
ident of the Society. In October, 1926, 
he resigned. Later, he took charge of 
the Berlin office of Haskins & Sells and 
for a time was head of the Pilot Life 
Reinsurance Co. 





WILLIAM J. BOTTO DEAD 





Former Richmond Policeman’s Wife 

Tried to Collect On His Insurance 

In 1927 

It has been definitely established that 
William J. Botto, the former policeman 
in Richmond, Va., is dead. His wife, 
Mabie L. Botto, for a long time endeav- 
ored to recover on a $1,000 policy he car- 
ried in the Metropolitan Life. 

Botto disappeared from his home in 
Richmond in 1919, a year after he had 
taken out the insurance and his wife 
sued for recovery in March, 1927, under 
a Virginia statute recognizing a person 
missing seven years as dead. She paid 
the premiums after her husband’s dis- 
appearance. She won the appeal but be- 
fore settlement was made Botto turned 
up in Baltimore, where he was living 
under an assumed name. 

When it was advised that Botto was 
alive, the Virginia court of appeals 
agreed to reopen the case, remanding it 
for further proceedings. It was finally 
wiped from the docket of the lower 
court. Botto died last week in a New 
York hospital. Still living under an as- 
sumed name, he disclosed his real iden- 
tity a few moments before death. 
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life underwriter and layman. 

f the letter might just as well have had ¢ 10,000 as $2,000 paid-up insurance. 
A mutual company 

returning annual dividends and 

offering a policy for every need. 
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OF Boston, MASSACHUSETTS 
——— OVER SIXTY-SEVEN YEARS IN BUSINESS 



















yl. 


id 





May 2, 1930 









THE EASTERN 
UNDERWRITER 












Page.9 








Rap Carnegie Fund Report 


Henry Moir Says Dr. Henry S. Pritchett, Its Author, Is 
Didactic and Inaccurate in “Charity” Comment; Newark 
Man Defends Episcopal Church Fund 


The report on the Carnegie Founda- 
tion’s pension fund, written by Dr. 
Henry S. Pritchett, extracts from which 
were reprinted by The Eastern Under- 
writer last week, and also commented 


upon by the New York “Times” and 
some other daily newspapers, caused 
quite a stir in the actuarial ranks of the 
life insurance’ business. One statement 
made by Pritchett brought some sizzling 
criticism of the author of the report, 
and that was this one: “No pension 
system based on charity to the indi- 
vidual can be defended.” The actuaries 
say that Pritchett erred in this. It was 
also regarded as a shot. at the Church 
Pension Fund of the Episcopal Church 
and some other funds. 

The New York “Times” of April 28 
contained two caustic comments on the 
Pritchett reports. One was written by 
Henry Moir, former president of the 
Actuarial Society of America, and the 
other by H. P. Scratchley of Newark. 


Mr. Moir’s Letter 


Mr. Moir’s letter to the New York 
“Times” read as follows: 

To the Editor of The New York Times: 

I am not surprised that the writer of 
the “Times’” editorial “Pensions” should 
have assumed that Dr. Pritchett had dis- 
covered a new philosophy of pensions. 
This is the natural inference from the 
didactic tone of Dr. Pritchett in the 
statements you have read. But as a 
matter of fact, the so-called philosophy 
of pensions, while it may have been “dis- 
covered” by Dr. Pritchett, has been a 
well-known principle among actuaries 
for the last forty or fifty years, long 
before Dr. Pritchett made the mistakes 
which developed in connection with pen- 
sions under the Carnegie Foundation. 
Twice in the last twenty years has the 
Carnegie Foundation failed to make good 
its promises to college professors, and 
those failures might have been avoided 
under good expert advice. 

Dr. Pritchett assumes that an actuary 
is merely a mathematical comouter. On 
this principle there ought to be pension 
experts who are super-actuaries and who 
study social principles, the reaction of 
economic laws, etc. As a matter of fact, 
the best actuaries all do this, and Dr. 
Pritchett might have learned much more 
quickly about pensions if he had studied 
the actuarial authorities and consulted 
with them twenty or twenty-five years 
ago. 

Pritchett’s Knowledge Called Inaccurate 


You quote with apparent approval the 
Carnegie Foundation’s conclusion that 
“no pension system based on charity to 
the individual can be defended.” As a 
logical statement this dictum is absurd. 
Dr. Pritchett might just as well say 
“Charity cannot be defended.” Some- 
times the charitable principle can best 
be applied, and it has on occasion been 
wisely used in the past, although it is 
frankly admitted by the best pension ex- 
perts that a contributory system where- 
by employes pay a considerable part of 
their own pensions is preferable. This is 
no new principle, but has been enunci- 
ated time and time again for thirty or 
forty years, and has been approved by 
the best students of pensions. 

While, therefore, the position taken by 
Dr. Pritchett in regard to general pen- 
sion plans, and especiallv industrial 
plans, may be sound philosophy, it is not 
a new discovery but is a well-known eco- 








ATLANTIC LIFE ANNIVERSARY 


The Atlantic Life of Richmond, which 
was organized and started business in 
May, 1900, is now celebrating its thir- 
tieth anniversary with a special drive for 
business this month. 


nomic and social law which has been ex- 
pressed many times in the last half cen- 
tury in authoritative works on pensions. 
Dr. Pritchett’s attacks on some of the 
sound church pension plans seem to lack 





SO Ge ae 
HENRY MOIR 


accurate knowledge, and even if correct 
would come more gracefully from the 
pen of an author who had remained con- 
sistent in his scientific expressions. 
HENRY MOIR. 
Based on Wrong Premises 

Mr. Scratchley’s letter to the “Times” 
read: 

To the Editor of The New York Times: 

The report of Dr. Pritchett is clearly 
based, so far as the Church Pension 
Fund of the Episcopal Church is con- 
cerned, upon ignorance of its working. 
To obtain the figures given, the compiler 
must have divided the interest by the 
number of the clergy—and all the clergy 
do not receive pensions. 

Nor is the pension free entirely. Every 
priest and bishop pays, or has paid for 
him, 744% of his salary. For those who 
have parishes this premium is paid by 
the congregation; those who are listed 
as non-parochial have to pay personally, 
and in no case does a clergyman receive 
a pension unless his premiums are paid 





Taxation of British 
Insurance Policies 


CHANCELLOR SNOWDEN’S VIEWS 


No Deduction Regarding Interest Pay- 
ments on Loans Obtained for Pur- 
pose of Paying Large Premiums 








As was generally anticipated, Chancel- 
lor of the Exchequer Snowden intimated 
in his budget presentation speech an in- 
tention of dealing with single-premium 
life policies. The finance bill would, 
he said, show that all necessary precau- 
tions had been taken against any inter- 
ference with ordinary life assurance and 
that it was “not necessary to go farther 
than protect the exchequer against trans- 
actions, not only calculated, but aimed 
at the avoidance of liability of tax.” The 
Budget White Paper states: 

It is proposed that in computing to- 
tal income for the purposes of surtax 
no deduction shall be allowed in respect 
of interest payments on loans obtained 
for the purpose of paying premiums on 
certain policies of insurance. 

Certain changes were also announced 
in the principle governing the relief of 
income tax in respect of ordinary life 
insurance premiums. The rate on poli- 
cies effected after June 22, 1916, is to 
remain at 2s. in the £, while in the case 
of policies effected earlier the rates are 
to remain at 2s., 3s., and 4s., where the 
total income does not exceed £1,000, ex- 
ceeds £1,000, but does not exceed £2,000, 
and exceeds £2,000 respectively. Hither- 
to the corresponding allowances have 
been at the rates of one-half, three- 
quarters, and the whole of the standard 
rate, and as the standard rate is raised 
holders of these policies will in future 
not secure the same proportionate re- 
lief. In other words, in spite of the in- 
crease in the rate of standard tax by 
6d., the rates of relief will remain at the 
old levels. 

The Chancellor claimed however, that 
for the “overwhelming majority of tax- 
payers” the changes indicated in the or- 
dinary graduation of income tax would 
be found to outweigh any loss due to 
the retention of the old rates of life in- 
surance relief. Had not the bases of re- 
lief been altered, ordinary life insurance, 
owing to the increase in the standard 
rate of tax, would have become still 
more attractive as a form of thrift. 








up. In fact, this premium is considered 
as part of the salary, only it is paid by 
the treasurers, not by the rectors. One 
wonders why investigators sometimes 1g- 


ily accessible facts. 
apa iat H. P. SCRATCHLEY. 
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A New and Complete 


STATE MUTUAL MANUAL 
IS HELPING AGENCY OFFICES 
TO RENDER PROMPT, ACCURATE 
SERVICE TO AGENTS AND 
- POLICYHOLDERS 








INCORPORATED—1844 
Eighty -Six Years of Service 


























Policyholders Help Put 
Over Goldsmith Dinner 


FINE AFFAIR AT SAVOY-PLAZA 


John M. and Theodore M. Riehle Hosts 
at Banquet in Recognition 
of a Star Agent 


Max Goldsmith of the John M. Richle 
agency, Equitable Life Assurance So- 
ciety, New York City, is not only a good 
agent but a very good agent. A good 
agent is a man who does a substantial 
production bit each year with intelli- 
gence and honesty. A very good agent 
is a man with quite a large circle of 
clients which circle is constantly get- 
ting larger and not losing any of the 
people in it. Furthermore, there is 
something of the championship quality 
in Goldsmith as four years ago he made 
a world’s record by writing something 
under three hundred policies for $1,500,- 
000. The feat did not spoil him as he 
is a consistent producer at the present 
time, going strong. 

About thirty-five years ago Max Gold- 
smith came into contact with John M. 
Riehle and the contact was never lost. 
Mr. Riehle has a fine reputation in this 
town. For years he was president of the 
National Democratic Club; he has made 
a considerable success in real estate, and 
he was writing a lot of insurance way 
back when it was not so easy to sell in- 
surance because there was not only the 
competition of fraternals, which at the 
time had not shot their bolt in down- 
town New York but there were some 
companies which weren’t so good from 
the standpoint of solvency. Further- 
more, the public did not appreciate in- 
surance as it does today. 


Prominent Insurance Men Present 


It would be a little difficult to figure 
up the amount of insurance which Max 
Goldsmith has placed through Riehle, 
but it also brought to the office a num- 
ber of prominent people as policyholders. 

What more natural then that the 
Riehle agency give a dinner to Agent 
Goldsmith and to some of his clients? 
The idea appealed not only to John M. 
Riehle but to Theodore M. Riehle, as- 
sociate general agent, who was a boy in 
knickerbockers when first he met Max 
Goldsmith. 

The dinner, held one night last week 
at the Savoy-Plaza Hotel, and was at- 
tended by more than two hundred peo- 
ple. The guests were from all walks 
of life. Such prominent insurance men 
as Frank J. O’Neill, president of the 
Royal Indemnity; and J. T. Dargan, 
former president of the Public Fire, 
‘vere there. Both of them had been in- 
sured by Goldsmith. Joseph Pulver- 
macher, president of the Sterling Na- 
tional Bank; Morris White, the leather 
man, and numerous others were in at- 
tendance. From the head office of the 
Equitable came Albert G. Borden, sec- 
ond vice-president, in charge of edu? 
cation; and Dr. Robert M. Daley, as- 
sistant medical director; and Arthur H. 
Reddall, manager of the publicatior! di- 
vision. Laverne M. Wood represented 
the New York State Insurance Depart- 
ment. 

“Ted” Riehle, the toastmaster, gave 
the policyholders a good, educational 
talk about insurance. Vice-President 
Borden also made an informative talk. 
Morris White spoke from the viewpoint 
of the policyholder. Judge Peter 
Schmuck furnished the eloquence and 
oratory. . Shortly before midnight Mr. 
Goldsmith arose and thanked everybody 
in a minute speech. He looked pretty 
young for a man who has spent moré 
than three decades with the rate book— 
looked good enough for twenty years 
more of production activity. .. . 

It was a nice affair, enjoyed by every- 
body, and the Casanova Club orchestra 
also helped put it over. 4 
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Risks Not Confined To Mormons 


Beneficial Life, of Which Heber J. Grant Is President, Does 
Business in Utah, Idaho, Wyoming, Arizona, Nevada 
and California; Says Its Section Is Healthiest 


During the year 1928 the Church of 
Jesus Christ of Latter Day Saints, gen- 
erally known as “The Mormon Church,” 
purchased the entire ownership of the 
Beneficial Life Insurance Co. of Salt 
Lake City, Utah, from the stockholders. 
Originally there had been seventy-four 
incorporators of this company. 

On January 1, 1929, all business of the 
company was made participating with 
the exception of policies paid up for less 
than $500. The same rates as were for- 
merly used on the non-participating 
basis were retained. It was decided then 
that all future net earnings of the com- 
pany in excess of 3 1/3% on the stock- 
holders’ investment should be distrib- 
uted to policyholders. 

The president of 


this company is 


Heber J. Grant, head of the Mormon 
Church. The general manager of the 
company is E. T. Ralphs. In addition 


to Messrs. Grant and Ralphs the mem- 
bers of the board are A. W. Ivins, C. 
W. Nibley, D. O. McKay, Joseph F. 
Smith, George J. Cannon, B. F. Grant 
and Axel B. C. Ohlson. Mr. Ivins is 
first vice-president; Mr. Cannon is sec- 
ond vice-president; Mr. Ohlson is sec- 
retary. 
Has $60,000,000 in Force 

The Beneficial Life at the present time 
is writing about $20,000,000 a year. The 
total insurance in force is more than 
$60,000,000. The company has about 200 
agents and an attempt has been made 
to chose the right type of men. In 1910 
the company voluntarily made a ruling 
that in the event of death all deferred 
dividends wil be paid in addition to the 
amount of insurance carried, this added 
benefit being attached to old as well as 
new policies. 

A total and permanent disability clause 
was added in 1913 without extra charge 
of premiums. This clause granted the 
waiver of premiums or the face of the 
policy payable in cash instalments, ap- 
plied to all policies. At the close of 
the World War the Beneficial Life’s di- 
rectors authorized that all death claims 
of soldiers be paid in full for their face 
value, regardless of whether or not 
policies carried war clause restrictions. 

All business, prior to 1910, was on the 
deferred dividend plan, the reserve being 
computed on the preliminary term 
method of valuation. From 1910 to 1917 
the company wrote annual dividend, de- 
ferred dividend and _ non-participating 
insurance, using the preliminary term, 
Illinois Standard and level premium 
method of valuation. On 


business and wrote  non-participating 
only to January 1, 1929. 

The company writes all regular forms 
of life insurance, including monthly in- 
come contracts, single premium life and 
endowment, joint life and endowment, 
and juvenile policies. Women are in- 
sured on the same basis and on the same 
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rates as men, Non-medical insurance 
written in limited amounts. 


S 


Where Company Operates 
January 1, 1930, there was in force: 


$41,531,751 Life 
11,937,991 Endowment 
725,608 Term 
2,054,150 Group 
17,717 Paid-up dividend additions 


$56,267,217 

While the company operates in states 
where the great majority of the Mor- 
mon people live, viz.: Utah, Idaho, Wyo- 
ming, Arizona, Nevada and California, it 
by no means confines its efforts of so- 
licitation to people of the Mormon faith. 

In an interview with The Eastern 
Underwriter Manager Ralphs said: 

“Statistics prove that our inter-moun- 
tain section of the United States is the 
most healthy of all of them; however, 
the company is on guard to select only 
the best preferred risks. Our invest- 
ments are in first mortgage loans, on 














New England Mutual Life Insurance Co. 


has an Opening 
for a well qualified man as 


General Agent 


in Greater New York 


Apply by letter to: 
Superintendent of Agencies, 
Box 145, 
Boston, Massachusetts 

















approved railroad and 


public 
bonds.” 


utility 


Organized in 1905 


The company was organized in May, 
1905, issuing 1,000 shares of stock at 
$100 per share, that being the minimum 
amount of stock permitted by law at 
that time. There was paid in $100,000 
in cash, every dollar of which was cred- 
ited to capital stock. This sales cam- 
paign was launched without a dollar of 
promotion or commission cost, except 
the necessary legal fees. Later, the 
amount of capital stock was increased 
to $200,000. the additional shares being 
offered and subscribed for by the stock- 
holders, share for share, increasing the 
total to 2,000 shares at par value of $100 
each. On March 14, 1924, the capital 
stock was again increased. this time to 
$250,000, consisting of 10,000 shares, par 
value $25. All issues were subscribed 
and paid for at par without commission. 
No surplus has ever been derived from 
the sale of stock nor has any been con- 
tributed by stockholders. 

In Utah the Beneficial Life leads in 
annual Ordinary production and with 
one exception has more insurance in 
force in Utah than any other company. 





VETERAN CLOCK 


One of the cldest veterans of the 
John Hancock Mutual Life is a clock 
in the purchasing, printing and supply 
department at the home office. The be- 
ginning of the clock’s service is unknown 
but it is shown in a photograph of the 
offices occupied by the company between 
1869 and 1879. 





JOINS CRUTCHFIELD AGENCY 
Julian T. Winfree, formerly president 
of the Liberty Bank & Trust Co., of 


CLINTON DAVIDSON AT ALBANY 





Tells. Bankers Men of Wealth Need 


Conservative Investment Medium 
Similar to Insurance Company 
Plan 


Speaking before the annual dinner of 
the National Commercial Bank & Trust 
of Albany, held at the DeWitt Clinton 
Hotel Monday night, Clinton Davidson, 
president of the Estate Planning Cor- 
poration of New York, told of the need 
among some of his clients, who are men 
of great wealth, of conservative mediums 
of investment such as would be com- 
parable to the practices of the great life 
insurance companies, ; 

“There are five companies located in 
New York City and in Newark,” said 
Mr. Davidson, “ whose total assets are 
approximately ten billion dollars. Sup- 
pose an investment trust was formed to 
appeal only to the most conservative in- 
vestors, and suppose that its investment 
committee consisted of one man from 
the investment committee of each of 
these five life insurance companies. Could 
you conceive of any better source from 
which the safest possible investment ad- 
vice could be secured than from this 
group who have proven their ability in 
the handling of these ten billions of 
assets?” 





NO IMMEDIATE BUILDING PLANS 


The Connecticut General recently add- 
ed to their realty holdings in Hartford 
and now own the entire frontage on 
Hudson street from Elm street to Capi- 
tal avenue. So far as can be learned, 
says the “Hartford Courant,” there are 
no immediate plans for erection of addi- 
tional buildings, but as the present s!x- 

















story structure is practically all occu- 
a ae . January 1, real estate, government bonds, state, Richmond, Va., has joined the sales pied, it is reasonable to expect that with- 
1918, the company discontinued the writ- county and municipal bonds, selected forces of the E. M. Crutchfield agency in the next few years a wing might be 
ing of annual and deferred dividend bonds of school districts and nationally of the Equitable Society in that city. added to the south along Hudson street. 
= 
FIFTEEN YEARS OF PROGRESS AS WE SERVE 
LEGAL RESERVE LIFE INSURANCE IN FORCE 
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ACHIEVEMENT 


is given its just reward 


The Aetna Life gives concrete 
recognition to its field men of su- 
perior selling ability. One con- 
structive acknowledgment is the 
annual Regional Meetings. All 
Aetna-izers attend who qualify by 
producing a specified high quality 
and volume of business. The Meet- 
ings provide a splendid opportunity 
every year for Aetna-izers to meet 
and pool their experiences. Speak- 
ers from among their ranks along 
with officials from the Home Office 
provide highly beneficial aad inspir- 
ing programs of business discussion 
—and just the right mixture of 
recreation is added to complete a 
perfect event. A generous and 
well-deserved reward for the man 
of demonstrated ability. Al] Aetna- 
izers strive to earn it—and a in- 
creasingly large number do. 








This year Western Aetna-izers will meet 
at Colorado Springs, Colorado, July 14 to 
17 for their Regiona Meeting. The famous 
trip to Pike’s Peak—one of America’s 
highest and most beautiful—is included in 
the program fer these men. 


~<n(Q)0- 


Aetna-izers in the East will attend their 
Meeting at Mackinac Island, Mich a, 
July 7 to 10. This program includes a bost 
trip to and from hachinns via the Greet 
Lakes route. 


Aetna Life Insurance Company 


Hartford 








Connecticut 
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Commissions To 1,000 
Papers If Ads Sell 


UNION MUTUAL’S NEW PLAN 
Ads In Stereotyped Form; Quarterly 
Audit Of Books; Radio 
Also Used 


The Union Mutual Life Insurance Co. 
of Des Moines, Ia., of which William 
Schulz is president and general man- 
ager, and C. G. Schulz is vice-president 
and secretary, is responsible for a nov- 
elty idea in insurance advertising. At 
least it is new to “Editor & Publisher,” 
the chief trade publication in the daily 
newspaper _ business. In brief, the 
Union Mutual has asked one thousand 
of the smaller newspapers throughout 
its territory if they will carry adver- 
tising for the company on a commis- 
sion basis. “Editor & Publisher” author- 
ity for this is from the newspapers which 
have received the letters. The contract 
sent to the publishers makes no men- 
tion of paying the regular advertising 
rates. Instead, it specifies that the in- 
surance company will pay on one-third 
of the first year premiums on policies 
traceable to each newspaper or to in- 
quiries forwarded by the publisher. _ 

The advertisements are to be: fur- 
nished in stereotyped form and in vary- 
ing sizes, so that the publisher may use 
them at his convenience. The company 
offers to give a bond and pay for a 
quarterly audit of its books to show 
that payments to the newspapers are 
correct. 

The Cost 

A letter to publishers, signed by C. G. 
Schulz, secretary, cites as typical a 
$1,000 policy costing $6.13 for the first 
quarter and $4.13 quarterly thereafter, 
making the first year’s premiums $18.42, 
and the newspaper’s share $6.13. 

Sample advertisements accompanying 
the letter emphasize that the policy may 
be bought “for as low as $4.13,” but do 
not mention that this amount pays for 
only three months. 

Mr. Schulz’s letter says that more than 
100 radio stations are advertising the 
company on a similar basis. The news- 
paper advertising, he says, will pay the 
publisher “much more” under this plan 
than at the straight advertising rate. 
“And while I imagine we could just as 
easily use the space on the ordinary 
basis,” he writes, “we prefer to operate 
on this co-operative plan because in 
doing so we obtain the benefit of your 
hearty support—a condition sometimes 
lacking in a straight flat-rate arrange- 
ment.” 

M. A. Wilkinson, editor of the “Week- 
ly Beacon,” North Baltimore, O., told 
“Editor & Publisher” that the plan had 
been offered to smaller-city dailies and 
weeklies in Ohio. 

“We have turned it down, but sev- 
eral have fallen for it,” he said. 


A. V. MOZINGO WELCOMED 

A. V. Mozingo, the new agency vice- 
president of the Volunteer Life, was the 
honor guest at the April meeting of the 
J. W. Bishop agency held recently at the 
Hotel Patten in Chattanooga. Mr. Mo- 
zingo was extended a welcome to the 
city by F. L. Underwood, vice-president 
of the Hamilton National Bank, who 
spoke on behalf of the Volunteer Life’s 
board of directors, while President A. L. 
Key introduced Mr. Mozingo in behalf 
of the company’s officials. 








PITTSBURGH LIFE MEETING 

Holgar J. Johnson, general agent in 
Pittsburgh for the Penn Mutual, will 
preside at the Life Insurance Round Ta- 
ble of the Insurance Federation of Penn- 
sylvania, Inc., when it meets on Tues- 
day afternoon, May 6, in the William 
Penn Hotel, Pittsburgh. The discussions 
will be conducted by Vincent B. Coffin, 
educational director of the Penn Mu- 
tual. 


























New York Life Agents’ 
1929 Record 


New insurance paid for . . . . $953,000,000 
Ratio of term insurance to total only . . 3.07% 


Life and Endowment Policies . . . . 96.93% 





New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 





Darwin P. Kingsley, President 

















Crocker Talks Pensions 
on Radio at Capital 


OUGHT TO BE CONTRIBUTORY 





Practical Pension Systems on Employe 
Groups Successfully Handled by 


Life Companies 





From Washington, where the United 
States Chamber of Commerce convention 
was in session this week, Walton L. 
Crocker, president of the John Hancock, 
broadcasted over the radio a talk on 
pension plans. Merle Thorpe of “The 
Nation’s Business,” led off with the fol- 
lowing statement: : 

“The support of the indigent aged is 
one of the most important humane ques- 
tions of our day. This thought in con- 
nection with the superannuating worker 
very gravely concerns business and in- 
dustrial employers who are constantly 
asking ‘Can adequate pension plans in 
our industry be made workable?’” 

Mr. Crocker then followed with the 
following comment: 

“We answer: Yes, in a very great ma- 
jority of cases, depending upon whether 
the industry or business on the one side 
and the employes on the other can and 
will bear their proper share of the cost, 
for both ought to contribute. Pensions 
for groups can either be established 
within the industry itself, or bought from 
certain of the life insurance companies. 
In either case provision can be made so 
that employes need not lose their con- 
tributions in case of change of occupa- 
tion or of employer. Practical pension 
systems on employe groups are being 
successfully handled today by life insur- 
ance companies. The practice is grow- 
ing for individuals to provide their own 
pensions by buying annuities on rea- 
sonable terms. 


Differs from State Pensioning 


“In all such cases, whether individual 
or group, the act is one of self-pension- 
ing and so differs from state pensioning, 
which is poor-relief under a more suit- 
ably dignified name. 

“In establishing pensions, it is impor- 
tant that the plan be made ample enough 
to take care of future growth and un- 
foreseen demands. The reason that so 
many employe plans have fallen short 
is that the future payments and the num- 
ber of annuitants to be provided for 
were under-estimated, and in general the 
set-up has lacked the scientific basis that 
an insurance company would employ. 

“The same essential questions must 
arise in case the political power estab- 
lished pension plans. 

“Leaders of business may do much to 
guide the movement for the care of old 
age, by encouraging and instructing the 
workers in the practice of self-respect- 
ing thrift exemplified in plans for self- 
pensioning. Industry itself must be the 
judge of how far it can go in helping 
employes to help themselves in old age 
by this means.” 





J. S. TOUCHSTONE HONORED 





Wins Lincoln National Award for Being 
Company’s Most Valuable 
Producer in 1929 

Jonas S. Touchstone, of Dallas, Texas, 
has been adjudged the most valuabk 
producer of the Lincoln Life for the year 
1929. This award, the most highly prized 
that the company offers to field men, is 
based on volume’and persistency of busi- 
ness during the previous year. 

Mr. Touchstone has been the leader in 
the placing of numerous salary savings 
system cases for the company in the 
west and southwest. His name will be 
engraved in Indiana limestone on the 
wall of the lobby of the home office, in 
a place set aside to honor the leaders 
thus chosen during the second twenty 
years of the Lincoln National’s history. 
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* GUARANTY LIFE INSURANCE COMPANY ° 
OF NEW YORK 
FIRST in New York Stat 
to Offer the New 20-Year 
“MONTHLY INCOME POLICY” 

This new policy, making its first appearance in New York State, is for preferred 
risks. It will pay the family a “clean-up” fund of 10% immediately upon death and 
an income of 12% yearly on the face amount of the insurance for twenty years from 
P 12 Y l the date of issue. Then the full face amount of 

ays % ear y the policy will be paid in cash to the wife or other 
beneficiary. 

This is more than double the 57%, or a possible maximum of 6%, income the 
family would ordinarily receive if the insurance were paid to them in cash and then 
invested in the usual way. 

FOR EXAMPLE: For a man purchasing a $10,000 policy the return would 
be as follows: 

(1) $1,000 in cash upon death as a “clean-up” fund. 

(2) $100 per month or 12% per annum on the face amount of the policy 
to the beneficiary for twenty years from the date of issue. 

(3) At the end of twenty years $10,000 in cash will be paid to the 
beneficiary. 

Compare this with a $10,000 ordinary life contract where the proceeds are invested 
at a possible maximum of 6% paying the beneficiary $600 per year or $50 per month. 

Most decidedly this comparatively low-cost monthly income plan effectively meets 
the needs of the average family. At age 35 it would cost $265.80 a year for $10,000 
of insurance, or about $5 a week. 

Disability and double indemnity benefits, of course, can be added at an addi- 

Appreciation tional premium. 
The Guaranty Life Insurance Co. of 
New York extends due appreciation to 
Mr. Philip Burnet, president of the Con- - 
tinental American Life Insurance Co. of 
Delaware, as the originator of this new To Brokers 
and unusual family income plan of pro- Let us send you our rates for any particular age and other informa- 
tection. We agree with pag Burnet that tion regarding our monthly income policy. We will be glad to co-operate 
ae Biya < ies aan paar with-you on individual cases where you feel the policyholder may profit 
class of people, bringing income insur- by insurance on this plan. Remember that we do not intend or advo- 
ance to the mass of the American peo- cate using our policy to replace existing insurance; it is best sold as 
on a scale not conceived possible be- the bulwark of the family’s financial independence. 
ore. 
Guaranty Lire Insurance Company 
OF NEW YORK 
Chanin Building, 122 East 42nd Street 
Telephone: Lexington 
ing NEW YORK, N. Y. 
* TWICE THE ‘INCOMs. AT LOW.COST * 
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LIVE HINTS FOR BUSINESS 
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Practical Suggestions fo Help the Man With the Rate 
Book Increase His Income and General Effickency 


One of 


the suc- 

Another cessful weekly pro- 
App-A-Week ducers of the Ralph 
Method W. Hoyer = general 


agency of the John 
Hancock Mutual Life at Columbus, 
Ohio, does not use as a goal merely the 
getting of an application every week, 
but refuses to let a week pass without 
writing at least $5,000. Although this 
agent seldom writes a large policy, his 
paid-for production for years has been 
around $500,000, according to the John 
Hancock “Signature.” 
x * 


An argument for 


Visual visual selling of life 
Selling To insurance is printed 
Gain Attention in the current edi- 
tion of the Reserve 

Loan Life’s periodical “Push.” To gain 


the attention of the prospect that paper 
says a lead pencil and piece of scratch 
paper are the most valuable tools. For 
example, supposing you are seated at 
your prospect’s desk, having so far been 
unsuccessful in gaining his favorable at- 
tention. Presume that he is married and 
successful in business. You, no doubt, 
have been in this position many times, 
due to the fact that it is a situation that 
confronts practically every salesman at 
the beginning of every interview. Now, 
how to gain that prospect’s favorable 
attention? 

Every insurance salesman should keep 
posted on current events, and therefore, 
should know that recently a prominent 
Pittsburgh financier stated that last 
year women spent over $700,000,000 on 
worthless securities. Write that amount 
down on your scratch pad in large, bold 
figures while telling your prospect about 
it. Ask his opinion regarding a women’s 
ability to handle large sums of money. 
If like the average business man, he 
will probably laugh at the idea of an 
inexperienced woman in the role of a 


financier. Listen to his opinion and 
keep retracing the figures on your 
scratch pad. He _ will unconsciously 


watch you and that figure will become 
imbedded in his mind and he will begin 
thinking of the different methods that 
could have been used to invest that 
money toward a better end. Then tell 
your prospect that that amount of 
money would have purchased over two 
billions of paid-up life insurance. Write 
that figure beside the one already on 
your scratch pad, thus— 
$700,000,000—$2,134,146,000 Paid-Up Life 
Insurance. 

Tell him that the money spent foolish- 
ly last year by women would have pur- 
chased a $10,000 Paid-Up Life Insurance 
Policy for each of 213,414 people, and 
would have set up a reserve fund for 
old age. 

As you state these facts, write down 
the figures and keep your scratch pad in 
a position for your prospect to see it. 
His attention will center upon the fig- 
ures that you are writing and he will 
compare them as to size. Up to this 
time you have not asked him to buy, nor 
have you referred to his needs for life 
insurance. You have talked about a cur- 
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rent event and his resistance has 
dropped. After the resistance of a 
prospect has been battered down, you 
then have favorable attention. 

Some salesmen employ the picture 
method for gaining favorable attention, 
but a successful business man knows 
why those pictures are placed in front 
of him and he knows that they have all 
been prepared special for that purpose. 
Therefore, he steels himself against the 
main attack which he knows is going to 
follow and while you are showing him 
the pictures and illustrations he will be 
thinking up some good reason why he 
should not buy. However, with the dis- 
cussion of a current event and the use 
of a pencil and scratch pad to break 
down his resistance he is thrown off his 
guard and still the principles of visual 
selling have been employed. 


a ie 

Perhaps the life 
$1,000,000 salesman who doesn’t 
Producer seem to be getting 
Tells How very far ahead can 


get some pointers 
from the system of Joe Janciar, million- 
dollar producer of the Bankers’ Life of 
Iowa. How he gets results is told in a 
recent issue of the company’s magazine, 
“Onward.” 

In 1929 his production of more than 
a million represented a total of 318 ap- 
plicants; thus, not a few big policies. 
His method was system. He knows 
what he wants to do and he goes ahead 
and does it without permitting anything 
whatever to interfere with his line of 
action. 

He is a firm believer in the theory, 
as well as practice, that good habits 
mean good health; good health means 
the right mental attitude, and that right 
mental attitude is essential to good work. 
He does not even want to associate with 
people who might discourage him, and 
avoids those who have a depressing in- 
fluence on him. He follows this line of 
action even to the entertainment which 
he seeks. 

Janciar’s actual selling time does not 
average more than five hours per day 
of actual work, according to “Onward.” 
The rest of the day is spent in prepara- 
tion for selling. He believes, and has 
proved that he is right, that a salesman 
is more efficient in five hours with the 
proper preparation than he would be 
in ten or twelve hours without planning 
his work carefully. 

He writes most of his business on 
the first call. He delivers personally 
all of his policies. 

a ae 


How many women 


A Group prospects do you call 
Awaiting on in the course of a 
Cultivation week? If you are the 


average agent, it is 
probably not many, for despite the im- 
portance today of women in business and 
the life companies’ urge to more inten- 
sively cultivate them women remain in 
general an unsolicited group. Even many 
women agents prefer to confine their 
selling efforts to men prospects, further 


leaving the field uncultivated. 

It all seems rather foolish when it is 
realized the many needs women have 
for insurance. Those who are the main 
support of dependents are particularly 
in need of heavy coverage, but there 
are also many other business women 
and housewives who have uses for pro- 
tection. In general they are not yet 
broadly informed on the subject because 
agents have not taken the pains to ed- 
ucate them and their husbands and male 
friends do not always realize why they 
can use insurance coverage. 

Women policyholders are _ usually 
strongly sold on their insurance; once 
written, recommend policies to all their 
friends. Agents who make a practice of 
selling women usually write them in 
groups; one sale invariably leads to an- 
other. And another strong feature of 
this type of business is its persistence 
on the companies’ books; the lapse ra- 
tio is very low. 

: Reo 


Figures such as 

Keep in Touch were quoted by Alex- 

With Trust ander P. Reed, vice- 
Companies president and _ trust 
officer of the Fidelity 
Trust Co. of Pittsburgh at the Philadel- 
phia Sales Congress in March give an 
idea of the rapid growth of insurance 
trusts. 
$500,000,000 of insurance trusteed with 
banks and trust companies; in 1927 $257,- 
000,000 was placed in trust; in 1928 $700,- 
000,000; and in 1929 $1,200,000,000. Ex- 
pressed in percentage form the insurance 
placed in trust in 1929 was 171% of 
that placed in 1928. In 1928 8,967 trusts 
were established, whereas in 1929 the 
number was 15,012. 

This growth is, of course, in a great 
measure due to the initiative of some 
of the country’s best life agents. There 
are many others, however, who have 
failed to realize the possibilities, who 
have left insurance trust work for the 
“other fellow.” These had better change 
their tactics, however, if they hope to 
keep up with the procession in the com- 
ing years, 





20,00 TURNED DOWN 


In 1929 there were 20,000 applications 
rejected by the Equitable Society. 
“Agency Items” points out that many of 
these men could have been insured 
earlier. 





Prior to 1927 there were but 





A New Policy 


ENTHUSIASTIC RECEPTION 
ACCORDED NEW “GRADU- 
ATED PREMIUM” PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 


110 William Street 
New York City 


Beekman 6141-2-3 
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GETS ADVERTISING RESULTS 





Bankers Life of Des Moines Shows 77% 
Gain in Direct Mail Advertising 
Business 

The Bankers Life of Des Moines re- 
ports that prospects who received the 
company’s direct mail advertising dur- 
ing the first quarter of the year, bought 
life insurance aggregating $6,244,078, an 
increase of 77% over the same total for 
the first quarter of 1929. 

Applications written on prospects dur- 
ing the quarter, who received the com- 
pany’s advertising literature, numbered 
2,492, an increase of 72% over the same 
period of 1929. A remarkable angle was 
the fact that the total number of lIet- 
ters mailed in the three-month period 
of 1930 was actually less than the total 
mailed during the first quarter of 1929. 

In preparation for “President’s 
Month” in May, the Bankers Life has 
mailed nearly fifty thousand direct mail 
advertising letters to prospects and pol- 
icyholders. 





WILL REPRESENT DETROIT LIFE 

Joyce & Co. one of the oldest and 
largest general insurance offices in Chi- 
cago, are establishing a life insurance de- 
partment to represent the Detroit Life in 
the Illinois city. 











34 Nassau Street 


DAVID F. HOUSTON 
President 
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The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 
] care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 
work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THE MuTuat Lire InsuraNcE Company OF New YORK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd — 


ani 
Manager of Agencies 
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Cost of N. Y. Life Bldg. 
and Land $23,708,135 


TRIENNIAL REPORT COMPLETED 





N. Y. Department Document Covers 140 
Pages; Much Space Devoted to 
Great Building 





The New York State Insurance De- 
partment has completed another of its 
triennial examinations, this time the 
New York Life. The report is dated 
December 31, 1929. It is 140 pages of 
typewriting. 

Incidentally, one interesting thing in 
the report is a descripion of the gen- 
eral duties of the various standing com- 
mittees. Calvin Coolidge is chairman 
of the agency committee and some of 
the fraternity have wondered what the 
duties of that committee are. The re- 


port says, “The agency committee su- 
pervises the appointment of the agents, 
agency directors, inspectors of agencies 
and all employes engaged chiefly in the 
acquisition of new business.” 

The other standing committees are 
Finance, Executive, Loss, Auditing and 
Office. 

Many typewritten pages in the report 
are devoted to the head office building, 
one of New York’s great new structures, 
and covering a very large city block. 
The building contains 2,500,000 feet of 
space and has a rentable area of 900,000 
square feet. 

The general contract was awarded to 
Starrett Bros. on the basis of cost plus 
a fixed fee of $300,000. Later the fee 
was made $500,000, $200,000 being added. 
On September 30, 1929, the total expen- 
ditures in connection with erection of 
the building amounted to $21,358,000, ex- 
clusive of land which is carried on the 
books at $2,350,000, making total book 
value of land and building $23,708,135. 

The report discusses the former for- 
eign business of the company, including 
Japan, Russia and Germany. In regard 
to German suits the report says: “Nu- 
merous questions are involved in those 


suits involving among other things 
whether certain policies were trans- 
ferred to the Kronos Ins, Co. under a 


reinsurance agreement, the effect of the 
German Revaluation Law and method of 
calculation of deferred dividends.” In 
regard to the Russian settlements the 
company’s relations with Sullivan & 
Cromwell are discussed at some length. 


Mortgage Loans 


In reference to mortgage loans on city 
property the report says in part: 

“During each of the preceding three 
years the company has very materially 
increased its investments in loans se- 
cured on city real estate. In this way 
the company, whose business is widely 
distributed throughout the United States 
and Canada, has recognized a public re- 
sponsibility in assisting in the develop- 
ment of housing facilities and the ex- 
pansion of business properties by lending 
its funds secured by real estate on a 
large scale in many sections of this 
country and Canada. At the same time 
the lending of funds on this form of 
security has on the whole yielded a high- 
er return from interest, consistent with 
safety than that afforded by other forms 
of investments available for life insur- 
ance funds.” 


A Taxation Situation 


In its subdivision about taxation the 
report says in part: 

“The Internal Revenue Department 
had originally assessed the company cov- 
ering taxable year 1920 with a deficiency 
tax of $15,035,531. This was cut down 
to $4,290,000. The greater part of this 
reduction is due to elimination of the 
excess profits tax. The company has re- 
sisted most of this assessment and at 
Present the case is pending before the 
Board of Tax Appeals. The dispute is 


centered around the company’s writing 
down at the end of 1919 its German 
mark reserves and Austrian kronen re- 
serves because of the depreciated value 
of these currencies. 

“Following is shown the detail of the 
1920 tax claim as it now stands: 
Deficiency, as shown by Bu- 

reau’s audit 
Applied against deficiency (1917 


and 1918 over assessments).. 749,499 
Balance in dispute............. $3,540,665 
Consisting of: 

Foreign taxes not credited by 

urease s.603. eee 71,542 

10% reserves written down.. 3,469,122 

$3,540,665 


“Against the above claim the govern- 
ment now has in its possession $4,267,208 
of the company’s money, representing 
refunds due the company on account of 
the excess profits tax (1918) and on ac- 
count of the effect of the decision in the 
National Life case on returns of 1922 
to 1926 inclusive.” 


The report deals extensively with the 
subject of dividends and disability. It 
concludes with thanks to the New York 
Life for courtesies extended in making 
information available to examiners. 


NEW MINNEAPOLIS MANAGER 





Provident Mutual Life Announces Ap- 
pointment of Lee Prothers, Succeed- 
ing Frank M. Flory, Resigned 
Lee Prothers of Minneapolis has been 
appointed general agent in that city for 
the Provident Mutual Life, succeeding 


Frank M. Flory, resigned. Mr. Flory, 
who joined the company as special agent 
in 1904 and was promoted to general 
agent in 1918, will continue to serve as 
a Provident special representative in 
Minneapolis. 

Mr. Prothers entered the insurance 
business shortly after the war after 
serving in the Navy. He became inspec- 
tor for the Milwaukee Mutual, a fire in- 
surance organization, and later became 
state agent and manager of the North- 
western office of that company. Subse- 
quently he joined the Northwestern Mu- 
tual Life as representative in Milwau- 
kee. 





AMONG THE LEADERS 


M. C. Brock, manager of the Newark 
office of the Colonial Life, is well up 
among the leaders of managers for or- 
dinary increase production for the month 
of April. 


ON CHASE TRUST COMMITTEE 





Three Life Company Executives, F. H. 
Ecker, T. I. Parkinson and Franklin 
D’Olier to Serve Merged Bank 


In advertisements published in the 
New York daily newspapers the Chase 
National Bank announces that on con- 
summation of the merger of the Chase 
and the Equitable Trust, the trust de- 


partment will be under the supervision 
of a special trust committee composed 
of twelve prominent men, three of whom 
are executives of life insurance compa- 


nies. These three are: Frederick H. 
Ecker, president of the Metropolitan 
Life; Thomas I. Parkinson, president of 


the Equitable Life Assurance Society ; 
and Franklin D’Olier, vice-president of 
The Prudential in charge of administra- 
tion. 


HAIGHT, DAVIS & HAIGHT, Inc. 





Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 











SUCCESS. 





HILLSMAN TAYLOR 
President 


The M-A-N 
In SalesMANship 


Life Insurance Selling is primarily a question 
of MAN-power. Without the M-A-N in Sales- 
MANSship, sales slump and the ship sinks. The 
Missouri State Life is proud of its MAN-power. 
The Company’s 1930 program is largely devoted 
to developing greater MAN-power. Helping our 
men to succeed is our own proved highway to 


MISSOURI STATE LIFE 
INSURANCE COMPANY 





HOME OFFICE 
ST. LOUIS, MO. 
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Northwestern National 
Announces New Policy 


BASED ON AMERICAN MEN TABLE 





Modified Life Contract Is Written from 
$2,500 Up; Postpones Permanent 
Premium Ten Years 





A new modified life contract has just 
been announced by the Northwestern 
National Life of Minneapolis, a non-par- 
ticipating policy in which life expectancy 
is computed on the new American Men 
Table. The policy, which is written for 
any amount from $2,500 up, is issued 
at a premium only slightly higher than 
for term insurance, the automatic ad- 
justment to a permanent premium being 
postponed for many years. 

The insured has the privilege of ad- 
justing to a permanent rate on favorable 
terms in the tenth year and any time 
thereafter until the time of automatic 
adjustment, which has been set at seven 
years prior to the end of the life ex- 
pectancy according to the new 
American Men Table of Mortality. 

At that time the insured can elect to 
continue the payment of the same pre- 
mium, instead of the automatically ad- 
justed premium, in which case he may 
carry the policy to the end of the life 
expectancy period, and receive its then 
cash value. Or, he can take a reduced 
amount of insurance for approximately 
the same premium and carry the policy 
for the balance of his life on that basis. 

The use of the American Men Table 
in computing life expectancy extends 
that period from one year to three years 
longer, giving the policy an advantage 
as compared with other contracts run- 
ning to the end of the life expectancy 
period. 

(The policy is convertible to any high- 
er premium non-participating form in 
the first ten years of the policy at the 
attained age, or at the original age if 
back premiums are paid with interest.) 

This shows the premium illustration 


per $1,000: 


period, 


Adjusted 
Whole Life 


Original Ann. Premium 
Age at Annual 10 Years 
Issue Premium After Issue 
20 $11.35 $15.35 
30 14.51 20.14 
35 _ 17.00 23.77 
40 20.43 28.67 


Adjusted Whole 
Life Ann. Pre- 
mium at Auto- 
matic Adjust- 


Automatic 
Adjustment 


Age ment Age 
59 $39.39 
61 43.19 
62 45.53 
63 48.34 





MADE ASSISTANT MANAGERS 


Walter D. Cross and James H. Cowles 
have been appointed assistant managers 
of agencies by the Provident Mutual 
Life. Both have spent some years in 
the field and have for some time past 
been performing the duties of assistant 
to the manager of agencies at the home 
office. 


C.L.U.’s O.K. By-Laws 
of Alumni Association 


PERMANENT BODY EFFECTED 





Aim to Advance Higher Education of 
Life Underwriters; Will Meet in 
Toronto 





The constitution and by-laws adopted 
by the committee appointed by the 
Alumni of the American College of Life 
Underwriters at their meeting last Sep- 
tember in Washington, have been rati- 
fied by a substantial majority of all 
C.L.U.’s. A permanent organization will 
thus be effected. 

The committee was composed of Har- 
ry McNamer, Howard H. Cammack, pres- 
ident and secretary respectively of the 
present Alumni Association and Ernest 
J. Clark, Dr. S. S. Huebner, president 
and dean respectively of the American 
College of Life Underwriters. This com- 
mittee, enlarged by the addition of Hen- 
ry L. Choate of Washington, D. C., and 
Dr. David McCahan, assistant dean of 
the College, drafted the constitution and 
by-laws which were submitted by mail 
to all those who have met the require- 
ments for becoming Chartered Life Un- 
derwriters. 

The objects of the Alumni Association 
are: 

(a) To advance in every legitimate 
way the higher education of those en- 
gaged in the profession of life insurance 
and students who contemplate entering 
the career of professional life under- 
writer. 

(b) To maintain at all times the dig- 
nity and high professional standards that 
properly attach to the Chartered Life 
Underwriter designation. 

(c) To co-operate with the American 
College of Life Underwriters in extend- 
ing its influence and educational pro- 
gram among the universities and col- 
leges of America. 

(d) To bring into social and friendly 
relations those engaged in the profes- 
sion of life insurance who have acquired 
the C.L.U. designation. 

Under the constitution and by-laws 
thus adopted, provision is made for geo- 
graphical representation on the board of 
directors and for annual election of of- 
ficers by mail ballot. The present offi- 
cers, consisting of Harry McNamer, 
president; C. Vivian Anderson, vice- 
president; Howard H. Cammack, secre- 
tary; together with the board of direc- 
tors, comprising Paul W. Cook, Lara P. 
Good, Alvin T. Haley, John C. McNa- 
mara, Jr., Henrv J. Meyer, H. L. Smith 
and Leon A. Triggs, will hold over in 
office until the annual meeting of the 
Alumni Association in Toronto. 


BUFFALO SCHOOL COVERAGE 

In holding that Henry F. Jerge, chair- 
man of the Buffalo board of education, 
did not commit an illegal or invalid act 


in permitting a large portion of the fire 
insurance on school department property 
in that city to go to the firm of Ryan 
& Cable, of which he is a principal ex- 
ecutive, the corporation counsel’s office 
in Buffalo established an important 
precedent in this respect. However, the 
Buffalo board prepared to adopt a reso- 
lution prohibiting any board member 
from being an interested party in any 
insurance firm which hereafter has con- 
tracts with the board. 


CONTINENTAL LIFE MOVED 


The Continental Life of St. Louis is 
now located in the company’s new twen- 
ty-three story building at No. 3615 Olive 
street. It took three days for the mov- 
ing trucks to transport the records, fur- 
niture and equipment from the old quar- 
ters at Tenth and Olive streets where 
the Continental spent more than eight 
years. 


MADE ASSISTANT ACTUARY 

The Metropolitan Life has appointed 
Malvin E. Davis an assistant actuary 
of the company. Mr. Davis is in the 
industrial division under Actuary R. V. 
Carpenter. 











THE COLONIAL LIFE INSURANCE Co. 
of America 


Insurance in Force 


Over ONE HUNDRED MILLION DOLLARS 


Home Office: Jersey City, N. J. 























1851 


BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
“ASK ANY BERKSHIRE AGENT.” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
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New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 


NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 
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GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, 
CORtlandt 8300 


New York 





MANAGERS 


INSURANCE CO. 


OF 
AMERICA 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Phoenix Mutual Names 
Three New Managers 


TO HEAD IMPORTANT AGENCIES 








Leon A. Soper Takes Los Angeles Of- 
fice; Herbert W. Johnson, Omaha, 
and Walter D. Phillips, Atlanta 





Leon A. Soper, one of the best-known 
men in the production end of insurance, 
has been appointed manager of the 
Phoenix Mutual’s agency in Los An- 
geles; Herbert W. Johnson takes the 
helm of the Omaha agency, while Walter 





LEON A. SOPER 


D. Phillips becomes for the 


company at Atlanta. 

Mr. Soper joined the Phoenix Mutual 
more than fifteen years ago to develop 
its plans for direct-mail advertising. 
Under his supervision the annual volume 
of sales from this form of advertising 
grew from approximately $2,000,000 an- 
nually to nearly $16,000,000. In May, 
1927, he became manager of sales plan- 


ning and in 1928 an agency assistant. In 
the latter capacity he served as acting 
manager at Albany, Kansas City, and 
more recently at Los Angeles. Mr. So- 
per is a former president of the Adver- 
tising Club of Hartford and an organizer 
and former president of the Insurance 
Advertising Conference. 

Mr. Johnson, who becomes manager in 
Omaha, is a native of that city and has 
for more than twenty years been promi- 
nently identified with the business and 
civic life of that community. He joined 
the Phoenix Mutual field organization 
in August, 1929, and in September at- 
tended the company’s service school at 
Hartford. He spent several months in 
actual sales work, returned to Hartford 
for a special course of training pre- 
scribed for managers, and then served 
in the capacity of assistant manager of 
several established agencies. 

Mr. Phillips, prior to his connection 
with the Phoenix Mutual about a year 
ago, was manager for the S. H. Kress 
Co., and later for I. Silver & Co. He 
has spent more than seventeen years in 
sales organization work. After attend- 
ing the company’s home office training 
school, Mr. Phillips followed a training 
plan sfmilar to that of Mr. Johnson, com- 
pleting his training as an assistant to the 
manager of the Boston agency. 


manager 





HOME CARE LEAFLET . 

The John Hancock Mutual Life has 
issued a new leaflet, “Home Care of 
Communicable Diseases,” for distribution 
among-industrial policyholders. 


BUFFALO DINNER 


Complimenting the sales forces of the 
two Metropolitan Life Insurance Co. dis- 
tricts in Buffalo on their fine record 
in the first quarter of this year, Joseph 
G. Nichols, manager of the Lake Erie 
district, gave a dinner to these groups 
at the Hotel Statler, Buffalo, last week. 
Joseph G. Gregory of New York was 
also a speaker. 





GIVES UP MANAGERIAL DUTIES 


George W. Harding, manager at Kan- 
sas City, Mo., for the Union Central Life, 
has resigned to return to the field of per- 
sonal production, in which he engaged 
for many years. Pending the appoint- 
ment of a successor, the Kansas City 
office is in charge of Mark S. Trueblood, 
district supervisor for the mid-west 
States. 





IN LARGER QUARTERS 

The uptown branch of the Fraser 
agency at 1440 Broadway, New York 
City, has moved from the eleventh floor 
to much larger headquarters on the four- 
teenth floor. Charles E. Genther is man- 
ager of this office. The change was 
necessary because more room was need- 
ed due to the greatly increasing busi- 
ness of the agency. 





CONTINENTAL LIFE APPOINTEE 


Roy W. Wallack has been appointed 
general agent for the Continental Life of 
St. Louis in Denver, Colo. Mr. Wallack 
began life insurance work on part time 
basis in 1912, and has been actively en- 
gaged as a full time general agent for 
the past six years. He is active in re- 
ligious and civic affairs in Denver. 





WRITES THE WHOLE FAMILY 


Harold D. Timmons, Indianapolis agent 
of the Equitable Society, believes in 
writing the whole family. He has placed 
ten policies on the s:x members of the 
Irvin H. Ade family of Lafayette, Ind. 








Progressiveness 











For further information, communicate with nearest GENERAL AGENT 
or our AGENCY DEPARTMENT, 77 Franklin St., Boston, Massachusetts 


Strength 





The Best in Life, Accident and 
Health Insurance is our Specialty 
The Columbian National Life Insurance Co. 


Boston, Massachusetts 


Arthur E. Childs, President 


THE COLUMBIAN NATIONAL | 
is a Symbol of 


Liberality 














PATRICK CROWE DEAD 


Patrick Crowe, vice-president and a 
director of the Capital Life of Denver, 
died last week at the age of seventy- 
five. Mr. Crowe was also president of 
the Ady & Crowe Mercantile Co., one of 
the largest handlers of grain and feed 
stuff in the Rocky Mountain region. 
Surviving him are one son and two 
daughters. 





MADE CLEVELAND MANAGER 


The Detroit Life has appointed Colon- 
el S. George Coates manager for 
Cleveland and _ surrounding territory. 
Colonel Coates has been engaged in the 
life insurance business in Cleveland for 
a number of years. The Detroit Life 
entered Ohio in the latter part of last 
year. 





Whoso keepeth the fig tree shall eat 
the fruit thereof—Proverbs. 











in the Company. 





A g. O%% of the new business paid 
° for in The Northwest- 


ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1929 was upon 
applications of members previously insured 


Once a Policyholder— 


THE POLICYHOLDERS COMPANY 


ILWAUKEE 





The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 


W. D. Van Dyke, President 


Always a Prospect 
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WARNS ON INSPECTIONS 





Missouri Superintendent Urges Life 
Companies to Investigate All Appli- 
cations; Pearson Case Draws 
Attention 

Superintendent of Insurance Joseph B. 
Thompson of Missouri has announced 
that he will warn all life companies do- 
ing business in the state to exercise ex- 
traordinary care in investigating appli- 
cations for insurance, especially for large 
policies. 

This announcement was made after a 
St. Louis newspaper, the “St. Louis 
Post-Dispatch,” called his attention to 
what it charged to be lax methods in 
investigating the application for $200,- 
000 in life insurance issued to William 
R. Pearson of Columbia, Mo., an auto- 
mobile mechanic under the name of Wil- 
liam Folta. This case, which has had 
wide publicity in the newspapers all over 
the country, involved Dr. A. J. Bass, a 
Columbia dentist, who is reported to 
have confessed that Pearson was mur- 
dered in a plot to collect the insurance. 





BROKERAGE FIRM GROUP COVER 


The Metropolitan has written group 
insurance on the employes of the insur- 
ance brokerage firm of Bruce Dodson 
& Co. Kansas City, Mo., amounting to 
about $190,000. 





Prudential Conference 


(Continued from Page 1) 


advertising the low net cost of the Modi- 
fied 3 policy. Mr. Duffield discussed the 
great success of this policy. 

Taking up the subject of the Inter- 
mediate monthly premium policy Mr. 
Duffield said that at the close of the 
year 1929 this debit amounted to $1,- 
723,000, a gain of more than $850,000 
during the year. The debit now ex- 
ceeded $2,000,000. The company began 
issuing this policy during the week of 
May 7, 1928. “It is some lusty infant,” 
said Mr. Duffield. 

Mr. Duffield said that the regional 
conventions of the company would be 
continued as would also be the field con- 
ventions held by the representatives of 
the company, four of which were held 
in the fall of last year and two of which 
have already been held this year. 


Will Soon Announce Larger Infantile 
Limits 

Mr. Duffield said the company would 
soon make an announcement relative to 
new disability insurance provisions, and 
he also declared that infantile policy 
benefits will be increased. Last year in 
New York and New Jersey laws were 
passed liberalizing the conditions under 
which insurance on children under fif- 
teen can be written. This paves the 
way for larger amounts on these chil- 
dren. 
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Mutual Benefit Life 
Eighty-five Years Old 


MODEST START 
First Assets Premium Check for $52.25; 
Organized at Meeting in Stewart’s 
Hotel 


IN NEWARK 





The Mutual Benefit Life of Newark 
celebrates this year its eighty-fifth an- 
niversary as the company was organized 
at a meeting held at Stewart’s Hotel, 
in Newark, in 1845. The current issue 
of the Mutual Benefit agency paper, 
“The Pelican,” contains an interesting 
account of the early history of the com- 
pany and the group of men who launch- 
ed it. 

Newark was a thriving and self-con- 
tained city with a population of about 
25,000 when the Mutual Benefit Life 
opened its office in the small building on 
the corner of Broad and Market streets, 
then, as now, the heart of the city. 

At a meeting in Stewart’s Hotel offi- 
cers were elected and steps taken to op- 
erate in New York City. Robert L. 
Patterson was chosen president; Ben- 
jamin C. Miller, secretary; Joseph L. 
Lord was appointed secretary of the New 
York agency; and John P. Lord, agent 
in New York. A few weeks later these 
last two appointments were exchanged, 
Joseph becoming agent and John sec- 
retary. Francis McFarlan was appoint- 
ed assistant to the secretary and agent 
in New York. L. C. Grover was indicat- 
ed as attorney and counsel. Two doc- 
tors were selected to serve, Joseph B. 
Tackson in Newark and James Stewart 
in New York. The president was au- 
thorized to rent an office on Wall street, 
New York City, at a cost not exceeding 
$500 per year. 

A meeting was held in New York at 
the Wall street office, where by-laws 
were adopted and salaries reported upon. 
That interesting list was as follows: 
President, from January 1, 1845...$1,500 
Secretary, from his election....... 800 
Secretary of Agency in New York, 

from January 1, 1845....:..56 206. 
Agent of Agency in New York, 

from January 1, 1845............ 
Assistant to the Secretary of the 

Agency in New York, from his 

BPENOR: nnkdcannussgnciaratcaweds 


Back Room in Store First Office 


By the end of March the directors felt 
that the foundations of their structure 
were about complete, for motions were 
made at the meeting on March 29 that 
“necessary books and papers for com- 
mencing the business of the company” 
be procured, and the committee on by- 
laws was directed to prepare and pub- 
lish a prospectus of the company “in 
order to proceed to business.” This 


meeting was adjourned to meet at “the 
office of the company at Newark.” This 


is the first record that the company ac- 
tually had quarters of its own at New- 
ark. The tradition is that the back room 
of Benjamin Miller’s grocery store 
served as Newark headquarters for some 
months. 

When the directors next met on Wed- 
nesday, April 16, 1845, the announcement 
was made that all would be in readiness 
for the issuing of policies on the fol- 
lowing Monday morning. 

The first Mutual Benefit policy was 
actually issued on April 25, 1845, on the 
life of Horatio Holden of Newark. It 
was a life policy for $3.000 with an an- 
nual premium of $84.30. “Strangely 
enough, and fortunately for those who 
are pleased ‘by the observance of an 
unusual concatenation of circumstances,” 
says the Pelican, “this policy was not 
accepted by the insured. but returned 
for cancellation and Policy No. 2 be- 
came the first Mutual Benefit policy 
in force. This policy was issued May 


20, 1845, on the life of Benjamin C. Mil- 
ler, the first secretary of the company. 
It was an ordinary life contract for 
$1.500 with an annual premium of $51. 
payment which Mr. Miller made, 


The 


Missouri Department to 
Dissolve Midwest Life 


FINANCIAL STATUS UNCERTAIN 





Negro Company’s Directors Requested 
State Department to Take Charge 
Of Its Affairs 





The Missouri Insurance Department 
has taken charge of the Midwest Life 
Insurance Co., a negro company with 
headquarters at No. 2803 Pine street, St. 
Louis. Superintendent of Insurance 
Joseph B. Thompson has contended that 
the company, which has been in exist- 


ence eight years, is in such condition as 
to render its further operation hazard- 
ous to the public and policyholders, and 
Circuit Judge Pearcy has appointed 
Adolph Thym, an attorney, as temporary 
agent to take charge of the company’s 
dissolving. 

The board of directors of the company 
passed a resolution on April 25, declaring 
that the financial condition was “Uncer- 
tain” and requesting the state insurance 
department to take charge of its affairs. 
The company has about $1.500.000 insur- 
ance in force and about $12,000 in un- 
paid claims which would be paid from a 
$140,000 reserve fund on deposit with the 
insurance department. 

Other liabilities of the company in ad- 
dition to the death claims are $40,000 in 
borrowed money and $20,000 in current 
bills. The assets include the Pine street 
building which is valued at $108,000 and 
mortgaged for $30,000 and some real es- 
tate. 

Inexperienced Officers 

Inexperience of the officers is said to 
have been largely responsible for the 
troubles of the company for there have 
been several changes in management. 
The present officers, President J. T. Wil- 
son, Treasurer J. L. Cohron, Secretary 
A. C. Maclin and Directors L. S. Wil- 


liams, W. H. Edwards and Rev. B. F. 
Abbott, have been on the job about a 
year. 


It is believed that the policyholders 
will be protected through the reserve 
funds and by a reinsurance deal with 
some other company, but the amount the 
stockholders will salvage is doubtful. Ac- 
cording to James K. Coolidge, attorney 
for the insurance department, the books 
of the company are in such shape it is 
difficult to determine the exact condi- 
tion of the business. 

The Midwest Life was organized at 
Kansas City, Mo., eight years ago and 
was having its financial troubles in 1925 
when it was brought to St. Louis and 
merged with the Douglas Life, another 
negro company which had been stopped 
from operating by the Missouri insur- 
ance department. As a matter of racial 
pride negroes were urged to invest in 
the stock of the company and many 
prominent St. Louis negroes bought its 
stock. 





J. M. FRASER HAS OPERATION 

John M. Fraser, general agent of the 
Connecticut Mutual in New’ York, had 
his appendix removed on Monday at the 
South Nassau Communities Hospital, 
Rockville Center, Long Island. The op- 
eration was successful and it will not be 
long before Mr. Fraser will be back at 
the office. 








which appears as the very first item in 
the old cash book, was $52.25, made up 
of the premium and the charge fixed at 
the time for writing the policy. Since 
the Mutual Benefit began without any 
capital stock, this $52.25 from Mr. Mil- 
ler was really the financial foundation 
stone of what has grown to be an insti- 
tution with more than half a billion of 
assets. But Policy No. 2 claims interest 
still further. Mr. Miller lived to a ripe 
old age and on his ninety-sixth birthday 
the proceeds of his ordinary life policy 
were paid to him in cash.” 





MARYLAND!! 


General Agency Positions Open at 


FREDERICK CUMBERLAND ROCKVILLE 
HAGERSTOWN WESTMINSTER 


Excellent territory—Special Direct Contract 
Whole-hearted Home Office Co-operation 


GEORGE WASHINGTON LIFE INSURANCE CO. 














Charleston, W. Va. 
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mi: THE LIFE INSURANCE COMPANY 
BRITE of VIRGINIA 
Le 
RICHMOND, VIRGINIA 
U 


JOHN G. WALKER, CHAIRMAN OF THE BOARD BRADFORD H. WALKER, PRES. 




















FRIENDLY COOPERATION 


A Good Company with which to Work 
Personal Attention to Agent’s Problems 
Paid-for New Insurance advanced 30% in 1929 
Standard Policies—Strong Assets 
Conservative Investments 


Established 1848 


Union Mutual Life Insurance Company 
Portland, Maine 
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To ASSIST OUR AGENTS 


The developing of practical ways and means of 
assisting in the location and placement of contracts 
is —_ of our first duties to our agents . . . and 
will be! 


Philadelphia Life Insurance Company 
111 North Broad Street, Philadelphia, Pa. 











In Step With the New Decade 


Large enough to merit its national prestige and 
to effect natural economies of operation. 














Small enough so that the individual agent and 
the individual case are never lost sight of. 


Old enough to be rich in its depositories of 
experience and to be guided by the past. 


Young enough to be fully abreast of the times 
in providing ultra-modern insurance protection. 


Life and Accident Insurance United in ONE Policy 
Furnishing Complete Coverage 


UNITED LIFE and ACCIDENT INSURANCE COMPANY 


|| United Life Building - - - Concord, New Hampshire 
Address Inquiries to: Eugene E. Reed, Vice-President 
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General Agent Urges 
Use of Income Options 


CITES DANGERS IN LUMP SUMS 





William D. Love, Connecticut Mutual, 
Tells How to Fight Estate Depre- 
ciation in Radio Broadcast 





William DeLoss Love, general agent 
for the Connecticut Mutual Life. in a ra- 
dio broadcast last week emphasized the 
hazards of cash lump sum estates to 
widows. and told of some of the advan- 
tages of the income method of distribu- 
tion. . 

He brought out the most important 
reasons why the income basis is prefer- 
able as follows: 

“There is no need of the widow as- 
suming any responsibility, nor is there 
any delay in the selection of investments. 
The estate is alwavs at interest. The in- 
come can be a definite amount and at 
definite intervals. The family may es- 
tablish a scale of living as this income 
is definite and certain in advance. There 
is the advantage. at practically no cost, 
of corporate service and responsibility as 
against that of the individual. The ar- 
rival of this income check is automatic 
and often only dependent upon the ar- 
rival of the mail man at the front door. 
No creditor can attach the principal nor 
can these income payments be drawn in 
advance of their due date.” 

Mr. Love emphasized the danger in 
delay. He said that few people intend to 
turn over these showers of cash to their 
beneficiaries, but the actual arrangement 
of this distribution is one which requires 
considerable time and thought and con- 
sequently they postpone from day to day 
the creation of an income plan. He 
pointed out that any income plan, no 
matter how imperfect, is better than 
none at all, as it is always open to 
changes and corrections as circumstances 
may require. 

Problems Widow Confronts 


In his discussion of the six things that _ 


usually happen when a widow receives 
her husband’s life insurance in a lump 
sum, Mr. Love outlined the dangers of 
the situation clearly, as follows: 

“1. The insured suddenly fades from the 
picture and the widow receives a check 
from the insurance companv. She settles 
what bills may be outstanding after de- 
positing the check in her bank and waits 
to invest the balance, thereby immediate- 
ly losing the benefits to be derived from 
putting this capital sum to work at once. 
She may even spend some of the prin- 
cipal as income without realizing it. 

“2. The minute we leave our life insur- 
ance in a cash lump sum, we will always 
turn over to untrained hands money for 
investment. The recent experience in 
the stock market would seem to indi- 
cate that few, if any, of us are able to 
invest money with absolute security over 
a long period of time. Why then place 
this burden or responsibility upon a 
widow who is nearly always untrained 
and entirely unfamiliar with the relative 
mer‘ts of one form of investment against 
another. 

“To whom shall she go for advice? Let 
us suppose that you have designated 
Someone with whom she may consult. 
What assurance have you that that 
Someone will be here to give her the 


| eee eee 


‘business venture. We 


proper kind of guidance? What better 
consultant could you give her than the 
permanent bank, trust company, or in- 
surance company? The point is this: 
You and I in the creation of this estate 
have undertaken to replace our own 
earned income. Obviously we have 
failed if we do not arrange for the in- 
vestment of this insurance estate. 


Saves Embarrassment 

“3. Our records show that very, very 
often when these cash lump sums of 
money are received by beneficiaries, rela- 
tives appear upon the scene who are 
either ill, in debt, or in need of money 
for one thing or another. Likewise, they 
borrow this money to put into some 
do not question 
the motive of these relatives, but we do 
say that invariably these estates are 
either partially or completely lost. The 
income method whereby one arranges 
for the investment of this estate in ad- 
vance saves your widow from the em- 
barrassment of refusing such a request. 

“4. We who daily meet the insuring 
public find that a great many men have 
unlimited confidence in their wives’ 
judgment to invest this principal sum 
and we are unable to persuade them that 
such a shower of cash is not the wisest 
and safest method of distribution. As 
a matter of fact, we do not believe many 
wives would want this responsibility, if 
they realized the amount of care and 
worry connected with it. We do not 
question any woman’s ability, but we do 
attempt to point out that there is an ob- 
vious lack of training in their invest- 
ment judgment. 

“Let us ask this question: Are any 
good investments permanently safe? Is 
it possible for any widow to watch her 
investments day by day and make such 
rapid changes as often become neces- 
sary to maintain a given income? Please 
remember this widow invariably has the 
care and education of her children as 
her major problem. We do believe that 
the trust companies and insurance com- 
panies of this country are set up to dis- 
charge such a responsibility and that it 
can more advantageously be given them. 


Stock Dangers 

“5, Let us assume for a minute that 
this widow does get good sound advice 
in the investment of this estate as, for 
example, the advice of an expert who to- 
day gives her a list of securities to pur- 
chase which are admittedly sound. Let 
us assume a variety of stocks are pur- 
chased. Time goes on and changing 
conditions may mean the reduction of 
dividends from these stocks, or the pass- 
ing of these dividends altogether. What 
is the result? Where is that income 
which you and I have attempted to guar- 
antee this widow through the medium of 
life insurance? 

“6. In view of the recent events in 
Wall Street, you will probably not be 
surprised to hear that a large percentage 
of insurance money is used for pure 
stock speculation, It would almost seem 
that there is an element of fate in such 
cases as the result of such stock specu- 


lation is invariably a total collapse of - 


this estate. These cash estates some- 
times find their way into the hands of 
swindlers with obvious results. Often 
they are entrusted to relatives who can- 
not repay. Again they are often spent 
lavishly on children, in personal extrava- 
gance, and for other reasons.” 
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LINCOLN NATIONAL PROMOTIONS 





Harold T. Cooke and Gail H. Beamer 
Made Unit Managers for Northern 
Indiana 


Vice-President Walter T. Shepard of 
the Lincoln National Life has announced 
the promotion of Harold T. Cooke and 
Gail H. Beamer to the posts of unit 
managers. Both men will have direct 
charge of territories in northern Indiana. 

Mr. Cooke, a former western college 
football star, has been with the company 
for more than seven years. Playing 
three years on the University of Ne- 
braska eleven, Mr. Cooke was pro- 
nounced by many experts to have been 
one of the greatest runners back of punts 
the game has ever known. Cooke plaved 
against such gridiron immortals as Ec- 
kersall, Judge Steffen, Bobby Marshall 
and Johnny McGovern. 

fr. Beamer is an Indiana University 
man and after graduating was for some 
time engaged in newspaper work. Dur- 
ing the war he was a member of the air 
service. He has been with the Lincoln 
National for three years and has won 
many honors in both production and 
conservation of business. 





NAME NOMINATING COMMITTEE 





Philadelphia Association Directors Pre- 
pare for June Elections; Membership 
Drive Getting Good Results 
President Thomas M. Scott of the 
Philadelphia Association of Life Under- 
writers has announced the election by 
the board of directors of the following 
nominating committee: John W. Clegg, 
chairman; A. Rushton Allen, E. J. Ber- 
let, Clayton M. Hunsicker, Hugh Kemp, 
Alexander V. Tisdale and Cleo C. West. 
The annual association election takes 

place in June. 

The membership extension committee 
of the association, headed by Acting 
Chairman Arthur B. Cheyney, is work- 
ing hard and getting real results in its 
efforts to increase the membership. 
Eleven vice-chairmen are assisting Mr. 
Cheyney in the drive. 





STALEY CO. GROUP 
The A. E. Staley Manufacturing Co. 
of Decatur, IIl., has added a contributory 
group life program to its present free 
group. The Equitable Society has the 
cover, which amounts to $2,600,000. 
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FIVE UNION GROUPS 

Five labor unions have taken group 
policies in the Union Labor Life recently. 
The largest was that of the Tunnel 
Workers’ Union, New York. The others 
were the Theatrical Stage Employes 
Unions of Washington, D. C., Perth 
Amboy N. J. and two of Richmond, Va. 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 
Incorporated 1882 
Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
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Address, 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
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back of every door bell. 


Independence Square 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 

Policies are issued on both the ordinary 

and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 








Philadelphia, Penna. 
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CONWAY, RATES AND PRACTICES 

It looks as if the business is face to 
face with a showdown as respects rates 
filed with the New York Insurance De- 
partment. At the time most 
of the hearings are in reference to al- 
leged casualty-automobile rate violations. 
Then, of course, there is the allegation 
of the agents’ associations that the rates 
of the Underwriters’ Board 
are a discrimination. Two casualty com- 
panies had been fined and on Wednesday 
of this week a very stiff fine was made 
against another casualty company. It is 
only a question of time before Super- 
intendent Conway goes into the inland 
marine situation and from there to fire 
insurance. If he tackles general covers 
the Street may look for almost a dyna- 


present 


Interstate 


mite explosion. 

Some time before the White Sulphur 
convention Superintendent Conway call- 
ed in a number of companies, taking the 
names of the companies and of the rep- 
resentatives talked 
frankly about the rate and ethical situa- 
tion. He said that rates which are filed 
must be observed and that he intended 
to hold companies to account if they vio- 
lated the rates. He further declared that 
he did not want to take such: an action 
without warning and he much preferred 
that the companies rectify the situation 
themselves. 


present, and very 


He made a further frank warning at 
the White Sulphur convention of the 
International Association of Casualty & 
Surety Underwriters when he said that 
if the companies did not clean house so 


far as rates and practices were con- 
cerned the states would do it for them. 
The principal thought which the Su- 
perintendent had in mind is that if the 
companies write under the filed ratings 
it will be the manner in 
whick loss payments are later made. At- 
tempts to fight claims or to cut down 
settlements against the proper 
public relations towards the business. 


reflected in 


react 


One of the most interesting phases 
of the situation is the way in which 
companies, agents’ associations and indi- 
viduals are the Department 
with rate discrimination complaints. It 
is reported that the Superintendent has 
been deluged with these complaints. 


going to 


The situation is rapidly approaching a 
crisis with the insurance fraternity in 
nervous excitement as no one knows 
how far Superintendent Conway is go- 
ing to go. 


PRESENTING FIRE INSURANCE 
RATES SO THAT BUSINESS MEN 
CAN UNDERSTAND 
The thesis presented to the Chamber 
of Commerce of Duluth outlining the 
situation in that city regarding rates and 
losses as compared with other cities, and 
advising the chamber how Duluth can 
cut down its insurance costs and at the 
same time protect the property of the 
city from unnecessary fires, is a docu- 
ment which should have a wide circula- 
tion in the insurance field as it is novel, 
informative and important. It is com- 
prehensively treating the rate situation 
from the standpoint of common sense 
and in a way which business men can 
understand. easily. The document can 
be copied in spirit or adapted. in text to 
advantage in many cities. In‘brief, the 
insurance business and the property 


, Owner sit around a table and thresh out 


the rate and fire loss problem in such 
a way that if the suggestions are fol- 
lowed the entire city benefits while the 
relations between insurance and other 
business are improved. It was the agen- 
cy of Dunning & Dunning which had the 
thesis prepared, and the author, H. E. 
Reynolds of that agency, did a good job. 





SELECT INFORMAL TOPICS 


Casualty Actuarial Society to Feature 
Rating Questions at Baltimore Meet- 
ing; Outside Speakers Announced 


The Casualty Actuarial Society has 
arranged the following subjects for in- 
formal discussion at its forthcoming ah- 
nual meeting in Baltimore on May 9. 

1. “In view of recent experience is 
the present compensation rate-making 
plan proving satisfactory? 

2. “Should experience projection fac- 
tors be incorporated by formula in the 
rate-making plans for the various cas- 
ualty lines?” 

As announced last week. the guest 
speakers will be Austin J. Lilly, gener- 
al counsel. Maryland Casualty, with the 
topic. “A Study of Motor Vehicle Safe- 
ty Responsibility Legislation,” and Ed- 
ward S. Brashears, Washington. D. C., 
attorney, speaking on “What Do We 
Prove As Actuaries?” 





ALBERT BUTLER RESIGNS 
Albert Butler, chief examiner of fire 
insurance companies in the New York 
State Insurance Department, has re- 
signed to go with the Wall Street house 
of J. A. Sisto & Co. 





VERMONT AGENTS TO MEET 

The Association of Insurance Agents 
is holding its mid-year meeting next 
Thursday, May 8, at Montpelier, Vt. 











_ The Human Side of Insurance 








Underwood & Underwood 
FRANK H. DAVIS 








Frank H. Davis, Penn Mutual general 
agent for Colorado, Wyoming, Arizona, 
and New Mexico, has been appointed 
Western production manager. The 
organization of his general agency terri- 
tory has advanced to a point which 
makes possible the release of his time 
and ability among the general agencies 
of the Mountain and Coast states, while 
retaining the general agency for the four 
states mentioned, The appointment is 
a further and important development in, 
the company’s plan for supplying its 
agencies with every effective aid to pro- 
duction. Mr. Davis rates as one of the 
most successful agency organizers in 
the country. 
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William Y. Wemple of Meinel & 
Wemple, reinsurance managers, has been 
ill for‘ some time at his home in Staten 
Island. His condition now is reported 
as somewhat improved. 

i 

Grace Stephens, editor of company 
publications of the Retail Credit Co., At- 
lanta, one of the best of the newspaper 
women in the insurance business, was 


in New York City this week attending - 


a convention of house organ publishers 
and editors. 
ae 
Herman Leonard of the New York 
“Journal of Commerce” is recovering 
from a minor throat operation in a hos- 
pital in this city. 





GREAT AMERICAN PROMOTIONS 

The following changes have been 
made in the home office organization of 
the Great American. 

Former Executive Special Agent John 
G. Loose has been appointed manager 
of the loss department, a newly created 
position, J. O. Dye continuing general 
adjuster as heretofore. 

Agency Superintendent Gerald D. 
Gregory has been anvpointed executive 
special agent, succeeding Mr. Loose. 

Agency Superntendent Charles V. 
Munier has been transferred from the 
New England department to the New 
Jersey department, succeeding Mr. Greg- 
orv. 

Spegial Agent Herbert A. Ryman, for- 
merly located in Washington, D. C., has 
been transferred to the home office and 
‘appointed agency superintendent in the 
“New England department. 





URBAINE FIRE U. S. MANAGERS 
The Urbaine Fire of Paris. France, 
has appointed Fester, Fothersill & Har- 
tung as its United States managers. Be- 
sides the Urbaine, Fester, Fothergill & 
Hartung represent ds United States man- 
jagers the Union & Phenix Espanol, the 
‘Kyodo Fire and the -Jupiter General: 


Louis Schlesinger, of the Schlesinger- 
Heller agency in Newark will return on 
May 10 from his trip around the world. 
He left New York on January 21 on the 
“Columbus.” On the tour he visited 
among. other places Gibraltar, Cairo. 
Bombay, Singapore, Bangkok, Peking, 
Yokohama and the Phillippines. 
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William R. Howard, president of the 
Norfolk: Association of Fire Underwrit- 
ers, and Miss Carrie Lee Waddey of 
Richmond were married April 26. Mr. 
Howard is head of the Norfolk local 
agency of W. R. Howard & Co. Before 
entering the local agency business he 
was Virginia special agent for the North 
British & Mercantile. 

oo ae 


Elmer Smith, St. Louis agency, Con- 
necticut Mutual Life, fas the subject of 
a feature article in the sports section of 
the St. Louis “Star” recently, based upon 
his refereeing more basket ball games 
than any other referee in that section 
of the country. During the past five 
years he has refereed 800 games and 
has had in the neighborhood of 10,000 
basket ba!l players under him, 
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B. Conway Taylor, Richmond man- 
ager of the United States F. & G., was 
a speaker before the class of political 
science and economics at the Virginia 
Military Institute recently on the sub- 
ject of casualty and surety insurance. Mr. 
Taylor placed emphasis on the fact that 
insurance had graduated from a trade 
that was once “a refuge for men who 
failed in other branches of work” to 
such a position in the business life of 
today that it is now an economic neces- 
sity. 

* * * 

John Lawrence Boggs, who has been 
with the Mutual Benefit nearly forty- 
five years, and is described by the com- 
pany’s publication, “The Pelican,” as “the 
official godfather of our widows and or- 
phans” is treasurer of St. Barnabas Hos- 
pital and the treasurer of the New Jer- 
sey Historical Society. 

* * x 


Ralph W. Smiley, superintendent of 
publicity for the Globe Indemnity, has 
indicated his interest in the civic activi- 
ties of Verona, N. J., where he resides 
by becoming a vice-president and a di- 
rector of the Verona Publishing Co. 
which publishes every week a lively town 
newspaper. 


JOHN A. GRIFFIN 


John A. Griffin, vice-president of the 
Fidelity & Deposit, has left for a tarpo? 
fishing trip in Florida waters. 
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Gov. Roosevelt May Attend Com- 
missioners’ Convention 


The annual meeting of the National 
convention of Insurance Commissioners 
in Hartford is going to be quite an af- 
fair. Governors of the six New Eng- 
land states will attend, and there is a 
possibility. that Governor Franklin D. 
Roosevelt of this state may also be on 
hand. 

On the recent trip back from the ac- 
quisition cost meetings in Chicago Su- 
perintendent Conway dropped off at Al- 
bany with Colonel Howard P. Dunham, 
president of the Commissioners, and the 
two supervising officials had a nice visit 
with Governor Roosevelt. He said that 
if he could make it be would go to the 
Hartford convention. Colonel Dunham 
greatly enjoyed his visit to Albany as 
he also was taken by Mr. Conway to the 
Assembly, and was introduced to the 
legislators by the Speaker of the House. 
A good hand was given to him. 
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More Examiners For N. Y. State 
Insurance Department 


At the present time the New York 
State Insurance Department has seventy 
examiners. About twenty more will be 
added after July 1, 1930 

x Ok. Ok 
Calls Itself Research Bureau 

In its advertising copy the Spectator 
Co. now calls itself “The Research Bu- 
reau of Insurance.” 
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A New York “Times” Ad 

The advertising columns of the New 
York “Times” on Tuesday printed this 
ad in a large display space: 

“\ highly successful insurance com- 
pany is increasing its capital stock due 
to abnormal business expansion and is 
also enlarging its directorate. 

“Correspondence is invited with a few 
gentiemen of experience and standing in 
banking, insurance or allied fields, who 
will be available to join a group of bank- 
ers and insurance executives to complete 
the enlarged directorate. A substantial 
investment is required. Confidential ne- 
gotiations will be conducted in the first 
Mmstance through a downtown bank. For 
Interview address.” 

oe irre 
Watch Your Step When You See A 
Piece Of Soap 

I asked my friend John E. Ahern, sec- 
retary of the Travelers, and who knows 
as much about accidents as any man liv- 
Ing, if it were true that pieces of soap 
are responsible for many accidents. In 
other words, if you should watch your 
step while taking..a bath. 

a You said it!” was his comment. 

Whenever 
the floor or at the bottom of the tub 
forget everything until you pick it up.” 

asked -him if it were possible to get 
a list of bathtub accidents taken from 
the claim files under personal accident 


you see a piece of soap on. 




















policies of the Travelers. Here are 
some of the claims made recently: 

Age. 57. Slipped and fell in bath tub, 
fracturing two ribs. Totally disabled 
four weeks. He was a resident of 
Augusta, Ga. ' 

Age 50. Fell while bathing in bath 
tub, struck right side of tub and frac- 
tured two ribs. Disabled three weeks 
and six days. Resident of Los Angeles, 
Calif. 

Age 51. Getting out. of tub, slipped 
on piece of soap and fell, striking right 
side against tub. Fractured ribs. Dis- 
abled two weeks. Resident of Chicago, 
Ill 


Age 54. Slipped on bar of soap in 
bath tub and bruised side. Disabled one 
week five days. Resident of St. Louis, 
Mo. 

Age 50. Stepped out of shower bath 
and slipped on soap on floor. Contusions 
and lacerations of right foot. Disabled 
one week six days. Resident of Kanka- 
kee, Ill. 

Age 52. Taking a shower, slipped on 
wet soapy floor. Sprained right wrist, 
bruised left hip and left ankle. Dis- 
abled four weeks. Resident of Dayton, 
Ohio. Incidentally this is the second 
“slipped on soap accident” of this in- 
sured, He is a physician and’ eighteen 
months previous he slipped on soapy 
floor of corridor in hospital. Janitor 
had been using soap to clean up. He 
sustained injuries to wrist which dis- 
abled him for six weeks. 

*> 8) * 


Stryker’s Faucet Accident 


Not all accidents in the bathroom_are 
caused by slipping. .on soap or being 
scalded. H. H. Stryker of Hartford, 
president of the First Reinsurance Co., 
started to turn a faucet made of cellu- 
loid. In some way or other the handle 
had split in two and in making the turn 
he cut his hand to the bone. For more 
than a week he carried his arm-in a 
sling. 

Bp. Ke 
A Policy Giving Zeppelin Raid 
Protection 


The visit over London of a Zeppelin, 
the first since the war period, has 
brought to the attention of the writer 
an interesting document in possession of 
Henry L. Rosenfeld, one of The Pru- 
dential managers in this city. It is.a 
policy of insurance for personal injury 
caused by aircraft issued by the Lon- 
don Guarantee & Accident when Mr. 
Rosenfeld was in London in 1916 at 
the time London was in a panic over 
Zeppelin raids. This policy, for which 
the premium was £2, ten shillings, read 
as follows: : 

“This policy of insurance witnesseth 
that Henry L. Rosenfeld, having paid to 
the London Guarantee & Accident Co. 
Ltd., the premium above mentioned, is 
hereby insured against bodily injury re- 
sulting in death or disablement directly 
caused, in the United Kingdom, by air- 
craft (hostile or otherwise) including 


bombs, shells and/or missiles dropped or 
thrown therefrom or discharged thereat, 
from 12 o’clock noon of the twenty-fifth 
day of January 1916, to 12 o’clock noon 
of the twenty-fifth day of July, 1916, 
subject to- the. several stipulations and 
conditions specified on the back hereof, 
for the following benefits, occurring 
within three months of bodily injury as 
aforesaid : 


1. Death—#£5,000. 


2. Total and irrecoverable loss of all 
sight of both eyes, or total loss by physi- 
cal separation of both hands or both feet 
or of one hand and one foot, or total 
loss by physical separation of one hand 
or one foot together with the total and 
irrecoverable loss of all sight of one eye. 
— £5,000. 

3. Total and irrecoverable loss of all 
sight of one eye, or total loss by physi- 
cal separation of one hand or one foot— 
£2,500. 


4. Temporary total disablement (for 
a period not exceeding 13 weeks) at the 
rate of £20 per week. 

The conditions of this policy follow: 

1. Notice of death or injury with full 
particulars must be given to the company 
within seven days of its occurrence. 

2. Medical certificate and other infor- 
mation must be furnished by the person 
claiming upon request for the same by 
the company. 

In no circumstances shall the com- 
pany be liable to make payment under 
more than one of the benefits numbered 
1, 2 and 3, and any amount that may 
have already been paid under benefits 
numbered 3 and 4 will be deducted from 
any lump sum which later might become 
payable. 

4. Death or injury sustained whilst 
engaged in the manufacture, repairing or 
testing of any kind of aircraft (unless 
such death or injury be directly caused 
by bombs, shells and/or missiles dropped 
or thrown from aircraft or discharged 
thereat) or whilst engaged in ballooning 
or any form of aerial flight or attempt 
thereat, is expressly excluded from the 
scope of this policy. 

5. If any difference or dispute of any 
kind whatsoever shall arise between the 
insured or any claimant and the com- 
pany in respect of this policy or in re- 
spect of any claim or of any matter or 
thing or any liability arising or alleged 
to have arisen hereunder or otherwise 
connected therewith directly or indirect- 
ly, the same shall be referred to the 
decision of two arbiters, one to be 
chosen by the company and the other 
by the insured or claimant as the case 
may be, with power to said arbiters to 
appoint an umpire. The costs of and 
connected with the arbitration shall be 
in the discretion of the arbiters or um- 
pire who shall also have power to take 
evidence and compel production or ex- 
hibition of documents, and an award in 
such an arbitration shall be a condition 
precedent to any right of action against 
or any liability of the company. 
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Conway Rater In Fire Group Office 
‘The New York insurance department 
has a representative of its rating bureau 
in the office of one of the big fire groups 
looking for rate violations. If violations 
are found there will be a hearing or more 
than one, with the company giving its 
defense. If found guilty there will be 
a fine for each violation. 

* 


To Discuss Incentives for Executives 


Some of the subjects for discussion 
at the annual spring convention of the 
American Management Association, to 
be held at the Astor May 12, 13 and 14, 
are these: Organization and Operating 
Principles, Organization of the Manag- 
ing Group, Principles of Incentives for 
Executives, How to Prevent the Failure 
of Mergers and How to Make Them 
Pay, Management Developments in the 
Western Electric Co., Industry’s Public 
Relations, Fundamentals of Company 
Publicity. On May 13 the principal pa- 
per is “Principles of Incentives for Ex- 
ecutives,” to be delivered by .J. P. Jordan 
of Stevenson, Harrison & Jordan, with 


discussion by several prominent execu- 
tives. The subjects to be discussed in 
reference to this paper are these: 

1. Granting the loyalty of key men, 
why does an incentive plan seem neces- 
sary to get maximum results? 

2. Does an incentive plan appeal to 
emotions which may possibly prove dan- 
gerous to the welfare of a company? 

Why is a straight profit sharing 
plan an ineffective method of incentive 
for men below the higher executives? 

Why is an incentive plan based 
on “savings” of greater general value 
than a profit sharing plan? 

Should any incentive plan involve 
the stock of the company? 

6. Can plant indirect departments 
like maintenance, stores and such be ef- 
fectively measured for incentives ? 

7. Can the engineering function be 
placed successfully on incentives? 

8. How does the age-old problem of 
credits fér sales affect a sales depart- 
ment incentive plan? 

How is a bonus distributed? 

10. Does an incentive plan build up 
departmental spirit rather than a com- 
pany: spirit? 

_ To what extent should the com- 
putation of bonus funds be known by 
the participants? 

12. Should the basis of distribution 
of bonus funds be known to partici- 
pants? 

13. Should bonuses be paid monthly, 
quarterly or annually? 

: How can bonuses be paid monthly 
in a business which has more or less 
violent up and down swings of volume? 

15. Should incentive plans contem- 
plate any factor which directly or indi- 
rectly involves any paternal suggestion, 
advice or any other influence in respect 
to what participants should do with bo- 
nuses earned ? 

16. Should a bonus be considered as 
a regular remuneration when the matter 
of salaries is up? 

17. In that portion of bonus comput- 
ed from profits, should the percentage 
of profits be flat, increasing or decreas- 
ing as profits become greater ? 


* * * 


Fireman’s Fund Exhibit at Pacific 
Coast Boat Show 


At the Pacific Coast Boat Show in the 
San Francisco Civic Auditorium the 
Fireman’s Fund had an exhibit called 
“Captain’s Cabin.” This consisted of a 
replica of the cabin of an old-time clip- 
per ship constructed for the show. It 
was a ghost of the days of 1867 when the 
Fireman’s Fund was started. Around the 
walls were built a variety of relics, ¢x- 
hibits and prints secured from private 
collections and which also came from 
derelict ships now resting in the ma- 
rine graveyards of San Francisco. There 
were many pictures of ships as well 
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Some Milepoints in Youthful Life of 
an American Genius 


Professional writers continue to dis- 
cuss Alexander Hamilton as one of the 
greatest figures in the Colonial days. 
Here are some of the illustrations prov- 
ing that he had an outstanding talent 
and capacity : 

At thirteen he directed the business 
of a West Indian trading company. At 
seventeen he was captain of artillery in 
Washington’s army and was Washing- 
ton’s secretary. At eighteen he devel- 
oped a plan for financing the Revolu- 
tionary Army. He passed his bar ex- 
amination after only four months’ study. 
At thirty-two he was the first secretary 
of the treasury and father of the United 
States financial system. An interesting 
story about this extraordinary genius 
appears in the current issue of “Credit 
Monthly.” 


* * * 


Fleet Taxis Fading 


I am told that the fleet taxicab idea 
in New York is fading somewhat with 
the result that the individual taxi own- 
er is becoming more numerous. 
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Agents Cite Charges 
Against I. U. B. Plan 


CONWAY HOLDS N. Y. HEARING 








Metropolitan Agents and Brokers Claim 
New Plan Discriminates Unfairly 
Because of Rate Reductions 





After definitely attacking the plan of 
operation of the Interstate Underwrit- 
ers’ Board as proposed for the New 
York City area at a hearing held by 
Insurance Superintendent Albert Con- 
way on Monday, the Fire Insurance 
Agents’ Association of the City of New 
York asked for the appointment of a 
committee of company officials, agents 
and brokers to study the question of 
broad, adequate insurance, particularly 
interstate coverage, to meet the require- 
ments of modern business. The New 
York City agents, however, are practi- 
cally unanimously. opposed to the solu- 
tion of this question as offered by the 
Interstate Underwriters’ Board. 

Warren F. Goodwin of Hall & Hen- 
shaw, president; James J. Hoey of Hoey 
& Ellison, chairman of the public re- 
lations committee, and John J. Curtin, 
counsel, represented the Fire Agents’ 
Association at the hearing. Manager 
John R. Dumont of the I. U. B repre- 
sented that organization. There were 
likewise present members of the Brook- 
lyn Fire Insurance Agents’ Association 
and of the leading metropolitan area 
brokers’ organizations. 

No Justification for Reductions 

A number of specific charges were 
made by the agents in their general 
claim that the rules and regulations of 
the I. U. B. are contrary to the rating 
law of New York state and therefore 
illegal. In the first place it was argued 
that there is no justification for an arbi- 
trary reduction in rates for assureds with 
five or more locations while those with 
one, two, three or four separate risks 
are compelled to adhere to the standard 
rates. The I. U. B. plan as operative 
in the remainder of this state provides 
for rate credits of %4% for five to ten 
locations and increased credits for those 
with more than ten locations until a to- 
tal credit of 10% is allowed assureds 
with over 100 locations. These rate re- 
ductions the agents claim are discrimi- 
natory. 

The aforementioned rate reductions 
are upheld by the I. U. B. on the theory 
that “standardized care, management, ac- 
counting and distribution of liability” are 
worth some concessions. The agents’ 
representatives claimed Monday that the 
reductions given on this score cannot 
be justified for there may not be on any 
particular risk a fair distribution of stock 
with fluctuating values, which the I. U. 
B. insures, and thé risk may in other 
ways not be first class. Nevertheless, 
under the agreement with the New York 
Fire Insurance Rating Organization such 
an assured could demand the rates of- 
fered by the I. U. B. if he owned five 
or more separate risks. 

Complaint is also made that the as- 
sured with an I. U. B. reporting cover 
is permitted to cancel pro rata on cov- 
erage under which he desires to protect 
high values for a limited period while 
the New York standard policy provides 
for short rate cancellation by the as- 
sured, Counsel for the agents also pro- 
tested against the rule of the ‘I. U. B. 
allowing thirty days’ notice for cancel- 
lation while the standard form limits 
cancellation notices to five days. 

Source of “Overhead Savings” 

The I. U. B. plan also provides for 
credits to assureds of 5% on account of 
reductions in overhead expenses on the 
part of the underwriting companies. The 
companies have contended that writing 


these risks on a wholesale basis effects 
operating economies the benefit of which 
should be passed on to assureds. The 
New York City agents claim that the 
reduction in overhead is gained wholly 
at the expense of the producers, as the 
commissions to agents are limited to 15% 
and to brokers 10%. 

The New York agents say that no 
such saving in overhead or acquisition 
expenses can be effected in the territory 
of the New York Fire Insurance Ex- 
change as the exchange has no jurisdic- 
tion over. agents’ commissions and has 
fixed brokerage commissions at 15%. 
Agents in New York on the average get 
25% in commissions. This high acqui- 
sition cost logically should lead to an 
extra charge to the assured under the 
I. U. B. plan, agents here say. 

Claims were made also on Monday 
that New York state and New York 
City stand to lose taxes on insured prop- 
erty here through the I. U. B. plan be- 
cause policies covering multiple locations 
risks within this state or city may be 
written elsewhere in the country. The 
=" York state tax amounts to about 

0. 

At the conclusion of the hearing the 
agents fully admitted that something 
must be done to modernize fire insur- 
ance coverages and rates to meet re- 
quirements of big business but they say 
that whatever is done must not discrimi- 
nate unfairly against the smaller assured. 
Along this line Mr. Hoey filed with 
Superintendent Conway the following 
resolution asking for the appointment of 
a committee to further investigate this 
complicated subject: 


Resolution Asking For Committee 

“Whereas the methods of doing busi- 
ness in this country during the past few 
years have so changed as to make it 
practically impossible under existing law 
for the fire insurance companies to give 
the broad adequate insurance coverage 
to the merchant or manufacturer, partic- 
ularly those engaged in interstate busi- 
ness, which is absolutely essential to 
meet the requirements of modern busi- 
ness, and it would appear also that a 
general revision of the present rate mak- 
ing and underwriting practices to con- 
form to changed conditions is highly de- 
sirable and necessary, therefore be it 

“Resolved, That following the oft-re- 
peated advice of the superintendent of 
insurance that those engaged in the busi- 
ness of insurance should study and solve 
the problems confronting them, we re- 
spectfully suggest that a committee of 
nine be appointed by the superintendent 
of insurance to be composed of three 
insurance company representatives, three 
representatives of the fire agents’ asso- 
ciations and three rep~esentatives of the 
various brokers’ associations, whose duty 
it will be to make a thorough study of 
the subject of fire insurance in its rela- 
tion to modern business and to make 
a detailed report at as early a date as 
possible with recommendations as to 
changes that may be deemed necessary 
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HENEVER a new form of in- 

surance is written, P. F. & M. 
agents are among the first on the 
Streets with it. This is a distinct 
advantage. Backed by a reputation 
for fair dealing and quick adjust- 
ment of claims, it provides an 
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PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 








to the insurance law and to rate making 
and underwriting practices.” 

Although the I. U. B. plan could be 
made operative for the territory of the 
New York Fire Insurance Exchange by 
order of the New York Fire Insruance 
Rating Organization, the approval of 
members of the exchange has been 
asked. Members of the local fire agents’ 
body who constitute a considerable per- 
centage of the exchange membership 
are so opposed to the I. U. B. plan that 
it is generally believed that no endorse- 
ment by the exchange can be secured 
while this opposition persists. At the 
present time the strange situation ex- 
ists of the I. U. B. forms and rates be- 
ing available for assureds in a large part 
of the state and yet not in the area 
of the New York Exchange. How the 
apparent discrimination between pros- 
pects within the same state will be 
worked out satisfactorily remains to be 
seen. 


BUREAU CONVENTION MAY 6, 7, 8 

The Western Insurance Bureau is 
holding its annual meeting next week at 
the Hotel Marlborough-Blenheim at At- 
lantic City. The convention will be in 
session Tuesday, Wednesday and Thurs- 
day, May 6, 7 and 8. 








STANDARD 


INSURANCE COMPANY : 


of NEW YORK 


Head Office: 
J. A. KELSBY,President 


80 John Street, New York 


G. Z. DAY, Vice-Pres. and Secy. 


STATEMENT DECEMBER 31, 1929 
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275,065.00 
2,319,515.19 
4,937, 706.22 


NORTH AMERICA CAPITAL 





Stockholders to Vote on Authorization 
of $15,000,000 on June 30; Part of 
Central Fire Plan 

The directors of the Insurance Co. of 
North America have called a_ special 
meeting of stockholders for June 30 to 
vote on a recommendation of the board 
that the authorized capital of the com- 
pany be increased from $10,000,000 to 
$15,000,000 and, in the event that the in- 
crease is voted, to authorize the board to 
issue the new stock or any part thereof 
either for subscrintion for stockholders 
or in exchange for not less than a ma- 
jority of the stock of any insurance com- 
pany which the board considers it ad- 
visable to acquire. 

This action is considered necessary so 
that control of the Central Fire of Bal- 
timore may be acquired, a majority of 
whose stock has already been deposited 
for exchange for stock of the North 
America. All the present authorized 
stock of the North America was issued 
prior to the Central Fire deal. 





NATIONAL BOARD MEETING 


Annual Gathering Will Be Held at Ho- 
tel Pennsylvania on May 22; No 
Outside Speaker This Year 

The National Board of, Fire Under- 
writers will hold its annual meeting this 
year on Thursday, May 22, on the twen- 
ty-second floor of the Hotel Pennsyl- 
vania. The business session will be held 


in the morning which will be followed 
by the usual luncheon but there will be 
no outside speaker as has been the cus- 
tom for several years. In the after- 


noon the stockholders of the National 
Board of Fire Underwriters Building 
Corporation will hold their annual meet- 
ing. A year ago the board met at the 
Hotel Roosevelt but the quarters there 
were far too limited to seat comfortably 
the large number of members and guests. 
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Westchester Agents 
Protest Pressure of 
Mortgage Companies 


APPEAL TO N. Y. STATE ASS’N 





Ask Assistance in Test Case to Stop 
Finance Companies Dictating Placing 
Fire Insurance 





The Westchester County Association 
of Local Agents, Inc., is asking the New 
York State Association for its assistance 
in determining to what extent the prac- 
tice of financial institutions in influenc- 


ing its borrowers is ethical or legal. The 
Westchester agents claim that certain 
mortgage companies in the county are 
compelling their borrowers to place fire 
and several other lines of insurance pro- 
tection with specified brokers with of- 
fices in Manhattan and Brooklyn and 
that this practice is decidedly contrary 
to the best interests of borrowers and 
legitimate local agents. 

At a recent meeting of the Westches- 
ter County Association the following 
resolution was passed stating the diffi- 
culties encountered through mortgage 
company competition and appealing to 
the more powerful New York State As- 
sociation to make a test case of this 
complication: 

“Whereas, in obedience to a mandate 
issued by the membership at large, the 
executive committee took under careful 
consideration the practices of certain 
mortgage companies compelling their 
borrowers to place their insurance with 
designated brokers, and 

“Whereas the said mortgage compa- 
nies have a clause in their contracts 
reading: 

“‘That the mortgagor will keep the 
building and other improvements on the 
premises insured against loss by fire, 
earthquake, lightning, tornado, flood and 
steam boiler explosion for the benefit of 
the mortgagee and will carry such other 
insurance as the mortgagees may deem 
necessary: all insurance affecting the 
premises described herein, during the 
term of this mortgage, or any extension 
thereof, shall be placed through the 
* * * Co,, Brooklyn, New York City, or 
any other insurance broker designated,’ 

“It is the opinion and belief of the 
committee that the said mortgage com- 
panies are using their power of credit 
to influence the placing of insurance with 
favored brokers to the injury of the lo- 
cal agent. The local agent through his 
knowledge of local conditions, his ex- 
perience in handling insurance, his in- 
terest in maintaining good public rela- 
tios, his contributions to local civic bet- 
terment, and his long years in building 
up his business, now finds himself fac- 
ing a destructive competition which it is 
difficult for him to combat, and 

“Whereas, said mortgage companies 
do use and have used the power of credit 
to influence insurance business to the 
disadvantage of the local agent, and the 
Situation has now become intolerable, 
the Westchester County Association of 
Local Agents, Inc., petitions the New 
York State Association of Local Agents 
to take whatever measure may be 
deemed best to bring about relief. 

‘The Westchester County Association 
has endeavored through letters, inter- 
views and committee work, as well as 
through moral suasion to bring about re- 
lief, but without success. These finan- 
cial Institutions are using their power 
of credit in a manner that strikes at the 
very root of the American Agency Sys- 
tem. It is more than a local problem— 
it Is a national problem. 

The National Association of Insurance 

gents maintains offices and counsel in 
ew York City, where are domiciled also 
the offending mortgage companies. The 
Westchester Association, therefore, 


through the New York State Associa- 
tion, assumes the right to call on the 
national body to make a test case and 
us determine once and for all time 


th 


1,006 IN STATE ASS’N 


New York Agents’ Body Adding Many 
New Members; Has Led Country 
in Size for Some Time 

The New York State Association of 
Local Agents, Inc., the largest state sub- 
sidiary of the National Association of 
Insurance Agents, now has over 1,000 
members. The exact number a few days 
ago was 1,006. To Leslie P. Harris of 
New Rochelle goes the honor of being 
the agent who put the first state body 
in the 1,000 member class. This large 
membership in the Empire State asso- 
ciation is especially significant when it is 
recalled that the biggest boroughs of 
New York City, namely Manhattan, 
Brooklyn and the Bronx, do not con- 
tribute to this membership. As fire in- 
surance commissions, regulations and 
problems are different in these congest- 
ed districts from the remainder of the 
state the agents there have their own 
local organizations. 








DEATH OF J. ELMORE MARTIN 





Chief Engineer of Insurance Dep’t of 
U. S. Steel Corporation; Well-Known 


Among Insurance Men 


J. Elmore Martin, chief engineer of 
the insurance department of the United 
States Steel Corporation, died suddenly 
in his office in Pittsburgh last Saturday 
following a heart attack. For many 
years he was well-known in inspection 
and fire prevention work and had many 
acquaintances in the fire insurance field. 
He was born in Charleston, S. C., in 
1882 and was graduated as an engineer 
from Clemson College, Calhoun, S. C., 
in 1903. 

For a while Mr. Martin was chief fire 
inspector in the insurance department of 
the Southern Railway Co. and after that 
with Alexander & Alexander of Balti- 
more. For a short time he was in lo- 
cal agency work in Charleston prior to 
joining Marsh & McLennan as an engi- 
neer. - Two years later he joined the 
United States Steel Corporation and be- 
came chief engineer on January 1, 1928. 
He was a member of the Railway Fire 
Protection Association. 





SUSSEX FIRE N. Y. C. OFFICE 


The Sussex Fire of Newark has 
opened a New York metropolitan and 
suburban department at 102 Maiden 
Lane with David M. Darby as manager 
and Henry V. Murphy as _ associate 
manager. W. F. Miller is special agent 
for suburban territory. Risks through- 
out the United States and Canada can 
be bound at this office. In addition to 
his present post Mr. Murphy will con- 
tinue his own general agency for the 
companies he has represented for several 
years. The agents of the Ajax Fire will 
also report to this office and likewise ~ 
those of the Essex when it is admitted 
to the state. 


N. Y. BROKERS OPPOSE I. U. B. 


The general Brokers Association of 
the Metropolitan District and _ the 
Brooklyn Insurance Brokers Association 
have both gone on record as opposed to 
approval of the Interstate Underwriters 
Board plan of operations in the New 
York City area. At meetings last week 
both associations passed _ resolutions 
calling this plan illegal and discrimin- 
atory because of expected rate reduc- 
tions on risks written through the I. U. 
B. The brokers also claim that they 
will receive only 10% commission instead 
of the present 15% now paid on such 
risks under the rules of the New York 
Fire Insurance Exchange. These asso- 
ciations have asked Insurance Super- 
intendent Conway not to permit the I. 
U. B. to operate with the territory of the 
New York Exchange. 











whether any financial institution has the 
legal right to use its power of credit to 
influence its borrowers in the matter of 
insurance.” 


Edward Preisler 
Salamandra Manager 


WAS MARINE BRANCH HEAD 





Son of President Belotsvetov of Copen- 
hagen Company Visiting Meinel & 
Wemple, U. S. Managers 





Edward Preisler, former head of the 
marine department and joint manager of 
the Reinsurance Co, Salamandra of Co- 
penhagen, has been appointed sole gen- 
eral manager, taking over the duties also 
of G. D. Talbot, who recently severed 
his connections with the company. Mr. 
Preisler is a Scandinavian and has been 
with the Salamandra for many years. He 
is known in the United States as he 
spent some time here in the earlier days 
of his insurance career. Mr. Talbot, an 
Englishman, was in New York recently, 
sailing for Europe again late last week. 

The Reinsurance Co. Salamandra was 
formed in April, 1918, as a subsidiary 
of the Salamandra of Petrograd, Rus- 
sia. In 1921 the Copenhagen company 
took over the entire portfolio of the 
Russian company on account of the So- 
viet nationalization of all Russian in- 
surance companies. ’ 

On August 15, 1919, the Reinsurance 
Co. Salamandra was admitted to New 
York state and is represented in this 
country by the well known office of 
Meinel & Wemple, Inc., of 469 Fifth 
avenue, New York City. The United 
States branch of the company has made 
both a fire underwriting and an invest- 
ment profit in these last ten and one- 
half years. 

William Yates Wemple is president 
of Meinel & Wemple and a veteran in 
the fire reinsurance business. Together 
with his brother, Horace R. Wemple, 
he was a pioneer in American reinsur- 
ance in 1898. Frank A. Meinel, secre- 
tary of the organization and joint U. S. 
manager of the Salamandra, has been 
in insurance for many years. He was 
with the Western department of the 
London & Lancashire from 1888 to 1918 
and was agency superintendent of the 
company at Chicago from 1900 to 1918. 

N. Belotsvetov, a Russian, is president 
of the present Salamandra and was head 
of the parent company before it had to 
surrender its headquarters at Petrograd. 
His son, who holds an important posi- 
tion with the company, is now in New 
York at the office of Meinel & Wem- 
ple, Inc. 





NATIONAL LIBERTY COS. MOVE 


The National Liberty group of fire 
companies which recently became full- 
fledged members of the Home fleet 
moved their home offices over the week- 
end from Fortieth street and Sixth ave- 
nue to the Home building at 50 Maiden 
Lane. All employes of the National Lib- 
erty, Baltimore American and People’s 
National are being retained and the bus- 
iness of these companies will be handled 
separately as in the past. 





GENERAL FIRE REINSURANCE 


The American Reserve of New York 
has reinsured the direct United States 
business of the General Fire of Paris 
as of April 23. This reinsurance ap- 
plies only to business handled for the 
General through Fred S. James & Co., 
its United States managers. The Gen- 
eral will continue in this country as a 
reinsurance. company through H. Mar- 
shall Robertson as United States man- 
ager. 





VIRGINIA RATE BUREAU 


The annual meeting of the Virginia 
Insurance Rating Bureau will be held 
at the John Marshall Hotel in Richmond 
June 5. Election of a governing com- 
mittee will be the principal item of bus- 
iness before the meeting. Frederick E. 
Nolting, president of the Virginia Fire 
& Marine, is now rounding out his sec- 
ond term as chairman of the committee. 


HUDSON CO. AGENTS’ MEETING 

Secretary Walter H. Bennett of the 
National Association of Insurance 
Agents will be a speaker at the meeting 
next Wednesday, May 7, of the Hudson 
County Board of Underwriters at Union 
City, N. J. 





GERMAN UNDERWRITERS MEET 

The ordinary general meeting of the 
German Marine Underwriters Union 
will be held at Bad Harzburg in the 
Harz Mountains on June 5. Special 
committee meetings will be held on 
June 3 and 4. 
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PROTECTION 
of American 


Motorists abroad 


Full-coverage insurance of American- 
owned tourist automobiles abroad is 
the latest addition to the complete 
facilities provided by the A. I. U. in- 
surance services, for the protection of 
American properties in the foreign 
field . . . and the first of its kind to be 
issued by an American insurance com- 
pany. 

A single protection note, covering 
all risks in one document, and a wide- 
spread network of resident agents, or- 
ganized throughout practically every 
country in Europe (Russia excluded), 
are among the many conveniences pro- 
vided with this latest policy. 
BROKERS: Write or call for Booklet “A,” 
Automobiles in Europe, containing detailed 
information of the low-cost premiums and 


comprehensive clauses included in this 
essential protection. 


--- AMERICAN... 
INTERNATIONAL 
UNDERWRITERS 
CORPORATION 


80 William Street, New York 
John 2309 


A complete unit for protection that encircles 
the globe—complete facilities for handling 
fire and allied lines of insurance for 
AMERICAN-OWNED 
FOREIGN PROPERTIES 
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Underwriter Tells How Aviation 


Industry Can Help Reduce Losses 


Manager Scarritt of Independence Companies Says at Cham- 
ber of Commerce Meeting That Violation of Safety 
Rules and High Repair Costs Keep 


Insurance Rates Up 


D. deR. M. Scarritt, manager of the 
aviation department of the Independence 
Companies of Philadelphia, large writers 
of air risks, told the insurance division 
of the United States Chamber of .Com- 
merce how the aeronautics industry can 
co-operate with insurance carriers in the 
reduction of losses at the annual meet- 
ing of the Chamber in Washington on 
HW’ednesday. 

Mr. Scarritt said this aid can be ren- 
dered through more careful selection of 
pilots and mechanics; by utilizing the fa- 
cilities provided for fire prevention; by 
eliminating the necessity for having to 
transport damaged planes long distances 
through the establishment of repair 
depots, and by closely scrutinizing repair 
costs and working with insurance com- 
panies to keep these expenses reasonably 
low. 

Following is Mr. Scarritt’s interesting 
talk on the subject of aircraft loss re- 
duction: 

In view of the ever present ratio 
which must exist between effective loss 
reduction co-operation on the part of the 
aeronautics industry with insurance 
carriers and the cost of aviation insur- 
ance, the question proposed by the Cham- 
ber for discussion in this paper is an 
excellent one and touches the very heart 
of an important subject about which a 
great deal might be written. 

Succinctly, the spheres in which the 
aeronautics trade can do its best work 
to reduce losses—and, concurrently, in- 
surance costs—may be classified under 
the following headings: 

(a) Safety 
(b) Servicing 
Safety Rests With Personnel 

The question of safety in aviation en- 
deavor rests largely with the trade per- 
sonnel. Thorough and expert considera- 
tion has been given the subject by the 
Department of Commerce—standards of 
pilot technique and behavior have been 
instituted and rules of the air promul- 
gated—all from a practical standpoint 
with no idea in mind of forcing the ar- 
bitrary will of unsympathetic authority. 
As a matter of fact the present Fed- 
eral regulations are the joint effort of 
the Department and the trade. Both 
agree that close adherence to them will 
materially improve the quality of aircraft 
operations. Why then do we continue 
to have accidents which, upon investi- 
gation, prove to have been avoidable? 

There are various contradictory an- 
swers to this question but it needs no 
profound cogitation to select a most 
logical one “The Regulations Are Not 
Being Followed.” 

Let us assume that the department 
regulations are all they are cracked up 
to be and that, premised upon the best 
possible experience of experts both in- 
side and outside the trade, their appli- 
cation will do much to reduce losses. 
Manifestly the regulations are only to 
be considered supplementary to—and 
not in lieu of the good apvlication of 
common sense. They are a recitation of 
proved safety practices—a _ reference 
book by which the individual responsible 
for the actual operation of aircraft may 
look for guidance. It must be remem- 
bered, however, that the regulations re- 
quire that an applicant for license meet 
only requirements which are minimum 
for that grade It, therefore, becomes 
incumbent upon the assured to estab- 
lish his own pilot and mechanic require- 
ments which very properly under cer- 


tain operating conditions might be well 
in excess of the Department’s minimums. 


Losses Drop When Rules Are 
Followed 


This responsibility usually falls on 
the operation manager—that individual 
on whom aviation underwriters must rely 
to keep losses within the scope of their 
normal expectancy. He is the key man 
—should be a first rate pilot, as well as 
executive, in order that he be equipped 
to cope with the many practical flying 
problems with which his operation may 
become involved, chief among them 
being pilot and mechanic selection. 

Too much importance cannot be 
placed upon this function. An operation 
is no better than its personnel—and the 
ability of the operations manager is re- 
flected in his operation’s safety record 
—which is the direct result of how capa- 
ble his pilots and mechanics are. After 
all, the whole scheme is pretty depen- 
dent upon how well these people do their 
jobs! Their failure means loss of pub- 
lic confidence and high insurance rates 
—their success the much-to-be-desired 
antithesis of this. 

This continual harping about pilots 
and mechanics is old stuff. The 
thoughts expressed are by no means 
unique, and while it is becoming more 
self evident every day to everyone how 


vital a factor pilots and mechanics 
(more especially pilots) are in the safe 
conduct of flying operations, the writer 
of this paper still feels that there is 
room for a much greater measure of 
care in. selecting pilots by the industry. 
Time and time again it has been his 
experience to marvel at the pilots of- 
fered for inclusion under policies cov- 
ering important operations. 

As a first step in loss reduction, check 
up on the operations manager. If he 
knows his business thoroughly he 
should enjoy the support of his supe- 
riors without reserve. He should be 
given absolutely free rein in all matters 
pertaining to the hiring and firing of 
pilots—when ships should or should not 
fly, etc. If he is not qualified to hold 
his job do the unpleasant thing. 

Eliminating “All-Weather” Pilot 

A good operations manager can mini- 
mize losses in a great many other ways. 
By keeping in personal contact with his 
pilots he can often notice the tendency 
toward the © “Dare-devil” or “All- 
weather” pilot attitude and eliminate 
such individuals. Along the same line 
of thought he can, by close supervision 
over the mechanical department, be as- 
sured that no ship be permitted to take 
off on any flight unless it has been defi-. 
nitely checked and functioning properly, 
nor any ship leave on any flight for 
which possible weather cannot absolute- 
ly be anticipated all the way. 

It is understandable how his desire to 
increase business is always at war with 
conservative judgment, but conservation 
in the long run pays the best dividends. 
Every avoidable accident not only in- 
jures the principal operator but the 
trade in general, both in the matter of 
public confidence and insurance cost—a 
point that the writer feels is not. kept 
as prominently in mind as it should be. 

Under the “Servicing” division of this 
paper, two points, above others, present 
themselves for consideration. In the 
first place, it involves a question of over- 





W785 
GNI 
UNIS 


(Sw » 
YG Y, 
YRININIRYR 
UUSYRUS 
NING 
WAR NY; 
YS SYNY, 


YN 
Philadelphia (HY SLA 


Penna 


“NS 
UNI XY 
SRI INS NU 
NAYS LS 





SS 

WY 
NS 
VG 


RIN. 
VYINGS 
INYNYS 


NYS ING, 

Y INYSUSS GUY) 
‘ee 
as 








hauling equipment. In such analytical 
records as exist relative to the causes of 
airplane accidents, a noticeable  per- 
centage of loss is credited to mechanical 
defects. A large percentage of this, no 
doubt, may be attributed to unlicensed 
ships, but in cases where a licensed ship 
has cracked up because of a mechanical 
defect it may generally be stated that 
there has been laxity in servicing. 
Methodical mechanical inspections are in 
effect on most of the European air lines, 
and our progressiveness in this country 
is often the cause of a marked contrast 
which is detrimental to thoroughness, 
and-in a desire to get a thing done 
quickly we are apt not to do it care- 
fully. This attitude brought into flying 
operations assumes rather serious pro- 
portions when some oversight in main- 
tenance or repair may result in a crack- 
up with the resultant loss of expensive 
equipment and perhaps life. 

Nothing should be left to chance and 
the meticulous care should constantly be 
exercised in inspecting and _ repairing 
ships in constant operation. 

High Costs of Repairs 

We have heretofore been discussing 
the possible means of reducing what we 
shall call avoidable losses. By reduction, 
we mean numerically as well as dollars 
and cents. A reduction, no matter how 
it is brought about, will positively re- 
flect in the ultimate insurance costs, 
which the industry will have to pay. 
But I should like now to briefly dis- 
sertate on one of the things which the 
industry can assist in the reduction of 
insurance rates. This concerns the re- 
pair of airplanes involved in what we 
consider normal losses in operation. In- 
surance carriers anticipate a certain 
number of losses, but experience has 
definitely shown that unnecessary 
amounts have been spent in repairing 
airplanes involved in crashes. Some of 
this unnecessary cost is represented by 
the freight charges to a factory far re- 
moved from the scene of the accident, 
as it has often been necessary to trans- 
port a damaged airplane entirely across 
the country from California to New York 
in order that repairs might: effectively 
be made. In addition to this unproduc- 
tive transportation charge is added fac- 
tory repair costs which, in some _ in- 
stances, are entirely unreasonable and 
which add greatly to the already heavy 
burden of airplane owners and _ insur- 
ance carriers. 

The manufacturer who demands exor- 
bitant prices of a helpless owner . (who 
may or may not be protected by an in- 
surance policy) will soon find added sales 
resistance in the comparative insurance 
rates quoted on his product as against a 
competitive airplane of similar type. The 
insurance carriers do not use this as a 
club, but statistical figures which are 
kept by all aviation insurance under- 
writers tell a pretty conclusive story and 
the companies can do naught else but 
apply an entirely reasonable rule of eco- 
nomics. 

How can the aeronautics industry co- 
operate with the insurance carriers in 
the reduction of losses? 

First—by more careful selection of 
pilots and mechanics through the em- 
ployment of thoroughly competent oper- 
ations managers. 

Second—by utilizing the facilities pro- 
vided for fire prevention. 

Third—by eliminating the necessity of 
having to transport damaged airplanes 
long distances by the establishment of 
— adequately equipped repair depots, 
an 

Lastly—by zealously scrutinizing each 
item of repair cost and co-operating fully 
with the insurance carrier to this end. 


VIRGINIA AGENTS’ MEETING 

The Virginia Association of Insurance 
Agents will hold its annual meeting at 
the Patrick Henry Hotel in Roanoke on 
June 19-20. Walter H. Bennett, sec- 
retary-counsel of the National Associa- 
tion of Insurance Agents, will speak at 
this convention on “The Local Agents 
Challenge.” 
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Commissioners Defend 
Acquisition Cost Quiz 


CALL PURPOSE CONSTRUCTIVE 





Ask Full Co-operation from All Sources 
and Cite Gains from Control of 
Casualty Expenses 





The acquisition cost committee of the 
National Convention of Insurance Com- 
missioners on Wednesday issued a state- 
ment defending the right of the com- 
missioners to undertake this investiga- 
tion of commissions and asking the full 
co-operation of all interested parties. 
The committee states that its purpose 
is constructive and that through whole- 
hearted assistance a genuine and last- 
ing benefit may result from the outcome 
of the present probe. 

Answering the insinuation from some 
sources that the acquisition’ cost com- 
mittee may be overstepping its bounds 
in seeking a mass of information on 
commissions, ithe committee says: 

“Since the acquisition cost committee 
started the collection of data on the sub- 
ject of acquisition costs in connection 
with the transaction of the insurance 
business in the United States, there has 
been considerable conjecturing as to the 
possible outcome of the investigation as 
well as the propriety of the insurance 
commissioners concerning themselves in 
the matter. A few have gone so far as 
to discuss the legality of attempting to 
regulate commissions, in spite of the 
fact that the committee itself has not 
as yet evolved a plan for so doing. 

“There can be no question but that 
the public and the insurance business 
as a whole are vitally interested in de- 
termining the facts concerning the ac- 
quisition cost phase of the insurance bus- 
iness. As representatives of the people, 
there can be no doubt concerning the 
reasonableness of the interest shown by 
the insurance commissioners in the facts 
and problems involved. 


Aim to Curb Excessive Commissions 


“Tf, after mature consideration of the 
involved problems, it is the judgment 
of the commissioners that the existing 
conditions are injurious to the public 
and make for instability of the insur- 
ance companies to whom they have en- 
trusted premium funds, it is reasonable 
to assume that the insurance commis- 
sioners will seek some reasonable meth- 
od for effecting a cure. 

“To those who have unstintingly given 
their time and attention, together with 
complete information as to conditions 
affecting the business, the committee ex- 
presses its sincere thanks. To those who 
may be disposed to resent the investiga- 
tion, or who, in anticipating action in- 
imical to their interests have assumed 
an attitude of opposition, it is but fair 
to ask that they suspend judgment on 
the outcome of the investigation and 
lend their full co-operation to the end 
that the result accomplished may have 
the benefit of their wisdom and experi- 
ence, 

“As an example of the beneficial ef- 
fects of establishing reasonable limita- 
tions on the expenditures to be incurred 
by insurance companies in the transac- 
tion of business, it may be pointed out 
that the casualty and surety business 
in the United States has been vastly 
improved by the existence of two ac- 
quisition cost conferences regulating ac- 
quisition costs for those classes of busi- 
ness, 

“It will be noted that in spite of the 
fact that the operation of these con- 

erences is not yet completely satisfac- 
tory, it has resulted in an economy of 
approximately $10,000,000 per annum. 

To Have Companies and Producers 

“When the acquisition cost committee 
Meets again on June 11 executives of 
various casualty and surety companies 
will be invited to appear before it to 
furnish their views concerning the means 
of making the acquisition cost confer- 
ences more effective, and to furnish in- 


Brooklyn Brokers 
Hear Conway and Beha 


LATTER HITS RATE CUTTING 





Close to 600 Present at Eighteenth An- 
nual Banquet at St. George Hotel; 
Talks Are Broadcast 





The Brooklyn Insurance Brokers’ As- 
sociation on Tuesday evening staged the 
largest annual banquet in its eighteen 
years of existence. Close to 600 mem- 
bers and guests were present in the 
magnificently lighted new grand _ ball 
room of the Hotel St. George to hear 
Insurance Superintendent Albert Con- 
way and former Superintendent James 
A. Beha, guests of honor, and their own 
president, Mortimer L. Nathanson, speak. 

Many prominent personalities in in- 
surance other than the aforementioned 
speakers were at the head table Tuesday 
night and were introduced to the mem- 
bers of the association. These includ- 
ed Arthur Arnow, president of the Gen- 
eral Brokers’ Association; John J. Can- 
ning, president of the New York State 
Insurance Federation; Raymond P. Dor- 
land, president of the Fire, Marine and 
Liability Brokers’ Association; James J. 
Heffernan, superintendent of highways 
of Brooklyn; Harold M. Hess, manager 
of the New York Fire Insurance Ex- 
change; George H. Jamison, chief of 
the brokers’ bureau of the New York 
Insurance Department. 

Also New York State Senator William 
Love; Third Deputy Samuel D. Mac- 
peak of the New York Insurance De- 
partment; Benjamin R. Mowry, mana- 
ger of the Central Bureau; Samuel D. 
Rosan, president of the Brownsville and 
East New York Brokers’ Association; 
State Assemblyman Jacob J. Schwartz- 
wald; Leonard L. Saunders, executive 
secretary of the New York State Insur- 
ance Federation, and Francis P. Ward, 
second deputy, and J. L. Wood, chief 
complaint bureau, of the New York State 
Insurance Department. Emanuel Boch- 
ner, well known Brooklyn broker, acted 
as toastmaster. 


Conway Praises Brokers 


Superintendent Conway was an espe- 
cially welcome guest not only because 
of the fine record he has made as in- 
surance superintendent but also because 
his home is in Brooklyn and many mem- 
bers of the Brooklyn Insurance Brok- 
ers’ Association were close friends of 
his long before he was appointed to his 
present position. 

In his talk which was directed essen- 
tially to the outside public listening in 
on the radio and in which he explained 
the high principles and purposes of in- 
surance protection Superintendent Con- 
way said that he was vitally interested 


in the brokers because they represent-_ 


(Continued on Page 32) 








formation with regard to any existing 
shortcomings in the operations of the 
conferences, With this information avail- 
able, the committee should be in a po- 
sition to give intelligent consideration 
toward improving conditions in the cas- 
ualty and surety field. 

“On June 12 the fire insurance exe- 
cutives will be given the same oppor- 
tunity and its is probable that the com- 
mittee will be in a position to formu- 
late plans that will result in stemming 
the tide of advancing acquisition costs 
which, from present indications, would 
ultimately result in serious injury to the 
public and various business organizations 
throughout the country. 

“On June 13 representatives of the 
various agents’ and brokers’ associations 
will bé heard and their views will be of 
considerable interest to the committee. 
Their views with regard to high com- 
missions and the effect of these on in- 
creasing out of all proportion the influx 
of new agents and brokers in the pro- 
ducing field as a result thereof will be 

solicited.” 














DVERTISING’S job is 
to sell. Camden advertising’s job is to sell your services 
to your prospects. 


Camden knows that its agents are the very foundation 
of its success. So, in planning advertising for its agents, 
Camden has kept itself in the background and laid stress 
on the agent’s personal service. Frankly, this is not a part 
of a much-shouted service policy but the result of a hard- 
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N. F. P. A. Reports on 
Wooden Scaffolding 


ACTS TO CUT THE FIRE HAZARD 





Committee on Construction Operations 
Issues First Recommendations; 
Studies Recent Big Fires 





Delegates to the National Fire Pro- 
tection Association convention at Atlan- 
tic City, May 12-15, will hear the first 
report of the committee on construction 
operations. This report covers the fire 
hazards of buildings in course of con- 
struction and cites methods of fire pre- 
vention and control. The committee 
also has under its jurisdiction the fire 
hazards of construction operations in 
bridges, dams, etc., and these will be 
considered by the committee in a subse- 
quent report. 

The report on construction operations 
states that every opportunity exists for 
serious fire losses on uncompleted build- 
ings and such fires are apt to cause 
losses far beyond the actual physical 
property destroyed by delaying comple- 
tion of buildings with consequent loss of 
revenue. The indicated good practice 
requirements in the report are intended 
to suggest the measure through which 
these fires may be prevented or con- 
trolled in their incipiency with a mini- 
mum of damage. 

This report is profusely illustrated 
with pictures of buildings having all steel 
or combustible scaffolding and includes 
also a fire record showing that the es- 
timated losses of a number of big fires 
on fire-resistive and ordinary buildings. 
Losses on six fire-resistive structures in 
course of construction, including the Riv- 
erside Church, were $2,238,055. 

William B. White of the New York 
Board of Fire Underwriters is chairman 
of this N. F. P. A. committee, the other 
insurance members including Clinton T. 
Bissell of the National Board; Frank R. 
Daniel of the Wisconsin Inspection Bu- 
reau; John H. Kenney of the Associa- 
tion of Fire Underwriters of Baitimore ; 
R. C. Loughead of the Michigan Inspec- 
tion Bureau, and C. K. Stiff of the Asso- 
ciated Factory Mutual Fire Insurance 
Cos. 

With respect to scaffolding to be used 
in building operations the N. F. P 
report suggests: 

Flammable Scaffolding Biggest Danger 


“Undoubtedly of the many hazards af- 
fecting building, especially the high mod- 
ern type of fire-resistive buildings, flam- 
mable scaffolding is the predominating 
one. Fires have occurred in scaffolding 
erected on the outside as well as the 
inside of buildings. They have occurred 
on the sidewalk bridging as well as high 
above the street and the fire damage in 
either case has been extremely heavy. 

“Scaffolding can be sevarated into two 
units—one the supporting members and 
the other the platforms. Numerous re- 
cent scaffold installations at various lo- 
cations and on differing types of struc- 
tures have shown the practicability of all 
metal supporting members. In the mat- 
ter of platforms the problem is differ- 
ent. To undertake to require all metal 
platforms is probably going too far from 
a practicable and workable viewpoint. To 
allow combustible platforms is to allow 
fire hazards of serious proportions. The 
evident solution appears to be a compro- 
mise between the two and to allow the 
platforms to be constructed of lumber 
that has been flameproofed to make it 
slow burning. There is one instance re- 
corded where flammable scaffolding has 
been protected by the installation of tem- 
porary automatic sprinklers. The instal- 
lation of such equipment admits of the 
seriousness of the hazard and to a de- 
gree affords protection, but it seems a 
wise endeavor to attempt to eliminate 
the hazard rather than to diminish it. 
Interior and exterior scaffolding should 
be treated alike, except possibly for the 
methods employed to flameproof the 
wood. 

“The records indicate there is little to 
choose between the hazard of high scaf- 
folding and low scaffolding once it is 


afire. This brings the question as to the 
proper method of measuring the hazard 
of the construction, which should be in 
the quantity of board feet used in the 
erection of the scaffolding rather than 
the square feet or bulk area covered by 
the scaffolding. It would hardly seem 
fair to require that a small scaffold 
whether located at a high or a low point 
be treated the same as scaffolding at 
similar points when of considerable sur- 
face or volume. The possibilities of se- 
vere damage exists in the amount of 
combustible construction entering into 
the scaffolding rather than its location 
whether high or low, modified of course 
to a certain extent in the latter case by 
its availability and accessibility to the 
fire department. 


“Experience indicates the limited value 
of such relatively inexpensive treatment 
as have been observed in the past; that 
no treatment can make wood truly fire- 
proof. A word of warning is not amiss 
on the lack of permanence of ordinary 
treatments when exposed to the weather. 
Despite considerable ill repute of the 
process, due to the marketing in previous 
years of so-called fireproof paints of lit- 
tle merit, there are at present available 
processes which are of real value in ma- 
terially decreasing the susceptibility to 
ignition from a small source of heat and 
retarding the spread of flame along the 
surface. 

“In the construction of fire resistive 
buildings large quantities of lumber are 
used in the form work to support the 


floors until they set. It seems imprac- 
ticable to use flameproofed wood for this 
purpose. However, the shoring should 
be of incombustible material and a limit 
placed upon the number of floors that 
may have the forms in place at the same 
time. The practice in New York City 
is to limit the number of floors to not 
more than three at one time in advance 
of the three floors in progress of setting. 
When the forms are removed, such 
woodwork as is broken and unsuited for 
further use should be carried away from 
the building, and not disposed of by 
making bonfires upon the floor arches 
or by burning in the salamanders. No 
part of such building where the forms 
are in place should be used for the 
storage of combustible materials.” 
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New X-Ray Film Rules 
Issued by the N. F. P. A. 


SAFETY SUGGESTIONS MADE 





Committee Report Urges Use by Hos- 
pitals of Slow Burning Safety 
Film; Extracts from Report 





The committee on hazardous chemicals 
and explosives, A. H. Nuckolls of the 
Underwriters’ Laboratories, chairman, 
has issued for the annual meeting of 
the National Fire Protection Assoc’a- 
tion this month at Atlantic City a com- 
plete revision of the regulations on pho- 
tographic and X-ray nitrocellulose film 
first issued in 1925. Since the prepara- 
tion of the original edition there has 
been a great increase in the use of nitro- 
cellulose film for X-ray purposes, creat- 
ing a more extensive storage hazard than 
was contemplated when the committee 
began its work in this field. 

The Cleveland Clinic disaster and oth- 
er fires involving nitrocellulose X-ray 
film have focused attention upon this 
hazard, particularly upon the poisonous 
gases generated during the decomposi- 
tion of the film and have led to re- 
searches by the Underwriters’ Labora- 
tories and others giving more complete 
information on this phase of the hazard. 

Among the insurance men who have 
contributed to the preparation of these 
regulations are Lawrence Daw. Syracuse 
division of the New York Fire Insur- 
ance Rating Organization; George W. 
Booth, National Board of Fire Under- 
writers; E. E. Elm, Chicago Board of 
Underwriters, Bernard Flood, Ohio and 
West Virginia Inspection Bureaus; T. 
Z. Franklin and W. D. Grier, Confer- 
ence of Special Risk Underwriters; W. 
G. Hayne, New York Board of Fire 
Underwriters; Milton F. Tones, Eastern 
Underwriters’ Inspection Bureau: L. B. 
Newell, New York Fire Rating Organi- 
zation, and A. G. Wilbor, Factory In- 
surance Association. 


Steady Use of Safety Film Now 


In its introduction to these regulations 
the new report says: 

“The fire record shows that no fire of 
any consequence has occurred where the 
1925 regulations have been complied 
with, and that the serious fires have oc- 
curred in X-ray film storages apparently 
constructed in complete disregard of the 
principles established by these regula- 
tions. The revisions incorporated in the 
present report involve no change in fun- 
damental principles; they consist rather 
in a strengthening of the regulations in 
the light of recent fire experience and 
test data, and amplification of certain de- 
tails. One of the principal changes made 
is in the requirements for venting, which 
have been substantially increased. 

“The present report excludes quantity 
storage of nitrocellulose film from in- 
side hospital buildings, the feeling of the 
committee being that it is unsafe in this 
occupancy to rely for the control of 
such a severe life hazard upon mechani- 
cal safeguards which might at any time 
be nullified through the failure of the 

uman element. Under the revised regu- 
lations hospitals have the option of plac- 
ing quantity storage of nitrocellulose 
A-ray film outside of the building, either 
In a roof structure or a detached build- 
Ing, or of using cellulose acetate film as 
1s now required by state law or city or- 
dinance in many places. The change to 
the cellulose acetate film for hospital 
X-ray work has now become so general 
that the principal field of application of 
the regulations in this occupancy will be 

or the safeguarding of existing nitro- 
cellulose film negatives that must be re- 
tained for a period of years. 

The committee is considering the other 
regulations under its jurisdiction dealing 
with nitrocellulose products, these being 
the regulations on motion picture film 
and the two pamphlets of regulations on 
Pyroxylin plastics. The tentative plan 


1s to subdivide the motion picture film 
regulations into three parts dealing re- 


spectively with the storage and use of 
nitrocellulose film, in exchanges, in labo- 
ratories, and in studios. While the 
present regulations in general are con- 
sidered satisfactory in their applications 
to film exchanges, recent developments 
in the industry have been such as to call 
for considerable amplification in the 
treatment of studios and laboratories. 
Slow Burning Film Recommended 
“Film of slow-burning or safety base 
(cellulose acetate) does not have a fire 
hazard characteristic of nitrocellulose 
film. The use of film of slow-burning 
or safety base (cellulose acetate) is rec- 
ommended for hospitals and similar in- 
stitutions, doctors’ offices, X-ray labora- 
tories and the like. The cellulose acetate 
film (safety film) is in a class with ordi- 
nary news-print paper in similar form 
and quantity in respect to the hazard to 


life of its smoke and fumes in a fire. 
Where large amounts are stored, the use 
of steel filing cabinets is recommended. 

“Where both kinds of film are used 
or stored at the same location in any 
building the requirements for nitrocellu- 
lose film shall apply. 

“These regulations based on available 
knowledge and field experience prescribe 
such methods for protection against the 
hazards of handling and storage of pho- 
tographic and X-ray nitrocellulose films 
as are judged to be of practicable appli- 
cation in types of buildings and occu- 
pancies where such hazards are encoun- 
tered, but it should be recognized that 
in the event of fire involving the decom- 
position of such quantities of films as it 
is contemplated may be stored in the 
vaults, cabinets or containers covered by 
these regulations, a hazard to life re- 


mains depending upon the care and su- 
pervision_ exercised, and the precautions 
taken in the handling of the film. 
“Safety photographic and X-ray film 
(cellulose acetate base) may be identified 
by the marking on the edge of the film. 


This marking shows plainlv before and. 


after developing. Where film is not so 
marked it should be inspected to deter- 
mine whether it is of the safety acetate 
or nitrate type. 

“These regulations do not apply to: 

“(a) Film for amateur photographic 
use in original packages of ‘roll’ and 
‘film pack films.’” 

“(b) Safety film (cellulose acetate 
base). 

“(c) Dental X-ray film. 

“(d) Establishments manufacturing 
photographic films and storage incident 
thereto.” 
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Reaching the Newcomers 


SLAVE you ever thought of moving or van companies as 
excellent sources from which to get insurance prospects? 
Many of these concerns handle long distance moving, and 
are continually bringing newcomers to your city or town. 
Gain their friendship. Get the names of these newcomers, 
and you are likely to add new assureds to your books. 


Henry Ford has said: "It isn’t the incompetent that destroy 

an organization. The incompetent never get into a position 

to destroy it. It is those who have achieved something and 
want to rest on their achievements who are 


forever clogging things up.” 


FIREMAN’S FUND GROUP 
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important Aviation 
Report by N.F.P.A. 


McCOMB HEADS * THE COMMITTEE 





Thirty-Two Pages of Recommendations 
For Safety of Aircraft and Airports 
From Dangers of Fire 





The aviation committee of the National 
Fire Protection Association is presenting 
a vitally important thirty-two page re- 
port on recommended good practice re- 


quirements for fire and life safety in 
aviation at the annual meeting of the 
y. F. P. A. at Atlantic City May 12-15. 


This committee which is headed by 
Samuel D. McComb, manager of the 
Marine Office of America, draws its 


members from the ranks of insurance, 
the United States Army and Navy, the 
Aeronautical Chamber of Commerce of 
America and elsewhere. The insurance 
men on the committee include Alvin W 
Smith of the Associated Aviation Under- 
writers; Horatio Barber of Barber & 
Baldwin; H. E. Newell of the National 
Board of Fire Underwriters; Lew R. 
Palmer of the Equitable Life Assurance 
Society of New York, and A. R. Small, 
vice-president of the Underwriters’ 
Laboratories. 

Because of the importance of securing 
full information on the fire risks of avia- 
tion this committee has five conference 
subcommittees on which serve members 
of the main committee and others, also 
some of whom are insurance men. 
Among these are E. W. Morse, supervis- 
ing engineer of the Travelers; A. G. 
Smith, chief engineer of the Travelers, 
and DeR. M. Scarritt, manager of the 
aviation department of the Independence 
Companies of Philadelphia. 

Main Divisions of Report 

The report is divided into sections 
handled by these subcommittees and in- 
clude the following: construction and ar- 
rangement of aircraft; power plant and 
electrical equipment ; ‘fire extinguishing 
appliances; inspection, maintenance and 
repairs of ‘aircraft and flying equipment, 
and operation of airports. 

In the introduction to the report it is 
stated that after full consideration the 
committee has covered more than strict- 
ly fire prevention. The introduction 
states in part: 

“These tentative recommendations of 
godd practice can be used by all inter- 
ested in fire and life safetv in aviation— 
the designer, manufacturer, pilot, ground 
men and mechanics. 

“The committee believes that some of 
these recommendations deal with matters 
that have not been covered before; these 
are based on data obtained from all 
available sources both here and abroad. 
The committee recommends that this be 
received as a progress report and that it 
be printed and circulated as widely as 
possible. Conditions in aviation are 
changing so rapidly that there is nothing 
contained herein that is not subject to 
change. The committee therefore re- 
quests suggestions and criticisms from 
any one in the industry or elsewhere. 
These should be sent to the secretary 
who will see that they are given thor- 
ough consideration by the committee. 

“In order to most completely cover the 
subject, as reported to the convention 
last year when the organization of the 
Aviation Committee was presented to the 
convention, the work of preparing this 
report was done by five conference com- 
mittees and this report is presented in 
five sections dealing with the topics un- 
der the jurisdiction of the several com- 
mittees. In order that those using this 
report may know the authorities which 
have collaborated in its preparation, the 
roster of the committee and the confer- 
ence committees is given above. 

Arrangement and Construction of 

Airplanes 

“The greatest single factor which must 
be considered in connection with the 
prevention of airplane fires is the pres- 
ence in the airplane of flammable fuel 
and lubricating oil, usually in consider- 
able quantities. Once well ignited, these 


of themselves, ordinarily provide suffi- 
cient fuel to insure the complete destruc- 
tion of an airplane, no matter how in- 
combustible, of itself, the structure may 
be. It follows, therefore, that airplane 
designers and ‘builders should keep the 
possibility of fire always in mind and be- 
fore a design is released for construc- 
tion it should be considered critically 
from the standpoint of fire prevention 
and protection. No arrangement of 
power plant, fuel storage or structure 
should be used which does not contrib- 
ute, from the beginning, to the preven- 
tion of the occurrence of fire and the 
prevention of its spread if it should oc- 
cur. 

“The drainage and ventilation of all 
spaces in the airplane should be given 
particular attention. Under all normal 
conditions of flight and on the ground— 
and under as many abnormal conditions 
as feasible—all spaces should quickly 
drain off any liquids or heavy vapors, 
while an adequate circulation of air 
should be provided to sweep the spaces 
clear of the lighter vapors. In the ar- 
rangement of this drainage and ventila- 
tion all openings—both inlet and outlet— 
should be most carefully located to pre- 
vent the sucking in of flames from a 
flash fire around the engines or the dis- 
charge of flammable liquids or gases on 
to engines or parts where ignition might 
take place. 

Fire Extinguishing Systems in Airplanes 

“Considerable progress has been made 
in the development of systems for the 
extinguishment of fire in the airplane 
while in flight and on the ground. This 
development, however, is by no means 
completed; government departments are 
continuing their investigations along this 
line and making extensive tests and this 
is also true of the industries manufac- 
turing fire extinguishing appliances and 
systems for airplane use. In brief, this 
phase of airplane protection has not as 
yet been perfected to the extent justify- 
ing definite, fixed installation rules. On 
the other hand, there is a pronounced 





need for information concerning what is 
considered good practice for airplane 
protection and with the end in view of 
supplying this need, the following advi- 
sory requirements are given: 

General 


“The major fire hazard in airplanes 
is the engine compartment in the for- 
ward part of the fusilage. When the 
engine is not enclosed, as in the case of 
the radial motor, the carburetor presents 
the fire hazard. If fires resulting from 
these hazards are not promptly extin- 
guished in their incipiency, there is dan- 
ger of the fire spreading. 

“Protection should be considered for 
the enclosed engine compartment, the 
carburetor of the open engine, the cabin 
and cargo compartment and the cockpit. 

“To date carbon tetrachloride and car- 
bon dioxide are the princinal fire extin- 
guishing agents considered for airplane 
protection, although recent tests at the 
naval aircraft factory in Philadelphia in- 
dicate methyl bromide to be as equally 
effective as carbon dioxide. 

Operation of Airports 

“Tn an effort to bring about uniformity 
in the matter of airport operation 
throughout the United States, the De- 
partment of Commerce, with the co-op- 
eration of the Aeronautical Chamber of 
Commerce, the Army Air Corps, the Bu- 


reau of Aeronautics of the Navy Depart- ° 


ment, aircraft operators, airport engi- 
neers and managers, and others inter- 
ested in the subject, has prepared a set 
of suggested field rules, which are pre- 
sented below and which have _ been 
adopted by the Aviation Committee. It 
is expected that the individual airports 
will adopt these rules in a large part 
but some of the rules mav not entirely 
apply and will require revision in certain 
respects, and there may be additional 
rules indicated by local conditions which 
will have to be included. 

“The field rules are divided into: gen- 
eral rules; rules regarding flying, land- 
ing, taking off, and taxiing; rules regard- 
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ing running engines; rules regarding in- 
struction flying and test flights; rules re- 
garding parking and mooring areas, dead 
line, etc.; and fire regulations. The fire 
regulations are based on the require- 
ments of the National Fire Protection 
Association. The adoption and enforce- 
ment of these rules will naturally result 
in reduction of the fire hazard. In the 
interest of consistency these regulations 
can be changed from time to time as the 
N. F. P. A. may change its requirements 
on any of the items covered. 

“The general adoption of a standard 
code of field rules for the country at 
large will eliminate for air traffic much 
of the confusion evident in the automo- 
bile world today, where, according to an 
article by the Secretary of the National 
Conference on Street and Highway 
Safety, it is estimated that the losses 
‘attributable to unscientific and inade- 
quate regulation of traffic’ amount to 
twenty thousand persons killed, half a 
million injured, and a direct economic 
loss of two billions of dollars. The range 
of the airplane is even greater than that 
of the automobile and unless a standard 
code is adopted, the stranger flying 
across the country will be confronted 
with a bewildering variety of rules and 
requirements, differing at each airport 
he visits.” 





MERGE LOCAL FIRE AGENCY 





Crum & Forster to Take Over New 
York Writings of Fred S. James & 
Co.; Latter to Keep Other Lines 


Fred S. James & Co. are going to 
merge their New York metropolitan fire 
agency with that of Crum & Forster, 
one of the city’s largest producing of- 
fices. The agency of the Eagle, Star & 
British Dominions will be continued in 
the name of Fred S. James & Co. from 
the office of Crum & Forster at 110 
William street, but the other branches 
of the James office will remain as here- 
tofore at 149 William street. 





D. F. BETTS SPECIAL AGENT 


Dean F. Betts has been appointed a 
special agent of the Travelers Fire with 
headquarters in the Hartford branch of- 
fice of the Travelers organization, where 
he will work under the supervision of 
William T. Hickey, manager. Mr. Betts 
became attached to the home office of 
the fire company last November and in 
preparation for his duties as a special 
agent was a member of the Fire Train- 
ing School in the home office from Feb- 
ruary 26 to April 2. 





OPEN BROKERAGE DEPARTMENT 


London & Lancashire Add to Facilities 
in New York; Michael J. McBride 
to Manage Service Work 


The London & Lancashire is opening 
a brokerage and service department in 
its ground floor office at 85 John street, 
New York City, under the management 
of Michael J. McBride, who has had 
long experience with the brokerage of- 
fices in New York. The London & Lan- 
cashire and its allied companies, the 
Orient, Law Union & Rock and Safe- 
guard, are now prepared to offer ‘the 
full facilities of the group to brokers in 
providing for countrywide fire and allied 
lines. 








REPORTS ON COMMISSIONS 


The committee on commissions of the 
Pennsylvania Association of Insurance 
Agents has had several conferences with 
committees of the Eastern Underwrit- 
ers’ Association but nothing has beer 
arrived at for the whole matter is be- 
ing held in abeyance pending whatever 
report the insurance commissioners’ com- 
mittee on acquisition costs may make 
this summer. The Pennsylvania agents’ 
committee consists of J. W. Barr, Oil 
City; Ray S. Brown, Allentown; J. N. 
Drass, Hollidaysburg, and Kenneth FL: 


Bair, former president of the associa- 
tion, chairman, 
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There is an opportunity for insurance 
agents to render a public service follow- 
ing the appalling disaster at the Ohio 
State prison in Columbus. 


Every one has relearned an old lesson. 
Again it was probably carelessness that 
gave fire a chance, and he eagerly seized 
more than three hundred lives. He 
never misses. 


The iron of public feeling is hot now. 

















Before long it will cool and people will 
forget—forget that fire in many dwell- 
ings, prisons, asylums, hospitals, schools 


and other institutions may some day 


AMERICAN EQUuITABLE ASSURANCE Co. 
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While the Ashes of the Latest 


Prison Fire Are Cooling — 


take more lives. So this is the time to 
strike the iron of opportunity to serve. 


Are there any buildings in your town 
or city or county or State that have haz- 
ardous conditions? You may now have 
the cooperation of government, cham- 
bers of commerce, the civic clubs and 
other public-spirited organizations for 
the asking. There may be a long in- 
terval before the next disaster fans the 
flames of a fire and of public indignation. 
And it may occur next December, in 
some school, after a children’s party 
around a Christmas tree. 
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Deferred Payment Insurance 


As Premium Income Producer 
Instalment Selling Provides Local Agents With Good Field 


For Business Development; Extent of 


Coverage Provided 


Local agents are told of the sales pos- 
sibilities of merchandise tnstaiment float- 
ers in the latest issue of “Northern 
Lights” of the Northern Assurance of 
London. This instalment selling field is a 
side-line which local agents can well 
afford to develop. 

Here is a field, practically undevel- 
oped, which has good premium income 
possibilities. The prospects are manu- 
facturers, wholesalers and retailers of 
household furniture, rugs, radios, pianos, 
jewelry, musical instruments, electric 
refrigerators, washing machines, vacuum 
cleaners, and many other labor-saving 
appliances. Also machinery, store fix- 
tures, soda fountain equipment, dental 
equipment. 

From 25% to 85% of thcse and many 
other items are sold on the instalment 


plan. 
To insure the financial interest of 
manufacturers, wholesalers or retailers 


who sell on the deferred payment or in- 
stalment plan is the purpose of the cover 
known as merchandise instalment floater, 
or as sometimes called deferred payment 
insurance. 

The policy covers the property insured 
in due course of transit from the time 
of leaving the factory, store or ware- 
house of the assured until delivered at 
the building or residence of customers, 
and thereafter until all indebtedness of 
the purchaser to the assured is fully sat- 
isfied, or the policy is cancelled or other- 
wise becomes null and void. 

Extent of Merchandise Coverage 

Merchandise is insured while in tran- 
sit on land against loss or damage caused 
by fire, lightning, windstorm, flood, col- 
lision of the conveyance on which the 
goods or merchandise are being trans- 
ported, overturning of trucks, collapse of 
bridges, or collapse or subsidence of de- 








EXAMINERS’ ASS’N NOMINEES 

The nominating committee of the Ex- 
amining Underwriters’ Association has 
selected the following as candidates to 
be voted upon at the annual meeting on 
next Tuesday, May 6: president, J. L. 
Brandmaier, Svea & Hudson; vice-presi- 
dent, Louis Tulipon, Firemen’s of New- 


ark; secretary, Stanley Gumpert, Im- 
porters & Exporters; treasurer, George 
Tisdale, 


Commercial Union, and record- 
ing secretary, Carl T. H. Endemann, 
American Foreign Insurance Association. 
For the executive committee the nomi- 
nees'are: C. W. Dickinson, Queen; A. E. 
Roby, Phoenix of London; Arthur S. 
Cox, Home; Charles J. Purcell, Public 
Fire; Harry Tisdale, North British & 
Mercantile; Anton Kuzelka, Commercial 
Union; Edward R. Martin, Royal; Ar- 
thur Frank, Newark Fire; Edmund F. 
Costello, American of Newark and 
Charles Lauterbach, Franklin Fire. 





TAKES OVER AGENCY 
Ivan D. Holland, for the past two 
years underwriter in the home office of 
the American National of St. Louis, has 
taken over an agency for the company 
in southern Missouri. 


pots, stations, 
forms. 

While in transit waterborne against 
loss or damage caused by stranding, 
sinking, burning or collision, including 
general average and salvage charges for 
which the assured is legally liable, also 
while being conveyed to or from ware- 
rooms, and to or from other buildings: 
against loss or damage by breakage. if 
amounting to $25 but excluding all loss 
or damage due to scratching, marring, 
chipping, denting, bending, spotting or 
discoloring. 

While contained in buildings or resi- 
dences of customers against all direct 
loss or damage caused by fire or light- 
ning. 

Theft insurance may be included, if 
acceptable, at an additional charge; the 
following endorsement being used: “In 
consideration of an additional premium 
ee Be ae eee ye. © ee , this policy is 
extended to cover against risk of burg- 
lary and/or theft, but excluding the 
wrongful conversion or secretion by the 
vendee or lessee in possession.” 

If the insurance is to cover the seller 
only the contract is written for an open 
period and monthly reports showing the 
total value of the propertv outstanding 
and not fully paid for on the last day of 
each month, are sent to the company 
before the 15th day of the following 
month. The interest of both the seller 
and purchaser may be insured by the 
issuance of certificates. 

The rate depends largely on the fire 
rate apvlicable to the class of merchan- 
dise sold and the average contents fire 
rate in the territory where the articles 
to be insured will be located. The final 
rate must be sufficiently high to provide 
for the transportation protection given 
under the policy. 


landing sheds or plat- 








SYRACUSE HAIL MEETING 


Hail adjusters will hold a conference 
at Svracuse, N. Y., on next Tuesday, 
May 6, to discuss hail insurance on 
farms this year. Home office officials 
handling hail risks will also be at. this 
meeting with the adjusters. Hail rates 
in this part of the country will be prac- 
tically the same as last year, with a 
slight reduction becoming effective on 
fruit trees and grapes. The former man- 
datory 10% deductible clause has been 
made optional with assureds, those who 
take it securing a 20% reduction in rate. 





REINSURANCE EXCHANGE MEET 


The American Reinsurance Exchange 
held its anual meeting last week in New 
York and voted to move the headquar- 
ters from White Plains to New Rochelle, 
where it will rent space from the Rein- 
surance Clearing House. There are two 
classes of companies in the American 
Reinsurance Exchange, one ceding busi- 
ness to the exchange and accepting bus- 
iness from it while those of the other 
merely accept cessions. John Greer is 
secretary and active executive of the ex- 
change. 


NEW SPRINKLER RULES 





N. F. P. A. Committee Draws Up Sev- 
eral Additional Regulations for 
Discussion at Annual Meeting 


The automatic sprinkler committee of 
the National Fire Protection Associa- 
tion, of which E. P. Boone, New York 
Fire Insurance Exchange, is chairman, 
is presenting to the annual convention of 
the association at Atlantic City this 
month several revisions to the regula- 
tions for the installation of open and 
automatic sprinkler equipment as fol- 
lows: 

“1, A ‘Class B’ standard of sprinkler 
equipments is established for light haz- 
ard occupancies such as_ apartment 
houses, dwellings, hospitals, hotels, office 
buildings, schools, etc., where it is felt 
that some modification is permissible in 
the standard requirements which have 
heretofore been applied uniformly for 
these light hazard occupancies and for 
mercantile and industrial occupancies. 
The Class B standard provides for a 
wider spacing of heads, smaller pipe 
sizes and less stringent requirements for 
water supply. 

“2. A minor amendment is made in 
the rule on gauges, calling for the use 
of approved gauges. 

“3. New material is added on deluge 
or quick operating systems in the gen- 
eral section on dry-pipe systems. These 
rules cover the installation of thermo- 
static actuating devices, limit the num- 
ber of heads controlled by one quick op- 
erating valve, and provide a_ special 
schedule of pipe sizes for these systems. 

“4. The section on open sprinklers for 
the protection of buildings against ex- 
posure fires is revised in the light of re- 
cent experience with this type of sys- 
tem.” 





TO ADDRESS GENERAL AGENTS 


Three additional speakers have been 
secured for the annual meeting of the 
Association of Fire Insurance General 
Agents which will be held at Richmond, 
Va., May 5 and 6. These include Col. 
Howard P. Dunham, Connecticut insur- 
ance commissioner and president of the 
National Convention of Insurance Com- 
miss‘oners; Clyde B. Smith, president of 
the National Association of Insurance 
Agents, and J. Gilbert Leigh, chairman 
of the conference committee of the gen- 
eral agents’ association. 





Brevoont 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, _ business 
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cago hotels for qual- 
ity of service at 
moderate cost. 
E. N. Mathews, 
President. 
R. E. Kelliher, 
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AGENTS WOULD OUST OFFICIAL 


The Rhode Island Association of In- 
surance Agents last week demanded the 
removal of Chief Inspector George R. 
Shippee of the Rhode Island State Board 
of Public Roads on the ground that he 
is selling insurance while holding pub- 
lic office. Mr. Shippee has police pow- 
ers and has the authority to arrest vio- 
lators of the motor vehicle laws. He is 
agent for the Philadelphia Fire & Ma- 
rine, Springfield and the LaSalle and is 
a member of the insurance agency firm 
of E. W. Shippee & Sons. His brother 
is another member of this office. 





BUFFALO ARSON INDICTMENTS 


District Attorney Guy B. Moore of 


“Buffalo is said to have presented evi- 


dence to the grand jury meeting in that 
city to show that more than one hun- 
dred fires of suspicious nature have been 
started in Buffalo and suburbs in the 
last four or five years. He attributes 
these to an arson ring members of which 
already are or shortly will be under in- 
dictment. 
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Auto Exhaust Gas Used 
to Extinguish Fires 


TESTS ARE MADE IN HUNGARY 





Idea is to Achieve Non-Liquid Extin- 
guisher Which Will Save Goods 


Near Flames From Damage 





In Budapest, Hungary, there was re- 
cently a demonstration of an apparatus 
manufactured by the Imperial Hungarian 
Iron, Steel & Engine Manufacturing Co. 
to extinguish fires without the aid of 
water or other liquid. Two types of ap- 
paratus were used, one an automobile 
equipped with the non-liquid system and 
the other a similar machine having a 
water pump. 

The subject of the test was the room 
of a shop fitted up with articles of va- 
ried description, all of a highly inflam- 
mable nature; the doors were left open, 
and the fire was started. Quickly, it 
took a strong hold, and the doors were 
then closed, while flame and smoke could 
be seen through the windows. The fire- 
men bored a hole in the doors, which 


had been shut, applied their pipe thereto, - 


and the apparatus was set in motion. 

The non-combustible gas, and the ex- 
tinguishing powder was pumped into the 
burning room under high pressure. The 
various objects which were alight were 
thus subjected to this treatment for 
about three minutes, and as soon as the 
fire had been completely extinguished 
the machine was caused to pump in-pure 
air, which had the effect of entirely 
clearing the atmosphere. The whole ex- 
periment was over within the short space 
of a few minutes. 

An examination disclosed that in the 
shop a fire had taken place which would 
have reached serious proportions rapidly, 
but immediately next to the charred ar- 
ticles were goods such as paper boxes, 
silk, dress-materials, and such-like, read- 
ily combustible but undamaged, save for 
a coating of the powder which was easily 
dispersed. The damage which water 
would have caused inevitably in any such 
outbreak was absent. 

This demonstration of fire-extinguish- 
ing was brought about by the exhaust 
gas of the automobile engine, after it 
had been purified, rendered free from all 
oil-mist and converted into harmless 
compressed air, forcing the extinguishing 
powder under two or three pounds pres- 
sure, on to the articles which were alight, 
where the molecules of the powder auto- 
matically had a destructive effect on the 
fire. The chemical properties of the 
powder, coupled with the temperature 
engendered. by the fire itself, had the 
further effect of holding the process of 
burning in check and finally extinguish- 
ing the fire. j 

This experiment was followed by an- 
other demonstration in the open air, 
whereby a considerable part of ground 
was covered by the extinguishing pow- 
der. which was forced out of the tube at- 
tached to the second machine, also a 
burning tank of petrol was put out. 





GEO. M. WOODRUFF DIES AT 94 

George M. Woodruff, president of the 
Litchfield, Conn., Mutual Fire, president 
of two local banks and former judge 
of probate for Litchfield, died at his 
home there on Tuesday at the age of 
94 years. Three years ago he attended 
his seventieth reunion at Yale. He was 
formerly a member of the Connecticut 
State Board of Education and served 
three terms in the state legislature. He 
has been president of the Litchfield Fire 
since 1902. This company began busi- 
ness in 1833 and does a large local fire 
business in that section of Connecticut. 





NEW FIRE AGENCY IN NEWARK 


The. Triumph Fire Insurance Agency 
has been formed in Newark with a cap- 
ital of $50,000. The members. of the 
new agency include Mark B. Nelloin, 
Arthur H. Tuckeren and Paul Begelum, 
all of Newark. 


N. Y. AGENTS’ PROGRAM 





Supt. Conway, L. E. Falls, P. H. Good- 
win, E. J. Schofield and Wellington 
Potter to Speak at Syracuse 

The preliminary program for the an- 
nual convention of the New York State 
Association of Local Agents, Inc., at the 
Hotel Syracuse on May 19-21 has been 
issued. The leading speakers will include 
Percy H. Goodwin, chairman of the ex- 
ecutive committee of the National As- 
sociation; Emerson J. Schofield, vice- 
president of the Standard Accident of 
Detroit, who will talk on the “Heyday 
of Organization”; Laurence E. Falls, 
vice-president of the American of New- 
ark, who will speak on net earnings insur- 
ance, and Wellington Potter, prominent 
local agent of Rochester, who will give 
advice on competing with non-agency 
companies and state funds. The officers 
of the association also promise a full 
explanation of the failure of the agents’ 
qualification bill to pass the New York 
state legislature this year. 

A get-together dinner on Monday 
night, May 19, will start the convention 
going. Business sessions will be held on 
Tuesday and Wednesday. On Tuesday 
noon the Excelsior Fire of Syracuse, of 
which Fredrick V. Bruns, local agent, 
is president, will tender its usual com- 
plimentary luncheon and in the evening 
the annual banquet will be held with 
Insurance Superintendent Albert Con- 
way as the principal speaker. 

A report on the successful activities 
of State Association Service, Inc., the 
premium financing subsidiary of the 
state association, will be another feature 
of the convention. 





Duluth Agency Thesis 


(Continued from Page 1) 


a special committee of influential personnel to 
study conditions as set forth in this thesis and 
the National Board of Fire Underwriters’ sur- 
Sd report for Duluth, published December, 
192 

2. And consult with the managers of the 
General Inspection Bureau, securing the de- 
tailed schedule showing deficiency points charged 
to’ each of the various factors which form the 
basis for the classification of Duluth so that 
estimates for insurance premium reductions can 
be made, and cost estimates for making im- 
provements recommended by the National Board 
can he secured. With this information the 
Chamber of Commerce would be in a position 
to confer with the city officials relative to com- 
plying with the National Board recommenda- 
tions. 

3. To study the fire situation from the pre- 
vention standpoint. The majority of our losses 
are due to conditions which can be corrected. 

4. Study the work of the Fire Prevention 
Bureau in the Fire Department with a view 
of establishing systematic inspection work 
throughout the city. 

5. To study local insurance rates as com- 
pared with other cities and the effect on our 
industrial situation. 

6. To study taxation of insurance premiums 
with a view of joining other chambers of com- 
merce in recommending and urging legislation 
to accomplish the establishment of state-wide 
Fire Prevention Bureau, under direction of the 
insurance commissioner, to be financed “by ap- 
propriation from insurance taxes; and to remove 
the burden of excess taxation on insurance pre- 


miums, which are paid by policyholders spe- 
cifically, but used for the henefit of all tax- 
payers through the eeneral fund. This insur- 


ance premium tax should yield only sufficient 


revenue to support adequately the Insurance 
Department. 





DINNER TO DAVID GOLDSTEIN 
A testimonial dinner was tendered to 
David Goldstein, well known insurance 
lawyer, in commemoration of his fiftieth 
birthday at the Hotel New Yorker on 
Saturday evening, April 26. More than 
500 persons were present including many 
insurance men. 





CENTRAL UNION AGENTS 


Murphy & Jordan, Inc., 165 Broadwav. 
have been appointed metropolitan and 
Brooklyn agents of the Central Union 
of the Scottish Union & National fleet 
for fire and auto lines. 





WITHDRAW FROM ILLINOIS 
The Underwriters’ Reinsurance Co. of 
Atlantic City have retired from Illinois. 


TRAVELERS CANADIAN MANAGER 





John Calverley Heads Fire Company in 
Ontario and Quebec; Long Experi- 
ence in Canadian Field 
John Calverley has been made mana- 
ger for the Travelers Fire in the Prov- 
inces of Quebec and Ontario, Canada. 
He will have his headquarters in the 


Montreal branch of the Travelers or- 
ganization. Appointment of local agents 
for the company in these provinces will 
be made rapidly. 

While the Travelers has been licensed 
in the Dominion of Canada since 1866, 
and the Travelers Indemnity since 1915, 
the Travelers Fire only applied for li- 
censes to do business in the Dominion 
in 1929. It has received provincial li- 
censes to operate in Quebec, Ontario 
and British Columbia. 

Mr. Calverley has been a resident of 
Canada thirty-five years, having come 
to the Dominion with his parents from 
England in 1895. He was educated in 
Montreal. For the last ten years he has 
been connected with the Employers’ Lia- 
bility, first serving as Western fire man- 
ager for that company with headquarters 
in Winnipeg, while during the last five 
years he has been assistant fire mana- 
ger at its head office in Montreal. His 
experience in the insurance business cov- 
ers more than twenty years. a part of 
which time was spent in the head offices 
of the Commercial Union and the Royal 
Exchange, and in _ field experience 
throughout the Dominion. 

During their long period of business 
in the Dominion the Travelers compa- 
nies have invested in Canada many mil- 
lions of dollars, the total of such hold- 
ings being more than $66,000,000 at the 
close of last year, while the total lia- 
bilities of the organization in the Do- 
minion were $17,610,304. 





SEEK BROADER POLICIES 





Indiana Agents’ Ass’n Suggests Compa- 
nies Not Lower Rates But Cover 
Some of the Debatable Hazards 

A. L. Jenkins, Richmond, Ind., presi- 
dent of the Indiana Association of In- 
surance Agents, is suggesting through 
an open letter to a number of fire com- 
pany executives that instead of lowering 
fire rates on dwellings in his state the 
companies reimburse assureds by broad- 
ening their enverage. The Indiana As- 
sociation in considering this matter with 
Insurance Commissioner C. C. Wysong 
and he is said to be in favor of this idea. 

Since the rate reduction order went 
into effect several months ago agents 
and companies are suffering from a re- 
duction of income. . It is to offset this 
that the agents believe that the old rates 
should be maintained but additional nro- 
tection afforded policyholders. Mr. Jen- 
kins suggests as additional lines of cov- 
erage losses from “friendly fires”; 
smudge damage from oil burners; losses 
by heat from electric irons, pads, etc.; 
losses to household goods while tempo- 
rarily removed from the location men- 
tioned in the policy; more liberality as 
to vacancy permits; aircraft property 
damage, and other lines. 

The agents believe that many of these 
particular risks should be included in the 
ordinary standard fire policy because in 
some states the courts have held the 
companies liable while in other states 
there are no court precedents to guide 
assureds or insurers. The Indiana As- 
sociation is of the opinion that some of 
these new, debatable hazards should be 
definitely included in the policy. 





INLAND MARINE DINNER 


The Inland Marine Insurance Syndi- 
cate of New York held its annual dinner 
on Wednesday night at the New York 
Club. The companies in the syndicate 
are the Continental, Springfield F. & M., 
Standard Fire and Germanic. Superin- 
tendent Conway was one of the speak- 
ers. A .Fulton is manager of the 
syndicate. 


AGENTS KICK ON AUTO RISKS 





Claim There Is an Injustice in Auto 
Conference Allowing 10% Extra on 
Minor Finance Accounts 
The National Association of Insurance 
Agents through its weekly publication, 
the “American Agency Bulletin,” is this 
week voicing its oppositions to a rule 
of the new National Automobile Under- 
writers’ Association providing that on 


so-called minor finance accounts the to- 
tal acquisition cost may be 35%. The 
rule states that this business is to be 
written at not exceeding 10% less than 
manual rates and the agent is to receive 
25% commissions. Local agents are ob- 
jecting to the payment of this extra 
10% on such risks because it is not ap- 
plicable to other automobile fire and 
theft business. 

In many instances automobile dealers 
or finance company representatives are 
named agents for these risks so that. 
the assured in reality gets both the 25% 
commission plus the 10% reduction in 
the original rate. The local agent on 
the other hand is limited to his 25% 
and he is now making a kick on this 
seeming injustice especially as out of his 
25% he has to pay the full expenses of 
his office whereas the automobile dealer 
or finance company generally does not 
allocate a heavy percentage of overhead 
to the insurance end of his business. 





Brooklyn Brokers Dine 


(Continued from Page 25) 
ed the public and their dutv and _ his 
duty was to safeguard the public in their 
relations with insurance companies. 

“We need men of the highest type 
in the brokerage end of the business,” 
said the superintendent. “We want men 
of the highest ideals, men of vision, such 
as are represented in your organization 
here. I know the public is well taken 
care of when it entrusts its interests to 
members of such associations as this and 
others in the New York metropolitan 
area.” 

Former Superintendent Beha, now 
general manager of the National Bu- 
reau of Casualty & Surety Underwriters, 
gave one of his characteristically witty 
talks in which he sandwiched some per- 
tinent remarks about the evil conse- 
quences of rate cutting. 

“I always thought that you brokers 
were interested in large commissions,” 
Mr. Beha said, “but now apparently you 
aren’t so much as you appear to desire 
to get lower and lower rates for your 
assureds. 

“Don’t forget this, however; rates must 
be adequate for losses, expenses of un- 
derwriting and reasonable profits to the 
companies and the producers. While ! 
sympathize with your desires to obtain 
good insurance at low cost to your cli- 
ents, in hammering down rates you may 
do your customers a good turn or a great 
injustice. And it is more likely to be 
the latter for when the loss reserve 1S 
not adequately covered by premium !- 
come the loss ratio increases and with- 
in a year or so the public has to stant 
this deficit through increased rates. 

“Therefore, don’t try to cut rates be- 
low a fair level. For what appears 10 
be a success today will have its less a 
vantageous repercussions later. The 1- 
surance companies must receive adequate 
rates to remain solvent and first class 
protection cannot be sold continuously 
at rates which are known to be below 
cost.” ; 

President Nathanson of the brokers 
association’ welcomed the members 1" 4 
short address and told of the grow! 
of the organization. From a start 
thirty-six charter members in 1912 it now 
has a total of more than 750 Brookly 
brokers within its ranks. 





The Citizens’ of New Jersey has bee! 
licensed to do business in Kentucky, 4 
cording to an annoyncement made La 
week. 
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Quinlan Adams New 
Head of Flerida Ass’n 


AGENTS’ ORGANIZATION MEETS 


Decision Reached to Co-operate in Hav- 
ing Enforcement of Qualification Law; 
Membership Drive Planned 


Full steam ahead for enforcement of 
the agency qualification law, and a mem- 
bership campaign laid out for results 
were two of the main decisions of the 
twenty-sixth annual convention of the 
Florida Local Underwriters’ Association 
in session at St. Petersburg last week. 

While some feel that in the first year 
of the agency act enforcement was not 
what it might have been, a discussion 
led by O. Earl Freeman of Daytona 
Beach chrystalized the opinion that with 
proper backing from the agents the state 
department of insurance can soon weed 
out those who do not make agency work 
the. dominant part of their business and 
those holding authority merely to write 
coverage on their own property, or prop- 
erty owned by those with whom they 
are associated. 

Adams Is 

Quinlan Adams of Orlando, who grad- 

uated into agency business from com- 


New President 


pany field service, was chosen president, 
with J. P. Welch, president of the suc- 
cessful St. Petersburg local board, first 
vice-president. Max Oberdarfer, an old 
local board leader of Jacksonville, is also 
a new vice-president. 

Finley Cannon, retiring as president, 
becomes secretary; and Howard Dyk- 
man, associate professor of insurance at 
the State University, his assistant. This 
carries out a plan of Mr. Cannon, whose 
home is also Gainesville, to have the man 
who conducts the insurance courses es- 
tablished through the backing of the 
agents tied up with the agency organi- 
zation for the contact it will provide. 

By reason of his position President 
Adams is chairman of the board of di- 
rectors. -The others are Clifford A. 
Payne of Jacksonville, past president and 
former member of the national executive 
committee; Finley Cannon and Frank 
Booth, past presidents; Payne Midyette, 
Tallahassee; Otto Stallings and R. M. 
Prince, Tampa, and Donald McDonald, 
Winter Haven. Mr. Booth is a mem- 
ber of the legislature from Clearwater. 

Co-operation Is Essential 


In his report for the year President 
Cannon urged full support to state and 
national associations, believing it vital 
to the preservation of the local agency 
business. Agents were assured that the 
agency law can be enforced if agents 
will back up the commissioner of insur- 

» ance, and all were told that without an 
effective membership campaign things 
looked dark for the next year. 

Hon. W. V. Knott, insurance com- 
missioner, presented figures from the 
1929 report of business in the state, and 
the pleasing statement that the ratio 
sf losses to premiums was only 39.2% 
In 1928 it was 88.0%; the year before 
that 46.9%, and in 1926 1186%. The 
average for the ten years ending with 
1929 was 57.1%. 

The new company-agency contact com- 
mittee is looked to for closer co-opera- 
tion between agents and company men. 
For the agents the chairman is R. M. 
Prince, president of the local board of 
Tampa; for the company men, Percy 
Putnam, state agent for the Automobile 
of Hartford. Present as guests of the 
convention were W. F. Dunbar, mana- 
ger, and Joseph Raine, secretary, of the 
Southeastern Underwriters’ Association. 
'_ The convention closed with a banquet 
Friday evening, presided over by C. H. 
Lassing of St. Petersburg. The next 
annual session will be at Orlando. 


NEW AGENCY FORMED HERE 


George Chesebro and P. T. Tebby Unite 
With Offices at 123 William St.; 
Both Well Known in City 
George Chesebro and P. T. Tebby, 
both well known in local fire insurance 
circles, began business together as New 
York metropolitan agents on May 1 un- 
der the title of Chesebro & Tebby, Inc. 
Mr. Chesebro has been a_ Brooklyn 
agent for twenty-five years. His pres- 
ent agency was started in 1912 with 
two companies and he now represents 
ten companies for Brooklyn and Long 


Island. Mr. Tebby, assistant metropol- 
itan manager of the Commercial Union, 
was formerly a general agent for that 
company and previously was with the 
Hanover Fire for twelve years. In their 
new offices at 123 William street they 
will represent the Guaranty Fire of 
Providence for the New York metro- 
politan area. The agency will also have 
country-wide binding facilities for this 
company and in addition for the Anchor 
of Providence and the Occidental of 
California. They will manage the auto 
department and all-risk jewelry and 
tourist floater department for the An- 
chor. 


HOME FIELD CONFERENCE 

Many of the leading executive officials 
of the Home group are in New Orleans 
today attending the annual field confer- 
ence of the Southern and Pacific Coast 
territories at the Hotel Roosevelt. 
Among those present from New York 
are President Wilfred Kurth and Vice- 
Presidents Frank E. Burke and Harold 
V. Smith of the Home; Chairman of the 
Board Norman R. Moray and Executive 
Vice-President William Quaid of the 
Southern Fire and Vice-President Ben- 
jamin Weaver of the National Liberty 
group. There are also several depart- 
ment heads in the party. 
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There may be an opportu- 
nity to represent the Hart- 
ford in your community. 
Why not write in about it? 
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senting a company that is well and 


favorably known to his prospects. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








When there were fewer companies do- 
ing business in New York state and con- 
sequently fewer special agents and they 
used to have only one man to cover 
the whole state, except in one or two 
cases, the arrival of a new man in the 
field was an event, and the youngster 
was watched with interest by the veter- 
ans, He was helped by them which was 
very necessary to their success as the 
only source. of knowledge as to field 
work was the information the younger 
men got from their older associates 
while meeting in loss and rating com- 
mittee work. 

There were no adjustment bureaus or 
rating bureaus nor any of the many 
standardizations that the growth of the 
business and attendant competition 
brought on. But while this fine help 
was appreciated by the young men, there 
was then, as now, a coterie of men con- 
stituting the uplift who unasked con- 
stituted themselves the guardians of our 
morals. One of- these uplifters, with no 
malice but because he considered it his 
Christian duty told the boss of one of 
these young men that the latter seemed 
a nice young fellow but that he saw him 
go into a saloon. The boss in question 
immediately became interested and asked 
all about the location of that particular 
saloon. When the tattle-tale had fin- 
ished, the boss said much to the sur- 
prise of the uplifter: “Well, the young 
man shows good judgment—I always 
went to that place myself when I was 
on the road.” I know this is a true 
Story, for I was the young man re- 
ferred to, and the boss was one of the 
best liked officers of the company. 

i a 
Quits Company Because of Letterheads 


An old time agent at Utica, N. Y., 
of a certain company that had changed 
management had become disgusted with 
the flashy advertising matter, especially 
letterheads in all colors of the rainbow 
used by that company. He resigned and 
told the management that the letter pa- 
per was better adapted for cannery la- 
bels than for a first class company. He 
and his father had represented the com- 
pany forty years but he could not stand 
two years of the new management show- 
ing how quickly the good work of many 
years can be spoiled. 

ee 


Hoyt Twins Perplexed Agents 
Old timers will remember the twin 
brothers Hoyt: Fred Hoyt, who was 
Special agent for the German-American 
—now the Great American—and Ed 
Oyt, who was special for the Royal. 
They looked so much alike that I had 
to scrutinize them very closely to tell 
one from the other. 
heir similarity was so startling that 
agents who represented both the Royal 
and the German-American often could 
not believe their eyes when one called 
In the morning and the other in the 
afternoon. One agent got very angry 
and came near calling one of them a liar 
When he said he had not called in the 
morning although the agent insisted that 
e had and that he could not be fooled. 
ee ee 


Writing the Old German Cafe Business 


Cars ago the old Germania main- © 


tained a system of branch offices in all 
the important cities in the eastern ter- 
titory, especially in places where there 
Was a large German population to whose 
Patronage it catered even to the extent 


of having policies printed in German 
before the days of the standard state 
policies. The good German saloon trade 
was especially sought after. These places 
were unique in that they were respecta- 
ble and often in effect neighborhood 
clubs where Germans gathered evenings 
to play skat or pinochle or discuss poli- 
tics and neighborhood topics over a glass 
of beer. 

_The owner of the saloon usually re- 
sided upstairs and the hausfrau served 
delicious cold cuts and sometimes spe- 
cial meals like hasenpfeffer and schweine- 
knoechel and sauerkraut the remem- 
brance of which partaken after a day 
or two of rotten meals in old style vil- 
lage hotels makes my mouth water. This 
kind of place has entirely disappeared 
but old timers among the New York 
freldmen will remember with gusto the 
meals we had at Gilliard’s at Rochester, 
or Otto’s at Syracuse or other places the 
names of which I have forgotten. 


These were excellent risks, morally 
and physically, and good pay. When 
I visited Rochester in those days I drove 
around in the company’s horse and bug- 
gy with our manager, a jolly German of 
American birth, who knew nearly every 
German of prominence or of no promi- 
nence. We had owned that particular 
horse over five years and whether the 
manager’ drew in the reins or not at 
every saloon we passed the horse would 
stop anyway, so used had he become to 
to the different routes traversed by our 
manager in his trips of cultivation, de- 
livering policies or collecting. 

We used to insure everything these 
customers owned, the saloon and dwell- 
ing, the barn, saloon furniture and fix- 
tures, liquors, household goods and 
everything else including horse and bug- 
gy and barn contents. As the rates were 
good, about 1%, the bill ran up into 
hundreds of dollars. The assureds used 
to pay in cash on delivery of the policy 
and I have seen some of these thrifty 
burghers pull out a roll of bills with a 
rubber around and peel off one or two 
hundred dollars bills and hand them over 
to us. Then just one drink, no more, 
and on to the next place. 

After visiting about twenty places we 
were little worse for wear and it took 
a good constitution and condition to be 
a successful special agent those days 
Our salvation was that we always ate 
while we drank, beer only, and did that 
very slowly. Our good old horse always 
found his way home even‘if the manager 
had lost some of his sense of direction. 

* * * 


Visitmg Homes of Local Agents 

During the many years on the road 
I have always felt, gratified when an 
agent would invite me to his house on 
a Sunday. It is a compliment to any 
man to be invited to a man’s home. 
Some men are invited to lunch or dinner 
at a hotel or club, but never to a man’s 
home. 

A fine old agent had been in the habit 
of inviting me to his home over a period 
of ten or fifteen years and while his hos- 
pitality was wonderful he was not a 
smoker himself and therefore did not 
seem to appreciate the fact that cigars 
stored a month ir. a heated house with- 
out a humidor were not pleasant to the 
taste. With the kindest of intention he 
invariably offered me one of these dry 
as punk cigars and invariably I accept- 


ed and smoked it—often spoiling a good 
dinner thereby. 

After some years had passed it hap- 
pened that he told me the story of how 
for many years he used to drink whis- 
key with a friend because he thought 
his friend liked it and his friend like- 
wise drank it because he thought the 
other liked it. One day this party not 
feeling particularly pleasant dropped the 
remark that he hated whiskey and in 
this way they found out that they had 
for years been doing something unnal- 
atable to both to please each other. This 
gave me an opening to brine in the 
matter of his dry cigars, his offering 
them and I taking them not to offend. 
Whereupon we had a good laugh, and 
now when I visit him I bring my own 
cigars. He furnishes the very excellent 
food and society as he has always done 
without my having to puff on a rotten 
cigar. 

or 


“Nerve” of Some Traveling Salesmen 


I have come in contact with many 
cases of so-called “cheek” and “nerve” 
on the part of traveling men of a cer- 
tain type, but for downright “brass” one 
experience I had has never been equal- 
led. It measures up to some of the 
Scotch jokes one reads and hears today. 
A certain traveling man sitting near 
me at the breakfast table at the Pow- 
ers Hotel at Rochester asked me to lend 
him my newspaper “for a moment” as 
he “just wanted to glance at it a sec- 
ond.” Though unusual I granted his 
request though I wished to finish read- 
ing it before leaving the dining room 
as reading one’s paper at breakfast is 
almost a rite with a traveling man, that 
being practically the only time he has 
until evening to read anything. 

This cheeky and economical individu- 
al took my paper and kept it until he 
had run through almost all of it, thus 
saving the expense of buying himself 
a paper. After over ten minutes had 
elapsed he seemed to have forgotten 
about returning it, so to teach him a 
lesson I called the waiter and in a loud 
voice asked him to go out and buy the 
gentleman a paper to the amusement and 
satisfaction of nearby breakfasters who 
had probably had similar experiences. 
It is remarkable what some of these 
human hogs think they can get away 
with. 





TWO ENTER CALIFORNIA 


The Church Properties Fire of New 
York and the Sun Underwriters of New 
York have entered California, the for- 
mer appointing F. M. Lee of San Fran- 
cisco general agent and the latter Carl 
A. Henry of San Francisco as general 
agent. 





219TH YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 
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LOGUE BROS. & CO., Inc. 
INSURANCB 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 








INSURANCE STOCKS 


i ied 


FRANK L. BROKAW & CO. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 











SCHOOL FOR LOCAL AGENTS 


A school for local agents was con- 
ducted recently at the offices of Cravens, 
Dargan & Co. in Houston, Texas. Out- 
of-town agents attending the school paid 
their own railroad fare and cost of at- 
tending the school which covered many 
phases of insurance. Among the sub- 
jects discussed were hail insurance on 
crops; fire, tornado, rent risks, farm 
covers, losses, marine and special risks, 
automobile fire and casualty lines and 
life insurance. 





CENTURY WITH HAWKS IN VA. 

The Century of Edinburgh has entered 
Virginia and appointed P. Lester Hawks 
of Richmond as general agent for Vir- 
ginia and North Carolina. He has sev- 
eral other prominent companies in his 
general agency. 





O. J. PRIOR, President 





INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 





W. M. CROZER, Secretary 








ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 











CASUALTY LINES 
95 Maiden Lane, New York 
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A Sales Talk On Marine Covers 


Merchandise Exported in 1929 Was Five and a Quarter 
Billions of Dollars, a Gain of 2.3%; Growth of Motor 
Boating; Need For Diversity in Selling 


By M. M. HIGGINS, 


Assistant Secretary Automobile Insurance Co. and Standard Fire 


A marine insurance underwriter does 
not have entirely to be devoid of senti- 
ment but, because his business brings 
him into contact with the tremendous 
- forces of nature to which cargoes and 
hulls are exposed, he must if he is to 
make a profit for his company exercise 
the soundest judgment and utmost cau- 
tion in the selection and rating of the 
risks undertaken. You will find the com- 
pany at all times prepared to extend its 
facilities for marine insurance on inter- 
ests and subject to insuring conditions 
and rates which permit a reasonable ex- 
pectation of profit. We are not ashamed 
to proclaim that we wish to make and 
are entitled to make a profit, since after 
all a profit on an insurance company’s 
operations is as important from the 
standpoint of policyholders as from the 
standpoint of company officials or stock- 
holders. Profit is almost synonymous 
with security and security is the very 
essence of an insurance contract. 

We are primarily a company engaged 
in writing marine insurance or import 
and export cargo by iron or steel steam- 
ers. We do not write commercial hulls 
other than those risks which we receive 
through our participation in the Ameri- 
can Marine Insurance Syndicate or the 
Great Lakes Syndicate. These risks in- 
volve insurance on ocean and lake steam- 
ers of substantial size and value, the ex- 
perience on which over a period of years 
has been reasonably profitable. In ad- 
dition to the foregoing types of hulls, 
we write yachts and motorboats of which 
more will be said later on. 


Necessity of Survey of Purchasing 


Field 


In considering the sales possibilities in 
any particular line of business, it is al- 
ways well to make a survey of the pur- 
chasing field. It would be idle to talk 
about the opportunities for the sale of 
open marine cargo policies covering ex- 
port shipments if one were talking in 
Greenland. In other words, where there 
are little or no exports to be insured, 
there is naturally no opportunity to sell 
po.icies. 

On this point a few figures as to the 
total value of merchandise exported from 
the United States for the year 1929 
might be in order. The value of this 
merchandise amounted to the staggering 
sum of $5,248,000,000, which represents a 
gain over the value of merchandise ex- 
ported in 1928 of 23%. This is not a 
large percentage gain to be sure but 
when applied to such a tremendous sum 
as that just mentioned, the dollars and 
cents increase of over $120,000,000 which 
in itself is a very sizeable amount. The 
foregoing total represents a value nearly 
two and one-half times the average an- 
nual value of exports from the United 
States during the years 1910 to 1914, and 
is 19% greater than the average annual 
value during the period between 1901 
and 1925. The interesting fact concern- 
ing the exports of last year is that there 
was a 12% increase in the export of fin- 
ished products which, of course, means 
manufactured goods. 

This is a class of business which you 
will find especially fertile. Experience 
shows that by diligent cultivation of 
every opportunity by our local agents for 
contacts with the export executives of 
the various firms located in their respec- 
tive territories, much can be accom- 


plished in the way of acquiring accounts. 


Our local agents frequently find the op- 
portunity they are looking for to sub- 
mit our quotations and possibly control 
the account. Hence neither our special 
nor local agents should be discouraged 
because’on their first attempt to control 
any export account they meet with no 
success. 

The old motto, “If at first you don’t 
succeed” finds an almost perfect exem- 
plification in the case of an agent who 
eventually succeeds in securing an ocean 
marine account despite repeated rebuffs, 
merely because he has had the tenacity 
to maintain his contact and kept him- 
self and his company constantly before 
the prospect so that when a change was 
in the making he was given the oppor- 
tunity of being in on it. Our experi- 
ence shows that probably not more than 
one out of every hundred open policies 
which we have placed on our books 
through our local agency plant have been 
acquired at the time of the initial so- 
licitation. Therefore, neither our special 
nor local agents should permit them- 
selves to become discouraged because 
success does not crown their first ef- 
forts in this line. 


Many New Traders 


Every year, as evidenced by the con- 
tinued growth of our exports, there are 
new traders engaged in foreign com- 
merce. If we are alert to our opportu- 
nities, we should secure our share of 
these new accounts. We will not secure 
our share unless we go after it. Cham- 
bers of Commerce and sub-offices of the 
Department of Commerce located in the 
cities, a list of which has already been 
furnished you, can be especially helpful 
in developing prospects for cargo insur- 
ance. Bear in mind that it is not nec- 
essary to sell marine insurance in the 
ordinary sense of the word. What I 
mean by that is that marine insurance 
is practically indispensable to a merchant 
or manufacturer engaged in foreign 
trade so that it is not necessary for an 
agent to sell a prospect for marine in- 
surance the idea of his insuring. * * * 
We hear some talk about a feeling of 
timidity which is alleged to exist among 
field forces in going after certain types 
of business. I used the word “alleged” 
advisedlv because I cannot believe that 
our field force, which has demonstrated 
its ability repeatedly year after year in 
the development of new business, is 
“timid” about going after any class of 
business whether it is simple or intricate, 
large or small. My feeling is rather that 
some special agents concentrate on a few 
of the lines which they personally like 
to sell and in the development of which 
they have been more or less proficient. 


An Example 


Now I have no fault to find with the 
idea of concentrating; but too intense 
concentration on the part of a special 
agent or local agent having a varied line 
to sell is not in my opinion a good idea. 
Let us take an extreme case. Suppose 
that by reason of such concentration the 
production of our marine lines became 
so lopsided that 75% of our total ma- 
rine business or that of any one of our 
agents consisted of bailees’ risks. This 
would not be a healthy state of affairs. 
Since the underlying principle of insur- 
ance is spread, where we can secure not 
only a spread of the same kind of risk, 
but as well a spread of a large variety 
of risk and do not do it, we are not 
conforming to a_ generally accepted 
sound insurance practice. I would urge, 
therefore, that you men, especially you 


marine men, attempt during this year 
to devote a littke more of your time 
than heretofore in developing ocean ma- 
rine prospects. 

have given you a figure representing 
the total value of the exports in the year 
1929, and it will no doubt interest you to 
know that the imports for the same pe- 
riod amounted to approximately $4,400,- 
000,000 or an increase over 1928 of 74%, 
which was a percentage increase of $309,- 
000,000. This increase in value of im- 
ports was effected notwithstanding a 
dropping off in price of such commodi- 
ties as rubber, sugar, coffee and hides 
which are imported in large volume. It 
will be seen that the total foreign 
trade of this country amounts in value 
per annum to almost $10,000,000,000. 
Practically every dollar’s worth of that 
value is covered by someone, somewhere 
with marine insurance. 

Consequently, do not overlook the fact 
that importers as well as exporters are 
prospects for this form of insurance. 
Coffee is an attractive interest from our 
standpoint for marine insurance—so is 
rubber and wool and in some cases hides. 
Without going into a lengthy discussion 
of underwriting principles on this latter 
interest, I might say that it has been 
demonstrated that tanners are a better 
risk marine insurancewise than hide 
brokers and especially those tanners who 
either employ a salaried agent at the 
port from which hides are shipped to see 
that only sound hides are shipped or the 
tanner which deals with a thoroughly 
reputable firm which would not attempt 
to palm off an inferior grade of hides. 


Motor Boats and Yachts 


I would like to say something of the 
possibilities of developing marine insur- 
ance on hulls. By hulls we mean yachts 
and motorboats. It is apparent that in- 
terest in yachting and motorboating is 
growing constantly. An indication of this 
this is the fact that sales on the floor 
at the New York Motorboat Show are 
reported to have amounted to about 
$6,000,000. I have read an editorial from 
one of our Eastern newspapers com- 
menting upon the revival of the sport 
of motorboating and undoubtedly simi- 
lar editorials have appeared in many 
other papers throughout the country. We 
have this year liberalized our underwrit- 
ing program with respect to runabout 
speed boats such as the Chris-Craft, Gar 
Wood, Hacker and similar types. We 
believe with our revised program that 
you should be able to develop a consid- 
erable increase in this class of business. 
Surely, we shall be disappointed if you 
do not. 

Cruiser models, especially for use on 
the larger bodies of water, are being pur- 
chased right along and afford an oppor- 
tunity to many an agent for increased 
premium and the individual premiums on 
this class are usually substantial and 
quite worth. while going after. These 
policies are not difficult to sell. Prac- 
tically every boat owner appreciates the 
hazards in connection with the opera- 
tion of a yacht or motorboat and is gen- 
erally only too glad to be able to pass 
these risks on to a reliable insurance 
company. The rates on this class of 
business are practically tariff. There may 
be cases here and there of cut-rating on 
the part of small companies but general- 
ly speaking the yacht and motorboat 
rates which we use are well maintained 
and supported by other reliable yacht 
writing companies. 

Special and local agents should become 
acquainted with the secretary or other 
officials of their local yacht club, watch 
the newspapers for news concerning mo- 
torboat or yacht sales, and best of all, 
attempt to effect a tie-up with local mo- 
torboat or yacht sales agencies. We 
hope you will keep in mind the possi- 
bilities on this line and grasp every op- 
portunity for the development of it. 





GUARDIAN FIRE DIVIDEND 

Directors of the Guardian Fire of New 
York have declared a quarterly dividend 
of 5% payable May 1 to stockholders 
of record April 19. 


FIRE SALES CONGRESS 


Fieldmen and Local Agents of Kentucky 
Preparing Elaborate Program for Big 
Meeting on June 10-11 

Work is progressing on the program 
for the first Fire Insurance Sales Con- 
gress of the Kentucky Association of In- 
surance Agents and Kentucky Fire Un- 
derwriters Association. In so far as is 
known it isthe first time that a state 
fire agents’ organization has undertaken 
a sales congress in connection with its 
annual meeting. 

The present line up of talent includes 
a talk on credit from the banking view- 
point; the special agent’s views, by a 
field man; actuarial bureau functions; 
association activities, public relations, 
farm underwriting problems, marine 
lines, mutual competition, the views of 
the insurance editor and those of the 
advertising manager. 

Among the speakers so far obtained 
are Clyde B. Smith, Lansing, Mich., 
president of the National Association of 
Insurance Agents; C. P. Thurman, Ken- 
tucky state agent for the Continen- 
tal, as president of the Kentucky 
Fire Underwriters’ Association; William 
E. Clark, auditing department, Kentucky 
Actuarial Bureau; Nicholas Dosker, 
vice-president of the Louisville Trust Co., 
who will speak on “Fire Insurance and 
Allied Lines as a Basis of Credit,” Fred 
C. Snapp, superintendent farm depart- 
ment, Aetna, Chicago; A. B. Jackson, St. 
Paul, of the St. Paul Fire & Marine, 
who will speak on inland marine lines; 
Young E. Allison, “Insurance Field,” 
Louisville, who will speak on the future 
of fire insurance as visioned by the in- 
surance editor; and Chauncey S. S. 
Miller, North British & Mercantile, pub- 
licity director, will speak on “Advertising 
Aids Sales of Fire and Allied Lines of 
Insurance.” 

The business session will come at the 
end of the convention on June 11. The 
annual banquet will be the evening of 
June 10. All sessions will be at the 
Brown Hotel. 








M. L. BUSH WITH SECURITY 

Mark L. Bush succeeds Fred H. Gantt 
as special agent of the Security Fire 
of New Haven for Virginia and the two 
Carolinas. Mr. Bush, who is a son of 
Harry R. Bush, president of the Dixie 
entered upon his new duties May 1. For 
the past five years or more he had been 
with the Niagara. He was first special 
agent for this company in Ohio. Sev- 
eral years ago he was transferred to 
Richmond as special agent of the com- 
pany for Virginia, West Virginia, Mary- 
land and the District of Columbia, suc- 
ceeding Howard S. Nulton. Since the 
Niagara became a member of the Amet- 
ica Fore group, his field territory has 
been restricted to Virginia. With the 
Security, he will continue to make 
Richmond his headquarters. Mr. Gantt, 
his predecessors, had headquarters at 
Columbia, S. C. 





DEATH OF WM. SANBORN 


William A. Sanborn, formerly presi 
dent of the Sanborn Map Co., died in 
the Hartford Hospital last Wednesday 
following an attack of appendicitis. he 
was a native of Brooklyn and went t0 
Hartford in 1890. He was the son of 
Daniel A. Sanborn, founder of the map 
company, and was elected general mat- 
ager and vice-president in 1921. Four 
years later he became president, holding 
that post. until he retired last January. 
Mr. Sanborn is survived by his daugh- 
ter, Mrs. William Wilcox of Middle 
town, Conn. 





ARKANSAS MANAGER 
The American National Assurance of 
St. Louis has appointed J. C. McNeil 
Jr., state manager for Arkansas. 
Smith, who recently resigned as state 
manager, will be associated with ™ 
McNeil. 
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Permanent Insurance 
Committee Urged at 
Marine Conference 


SPECIAL COMMITTEE REPORTS 





Suggests Members Be Drawn From 
Shipping Board, Dep’t of Commerce, 
Underwriters and Ship Owners 





The special committee on marine in- 
surance which was appointed over a 
year ago at the 1929 second national 
conference on the merchant marine to 
consider ways and means of solving the 
insurance problems of American steam- 
ship owners reported last week at the 
third national conference in Washing- 
ton recommending the creation of a 
committee on liner classification by the 
Association of Marine Underwriters of 
the United States and the establishment 
of a permanent committee to be appoint- 
ed by the chairman of the United 
States Shipping Board, the Secretary of 
Commerce, the underwriters’ association 
and the American Steamship Owners 
Association. 

This committee would have for its 
purpose the forming of a common meet- 
ing ground between shippers, shipown- 
ers and underwriters for the better un- 
derstanding of marine insurance ques- 
tions, to adjust informally difficulties 
which may arise between carrier, ship- 
per and underwriter and to give ship- 
pers a direct voice in all matters of mu- 
tual concern. 

These suggestions were made in a re- 
port of the marine insurance commit- 
tee, created at the second national con- 
ference held January 23-24, 1929, which 
was submitted by its chairman, E. C 
Plummer, vice-chairman of the Shipping 
Board. Other members of the commit- 
tee are: A. M. Boal, formerly represent- 
ing the Shipping Board; Ira A. Camp- 
bell, American Steamship Owners’ Asso- 
ciation; R. S. Charlton, Luckenbach 
Steamship Co.; T. F. Cunneen, Chamber 
of Commerce of the United States; F. S. 
Davis, Boston Chamber of Commerce; 
Henry Herbermann, Export Steamship 
Corporation; H. Hunter, National 
Council of American Shipbuilders; John 
P. Magill, special representative of the 
Port of New York; E. J. McCormack, 
Moore & McCormack Steamship Co.; G. 
C. Morris, Insurance Co. of North Am- 
erica; B. K. Ogden. Merchant Fleet 
Corporation; Charles R. Page, Fireman’s 
Fund, and W. D. Winter, Atlantic Mu- 
tual. 

The report follows in full text: 

Common Meeting Ground Sought 

The marine insurance committee ap- 
pointed by the second national confer- 
ence on the American merchant marine 
after three meetings submits the follow- 
ing report for consideration of the third 
national conference: 

“Resolved, that the Association of 
Marine Underwriters of the United 
States should forthwith create a stand- 
ing committee on liner classification. 
which committee, after cons‘deration of 
all factors entering into the classifica- 
tion of vessels for cargo insurance pur- 
poses, should establish an ‘advisory list 
of liners’ covering all privately owned 
American lines and all lines owned bv 
the United States Shipping Board; and 
further, be it 

“Resolved that such committee should 
extend to all such shinowners an invita- 
tion to confer with the committee with 
respect to such classifications; and fur- 
ther. be it 

“Resolved that this committee sug- 
gests that the shipowners themselves 
prepare, insofar as practical, a statement 
of their experiences expressed in figures; 
and 

“Resolved that a permanent public 
committee be formed of seven members, 
one of whom shall be appointed by the 
chairman of the United States Shipping 
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Board, two by the Association of Marine 
Underwriters, two by the American 
Steamship Owners’ Association, and two 
by the Secretary of the Department of 
Commerce of the United States, which 
committee shall form its own organiza- 
tion, shall adopt rules and regulations 
governing its procedure, and shall have 
for its object the following: 

“*To form a common meeting ground 
between shippers, shipowners and under- 
writers for the better understanding of 
marine insurance questions, to adjust in- 
formally difficulties which may arise be- 
tween carrier, shipper and underwriter, 
and to give the shippers a direct voice 
in all matters of mutual concern.’ ” 


Marine Insurance Suggestions 


The marine insurance committee sug- 
gests that if the standing committee 
mentioned in the second part of the 
above report be appointed there be re- 
ferred to it for consideration the follow- 
ing report of a sub-committee of the 
marine insurance committee: 

“Following the position taken at the 
international shipping conferences in 
1924. 1926 and 1928, it is urged that: 

“Shipowners and their agents should 
refuse to sign bills of lading which con- 
tain an unqualified description of the 
condition or quantity of cargo when car- 
go is known not to be as described in 
the bill of lading, and that 

“Tf there is a bona fide and substan- 
tial question as to the condition or quan- 
tity of cargo which is not noted on the 
face of the bill of lading, and a shipper’s 
indemnity has to be taken, it should in- 
corporate a stipulation that, if any claim 
on underwriters is made in respect of the 
matter in question, the underwriters of 
the goods shall be informed of the in- 
demnity.” 

And recommended to all shipowners 
that: 

“1. The acceptance of such letters of 
indemnity should be communicated to 
the owners or their agents at the port 
of discharge. 

“2. On application by the underwrit- 
ers concerned they disclose to them the 
existence of such letters of indemnity 
should a claim arise.” 

This whole report is the outcome of a 
study of marine insurance on Shipping 
Board and other American vessels fol- 
lowing charges that insurers here and 
abroad were inclined to discriminate un- 
fairly against these ships in rates. These 
charges have been den‘ed consistently 
both in New York and in London. Sev- 
eral Shipping Board men in the past 
have tried to secure the approval of 
Congress to a bill creating a government 
insurance fund for American ships and 
cargoes but this has met with small suc- 
cess. 

Hendon Chubb. head of Chubb & Son: 
H. H. Reed. of Platt, Fuller & Co.. and 
William R. Hedge, president of the Bos- 
ton, represented the Association of Mar- 


MARINE UNION MEETING PLACE 


The executive committee of the In- 
ternational Marine Insurance Union is 
meeting in London on May 7 to dis- 
cuss the agenda for this year’s annual 
convention which may or may not be 
held in Paris as was voted last year at 
Vienna. It is feared that the difficulties 
of handling a convention in a large city 
with widely separated hotels will be great 
as they were at Vienna. Therefore it 
will not be surprising if Vichy or some 
other French resort is substituted as the 
convention center in September. 


AUTO COMMISSIONS FIXED 


The National Automobile Underwrit- 
ers’ Association at its recent meeting 
voted to have 25% commissions on all 
regular automobile fire and theft busi- 
ness written by local agents in “ordi- 
nary” territory. Higher commissions 
will apply to the metropolitan districts 
of New York, Philadelphia, Boston, 
Chicago and San Francisco, Baltimore, 
Buffalo, Detroit, Milwaukee, Washing- 
ton, D. C., and a few other cities will 
be classed as “excepted” and higher ac- 
duisition costs will apply there also. The 
25% commission rate for local agents 
in other than accepted city territory has 
been in force for some time in the East 
and was expected to be continued. 


LOSS OF USE AUTO POLICY 


The Northwestern National and the 
American Automobile are among the 
companies now writing loss of use pol'- 
cies on automobiles. The contracts state 
that a stipulated amount will be paid an 
assured for each day he is without his 
car through theft. Some policies are 
written for a prem‘um of $2.50 and pay 
$5 a day for not more than thirty days 
wh'le others pay $5 a day for sixty 
days or $10 a day for thirty days for a 
$5 premium. The National Automobile 
Underwriters’ Association is considering 
the possibility of writing this form to 
meet competition but no favorable ac- 
tion was taken at the recent association 
meeting. There is considered to be a 
big moral hazard in writing this tvpe of 
coverage except upon professional men 
such as doctors. 


MINES FOUND OFF NORWAY 


A report on the mine situation in 
European waters. especially the Baltic 
Sea, the Black Sea and the southern 
part of the North Sea was recently pub- 
lished in these columns, It appears now 
that in the northern part of the North 
Sea there is also still the possibility of 
encountering mines. It is reported from 
Norway that last month a mine was 
driven ashore near Vaare off Svinor. It 
was rendered harmless by a mine vessel. 
It is believed there that the disappear- 
ance of some ships without trace dur- 
ing the last few years has to be ex- 
plained by the existence of drifting 
mines. 

















ine Underwriters of the United States 
at the Washington meeting. 








APPLETON & COX, Inc. 


8 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $12,994,064.64 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 











WRITE FOR OUR AGENCY PROPOSITION 














Chubb President of 
Inland Marine Ass’n 


COMPANIES SUPPORT PLAN 





New Organization Aims to Consolidate 
Supervision Over Several Leading 
Inland Marine Lines 





Officers of the newly formed Inland 
Marine Underwriters Association were 
elected at the meeting in New York last 
week. Hendon Chubb, head of Chubb 
& Son, prominent marine underwriters, 
was elected president: William R. 
Hedge, president of the Boston, and 
Ralph B. Ives, president of the Aetna 
(Fire) of Hartford, vice-presidents, and 
C. Carter Macy, Appleton & Cox, chair- 
man of the executive committee. This 
association has not started actually to 
function because the matter of secur- 
ing sufficient membership is not  set- 
tled but when and if it does it will com- 
bine into one organization the work han- 
dled now by smaller associations super- 
vising personal jewelry, jewelry block, 
tourist floater, fur and parcel post risks. 

For several months a committee has 
been working at the task of uniting un- 
derwriters handling inland marine busi- 
ness in the same way that centralized 
self regulation exists in the fire and 
automobile fields. This committee, ap- 
pointed last December, consists of the 
following: J. C. Keegan, Providence 
Washington; L. C. Lewis, Insurance Co. 
of North America; C. Carter Macy, Ap- 
pleton & Cox, Inc.; Hawley T. Chester, 
Chubb & Son; Jay Zorn, Home of New 
York; Vincent L. Gallagher, Continen- 
tal; F. W. Koeckert, Commercial Union; 
E. J. Perrin, Jr., Automobile of Hart- 
ford, and G. C. Long, Jr., Phoenix of 
Hartford. 

Premiums derived from many lines of 
inland marine underwriters total annu- 
ally in excess of $50,000,000 but the 
profits procured therefrom have _ been 
under average because free competition 
has led to excessively low rates and 
over extension of coverage. During the 
last few years there have been attempts, 
only partially successful, to remove these 
abuses in several individual inland ma- 
rine lines. A few associations having 
rules and regulations designed to cre- 
ate stability, reasonable rates and ac- 
quisition costs, as aforementioned, are 
operating but their powers are limited 
and their multiplicity itself is a handi- 
cap especially as the same underwriters 
in many instances are members of 
them all. 

At the meeting held last week the im- 
pression prevailed that this new and 
more inclusive association will _ be 
launched successfully. It has strong 
backing as evidenced by the companies 
represented by the officers and mem- 
bers of the organization committee. 
Nevertheless those who are sponsoring 
this association will not actually’ place 
it in operation and pledge adherence to 
rules and regulations designed to sct UP 
good practices and limit competition un- 
less the large majority of companies 
writing these particular lines do like 
wise. 

For that reason even though the off- 
cers and members of the executive com 
mittee are elected the association will re 
main inactive in the inland marine fiel 
until wide support is assured. 

Other members of the present exec 
tive committee include the following: 
Mr. Keegan; Mr. Lewis; Mr. Gallagher: 
Mr. Perrin; Mr. Koeckert; Mr. Zort; 
Mr. Long; C. F. Codere, vice-president, 
St. Paul Fire & Marine; George Jordat 
manager, Atlantic marine department 
Fireman’s Fund; J. Cy, Braislin, sect® 
tary, Travelers Fire: Lyman Cand 
vice-president, Globe & Rutgers; J. & 
Hollerith, secretary, North British ° 


Mercantile; William H. McGee, pres 
dent, Wm. H. McGee & Co., and C. ’ 
Timberlake, secretary, Hartford Fire. 
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CASUALTY AND SURETY 














New Casualty Mate 
For Fireman’s Fund 


TO BE BIG FACTOR IN FIELD 





Announced by President J. B. Levison 
in Letter to Shareholders; Capital 
$1,000,000; Surplus $3,000,000 





The Fireman’s Fund of San Francisco, 
one of the oldest and most substantial 
of fire insurance companies, is going 
ahead with the formation of an indem- 
nity company to be known as the Fire- 
man’s Fund Indemnity which will write 
all casualty and surety lines throughout 
the United States. The first news about 
the new company was mentioned two 
weeks ago in The Eastern Underwriter, 
The organization plans have now 
reached the point where a stock issue of 
100,000 shares at $40 a share will be 
launched, one half of which is to be 


taken by the parent company, and the 
remaining 50,000 shares offered to share- 
holders of the Fireman’s Fund, Home 
Fire & Marine and Occidental Insur- 
ance Companies. The company will 
have a capital of $1,000,000 and surplus 
of $3,000,000 upon completion of its 
financial program. 

The interest is running high this week 
as to who will be selected as general 
manager of the Firemans’ Fund Indem- 
nity. It is known that J. B. Levison, 
president of the parent company, and 
Edward T. Cairns, vice-president, have 
been quietly surveying the field for 
some months preparatory to the formal 
announcement of the new company. 


President Levison Outlines Plans 


President Levison has sent out a let- 
ter to shareholders of the three com- 
panies which goes into full detail on 
the financial setup of the Fireman’s 
Fund Indemnity. He says: 

“In line with what has been done by 
most of the leading American and for- 
eign insurance companies, it has been 
determined by the directors of the Fire- 
man’s Fund, Home Fire & Marine, and 
Occidental Insurance Companies that 
the time has arrived when the organi- 
zation should be further strengthened 
by the formation of a strong indemnity 
company to write liability, casualty, fi- 
delity, surety and kindred lines through- 
out the United States, the privilege of 
subscribing to stock of the new com- 
pany to be offered to the shareholders 
of the Fireman’s Fund, Home Fire & 
Marine, and Occidental Insurance Com- 
panies. 

“The new company will be called Fire- 
man’s Fund Indemnity Co. which will 
secure to it the immediate advantage of 
the prestige and reputation built up by 
the Fireman’s Fund Insurance Co. dur- 
ing the sixty-seven years of its exist- 
ence. As it will be operated in con- 
Junction with Fireman’s Fund and _ its 
associated companies, Home Fire & Ma- 
tine Insurance Co. and Occidental In- 
Surance Co., there is every justification 
for the expectation that the new com- 
Pany will rapidly acquire a satisfactory 





share of the growing casualty business 
of the entire country, which now closely 
approximates in volume that of the fire 
insurance business. 


To Have Capitalization of $4,000,000 


“It is proposed that Fireman’s Fund 
Indemnity Co. will have $1,000,000 cap- 
ital and $3,000,000 surplus or a total of 
$4,000,000 paid up, divided into 10,000 
shares at $40 per share. In other words, 


the stock will have a par value of $10 
per share with an additional $30 per 
share to be applied to surplus. 


This will 


J. B. LEVISON 


place the company at the very start in 
an unusually strong financial position. 

“One-half of the entire issue, or 50,- 
000 shares, will be taken by Fireman’s 
Fund at $40 per share. The remaining 
50,000 shares will be offered to the share- 
holders of the Fireman’s Fund, Home 
Fire & Marine and Occidental and have 
been underwritten by a syndicate com- 
posed of Sutro & Co., J. Barth & Co., 
the Anglo-California Trust Co., and the 
National Bankitaly Co.” 

Fireman’s Fund shareholders will have 
the right to subscribe for one share of 
Fireman’s Fund Indemnity for each sev- 
en and one-half shares of Fireman’s 
Fund at the price of $40 a share. Share- 
holders of the Home Fire & Marine may 
subscribe for one share of indemnity 
company stock for each fifteen shares 
held of Home Fire & Marine. And 
shareholders of Occidental Insurance Co. 
will be able to subscribe for one share 
of the new stock for each thirty shares 
of Occidental Insurance Co. This offer 
is extended to shareholders of record 
as of May 10 whose rights to subscribe 
to the stock of Fireman’s Fund Indem- 
nity expire June 25. 

Mr. Levison emphasizes that fraction- 
al shares will not be issued. Subscrip- 
tions will be payable at the head office 
of the company in San Francisco in four 


(Continued on Page 44) 
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R. S. Hull Joins N. Y. 
Firm of Actuaries 


WOODWARD, FONDILLER & RYAN 





Resigns as Comptroller of Standard Ac- 
cident; Author of Accounting Book; 
With Travelers at One Time 





Robert S. Hull resigned as comptroller 
of the Standard Accident this week to 
join the New York actuarial firm of 
Woodward, Fondiller & Ryan. For the 
past three years he has been in charge 
of the accounting and reserve work for 





: R. S. HULL 

the Standard, having previously been 
connected with the Travelers at its home 
office, where he secured a wide experi- 
ence in the accounting, casualtv actuari- 
“al and economist’s departments. He was 
also in charge of the compensation and 
liability experience division of the Trav- 
elers at one time. 

Mr. Hull has been in the limelight of 
late as the author of “Casualty Insur- 
ance Accounting,” to be published in 
September under the auspices of the 
Casualty Actuarial Society. This book 
is said to be the first text book of its 
kind and will have a wide circulation. 

Before his connection with the Trav- 
elers Mr. Hull was connected with the 
Connecticut Mutual Life; was supervisor 
of the engineering accounting depart- 
ment of a public utility company, and 


EDWARDS R. FISH ELECTION 


Well Known Boiler Authority Joins 
Hartford Steam Boiler Insurance Co. 
as Chief Engineer of Boiler Division 
Edwards R. Fish, has been named 

chief engineer of the boiler division of 
the Hartford Steam Boiler Inspection 
and Insurance Co. Mr. Fish is an 
acknowledged authority on boiler design 
and construction and prominent in the 
power engineering field. 

The new appointee is a former presi- 
dent of the American Boiler Manufac- 
turers’ Association, is now a director 
of the American Uniform Boiler-Law 
Society, and has been on the council of 
the American Society of Mechanical 
Engineers. For some time lately, Mr. 
Fish has been consultant to the boiler 
engineering department of the Combus- 
tion Engineering Corp., and previous to 
that he was vice-president of the Heine 
Boiler Co., which has since merged with 
the first-named corporation. 








CONSOLIDATED’S Ist QUARTER 
New Business Totaled Over $1,000,000 for 
Three Months; Led Last Year in 
North Carolina Highway Bonds 

That the Consolidated Indemnity & 
Insurance Co. is off to a good running 
start for 1930 is indicated by a total of 
more than $1,000,000 in gross new busi- 
ness produced in the first quarter of the 
year. During April the company pro- 
duced in excess of $500,000 also in new 
business. 

It is interesting to note that the Con- 
solidated, operating only for six full 
months of last year, wrote the largest 
amount of highway bonds in North 
Carolina, according to a compilation of 
figures of the state highway commission. 
Out of a total of $3,831,120 business writ- 
ten in that state, the company wrote 
$717,470 or 187%. The next nearest 
competitor produced 15.1% of the total. 








was also engaged in public accounting 
work. He is a Fellow of the Casualty 
Actuarial Society, a certified public ac- 
countant of Oregon and an Associate 
of the American Institute of Accourft- 
ants. 

Mr. Hull’s experience in accounting, 
both in the public field and with insur- 
ance companies, renders him well quali- 
fied to serve in accounting and statisti- 
cal capacities. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


a 





17-23 John Street, 
CORtlandt 8300 


New York 





MANAGERS 


INSURANCE CO. act. 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Direct Mail Campaign For Non-Cancellable 
Lines Nets 350% Premium Gain 


Continental Casualty Drive Gets Enthusiastic Endorsement of 
Agents; Personalized Foldettes Are Featured; Fieldmen 
Send in Prospect Lists and Company Does the Mail- 
ing; Issues Two New Policy Contracts 


The Continental Casualty is now in 
the second full month of a direct mail 
campaign designed to stimulate the sale 
of non-cancellable accident and health 
insurance. Having as its basis a group 
of three personalized foldettes in which 
the prospect’s name takes the center of 
interest, this campaign has resulted in 
total non-can. premiums for March of 
almost $34,000, an increase of 350% over 
the same period of last year. This gain 
also equals a 125% increase over any 
previous month since this form of in- 
surance was improved and _ liberalized 
last winter. 

Perhaps the greatest tribute to this 
plan, the Continental Casualty feels, lies 
in the fact that it has brought an. in- 


crease of almost 75% in the number of 
agents selling non-can. insurance. 


Two New Non-Can. Forms 

Regarding non-cancellable insurance as 
health and accident insurance modern- 
ized, developed and made complete, the 
company is featuring to its agents in 
this campaign two new policy contracts 
which are considered unique both as to 
coverage offered and flexibleness. They 
are known as the Aggregate and Life 
Indemnity forms. Explaining the cov- 
erage, the company says in its booklet, 
“A New Field of Opportunity in Non- 
Cancellable Health & Accident Insur- 
ance”: 

“Certain savings are obtained in the 


financing of the Aggregate type of non- 
cancellable disability policies, which sav- 
ings are passed on to your client in the 
form of lower premium. Further, it has 
been found after forty years of experi- 
ence in the health and accident busi- 
ness that 100 months (1% per month 
of Aggregate sum) or eight and one- 
third years, the limit of payment under 
the Aggregate form, is sufficiently long 
to take care of practically every claim 
that may arise. 

“However, should longer coverage be 
desired, the Life Indemnity rider is 
available.” 


Possibilities for Solicitation 


Further along the copy reads: “When 
money-making possibilities are consid- 
ered, non-cancellable disability insurance 
probably offers more inducements than 
any other type of insurance. The ay- 
erage premiums are exceedingly large. 
To be exact they average between $90 
and $100. The first year commissions 
are liberal. Renewal commissions bring 
in a very tidy income with a minimum 
of effort, and the lapse ratio is even 
lower than in life insurance. 

“Accident and health salesmen find 
that non-cancellable insurance is their 
best means of approach to new pros- 
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NEW YORK agency 
wanted to open for 
business on the Monday morning 
following appointment.  Tele- 
graphic order for supplies—ap- 
plications, stationery, advertising 
material, etc., all imprinted—was 
received at 11:30 Saturday morn- 
ing, one hour before our quitting 
time. 


We put the problem up to our 
Supply Department: Can we 
equip this agency by Monday 
morning P 

“We'll try.” 


The answer was, 


At 1:30 that afternoon requisi- 
tions were completed. The en- 
tire force worked steadily all 
afternoon and evening, voluntari- 


ly sacrificing their half holiday 
plans. 


When finished it was too late to secure a wagon to haul 
the material to the railroad station. Two employees had 


CONTINENTAL CASUALTY Co. § 
CONTINENTAL ASSURANCE CO.““*3 


CHICAGO 


LITTLE STORIES FROM THE 


FILES OF 
INSURANCE 





ILLINOIS 


A GREAT 
INSTITUTION 


cars and these were both loaded 
to capacity. One broke down. 
Its contents were unloaded and 
carried to the railroad station a 
mile away, reaching there at 
10:45 P. M. The material was 
checked in and loaded into the 
last car for New York. Our em- 
ployees watched the material 
safely in the cars before going 
home. 


The supplies arrived and were 
delivered to the new agency on 
Monday morning in time for 
them to open for business. 


carried through 
each department of our or- 


Such service, 


ganization, means much 
to any agency. It is evi- 
dence of Home Office 
understanding and ap- 
preciation of an agent’s 
problems and of a will- 
ingness to cooper- 
ate with each and 
every agent 
at all times, 
regardless of 
time, effort 
and money 
involved. 





pects. The form is novel and arouses 
interest. 

“To the casualty insurance salesmen 
non-cancellable insurance represents a 
method for binding fast a client already 
sold on liability, surety or burglary pro- 
tection. It also helps to increase his 
profit per contact without increasing his 
overhead. 

“To the life insurance specialist non- 
cancellable insurance possibly offers the 
greatest opportunity. After all non-can- 
cellable disability insurance and life in- 
surance achieve similar results and com- 
pliment each other. The one projects 
a man’s income into the future follow- 
ing his physical death, the other pro- 
jects a man’s income into the future fol- 
lowing his commercial death. One is not 
complete without the other.” 

The Personalized Foldettes 


The three personalized foldettes are 
so prepared as to present in a dramatic 
and forceful manner the story of non- 
can. insurance. Letter No. 1 shows the 
prospect the advantage of buying this 
form of insurance to protect his time 
just as he would buy fire insurance to 
protect a piece of property which was 
producing an income. A business reply 
card is enclosed. 

Letter No. 2, which is to be mailed one 
week after the first letter, points out 
how non-can. insurance works when it 
is needed, often being the only income 
the prospect has. The last letter, mailed 
a week later, is designed to reach the 
prospect when he is in a receptive mood 
to look upon non-can. insurance as a 
good investment. After the mailing of 
this letter all prospects are followed up 
by the agent by a personal call in order 
to get the greatest possible sales return 
from the campaign. 

Agents throughout the country have 
availed themselves of the Continental 
Casualty’s offer to submit lists of their 
prospects to the home office where the 
work of filling in the prospect’s name in 
each foldette is done. The only cost to 
the agent is for the mailing of the let- 
ters at the rate of six dollars for each 
one hundred prospects. The reaction of 
the agents has been an enthusiastic en- 
dorsement of the campaign, some of the 
letters received by the company being 
reprinted in the May issue of the “Con- 
tinental Agents’ Record.” 





ACQUIRE N. H. MUTUAL 





O. B. Augspurger and Associates of Buf- 
falo Control New Hampshire Mutual 
Liability; Elected Officers 

Control of the New Hampshire Mu- 
tual Liability of Concord passed last 
week to the Merchants’ Mutual Casu- 
alty of Buffalo, of which Owen B. Augs- 
purger is president. As a result of the 
deal Mr. Augspurger was elected its 
president; C. W. Brown, vice-president 
and secretary, and J. F. Tucker, vice- 
president and treasurer, holding similar 
posts with the Merchants’ Mutual Cas- 
ualty. 

Archibald Kendall, vice-president and 
manager of the New Hampshire Mutual 
since its inception in 1923, retains this 
position under the new management. 

Mr. Augspurger is also president of 
the Guardian Casualty and is well known 
in automobile insurance circles by rea- 
son of his sponsorship of the A. A. A. 
financial responsibility bill. 





TO HEAR E. C, STONE 


Edward C. Stone, United States man- 
ager of the, Employers’ Liability Assur- 
ance Corporation, Boston, Mass., will 
deliver an address at a luncheon meet- 
ing of the Automobile Insurance Asso- 
ciation of Missouri in St. Louis May 2. 
Mr. Stone is known as the father of 
the financial responsibility law which 
was first put into practice in New Hamp- 
shire and since adopted in substance by 
ten other states. He is opposed to com- 
pulsory automobile liability laws and will 
give his views on the two legal forms 
in his address. 
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Conway Is On Warpath 
Over Rate Violations 


ACTS THIRD TIME WITH FINES 





Local Company Must Pay $10,000; Wil- 
liam Street Wonders Where Light- 
ning Will Strike Next 

The situation along William Street 
relative to alleged rate violations can be 
described as feverish. Superintendent 
Albert Conway, who had already fined 
two companies, this week fined a third 
company and this time the fine was $10,- 
000. In view ‘of the complicated rate 
situation, the charges and general charg- 
es, the piling up of complaints with the 
Superintendent, the keen interest in the 
situation displayed by agents and brok- 
ers’ associations, no one knows where 
the Superintendent will strike next. He 
has said in private conversation that size 
and importance of fleets are not going 
to stop his investigations. The subject 
was the principal topic of conversation 
before the dinner of the Brooklyn 
brokers (addressed by the Superinten- 
dent on Tuesday night) started. 

The company which got the publicity 
this week is the Equitable Casualty & 
Surety. During the examination of that 
company, now nearing completion, a rep- 
resentative of the Department’s rating 
bureau was sent in to examine rates 
charged in order to determine whether 
there had been any violations of Sec- 
tion 141-b. The Superintendent gave 
out a statement Wednesday afternoon 
reporting apparent rate violations in au- 
tomobile, plate glass, general liability and 
fidelity and surety lines. The statement 
accused the company of using cut rates 
as a competitive measure. The fines 
were of $100 each and amounted in all 
to $10,000. Also in his statement Su- 
perintendent Conway said: 

“By reason of an amendment to the 
Insurance Law passed at the last ses- 
sion of the legislature the underwrit- 
ing of financial guarantees for the ac- 
count of officers or directors of an in- 
surance company is henceforth prohib- 
ited. The situation found in the 
Equitable Casualty & Surety indicated 
the necessity for this amendment.” 

It is understood that the reason why 
the Superintendent went to the legisla- 
ture had to do with two finance com- 
panies controlled by Harold Spielburg. 








AGREE ON AUTO COMMISSIONS 


Fire and Casualty Bodies Clear Up Un- 
satisfactory Field Situation on 
Auto P. D. and Collision 


The National Bureau of Casualty & 
Surety Underwriters and the National 
Automobile Underwriters Association 
have reached an agreement in regard to 
agents’ commissions on automobile prop- 
erty damage and collision business after 
a number of joint conferences. From 
now on the fire companies will conform 
in the matter of acquisition costs with 
the rules governing the casualty compa- 
nies on property damage and the cas- 
ualty companies will likewise observe the 
Tates of the fire carriers on collision, 
including the Pacific Coast. Heretofore 
an unsatisfactory situation has existed 
y reason of the fact that the fire com- 
Panies have been paying commissions in 
excess of those granted by the casualty 
companies. 

in announcing this agreement Superin- 
tendent of Insurance Albert Conway of 
ew York said: “Its effect will be to 
Testore the business to a fair competi- 
tive basis and result in considerable 
€conomy in its operation to the advan- 
tage of all parties concerned.” 








NEW HAVEN APPOINTMENT 


The Commercial Casualty has appoint- 


: Philip J. McLean as agent at New 
aven, 


Contract Bond Rate Cut 
Considered Inadvisable 


SURETY MEN TELL CONWAY WHY 





Submit Impressive Array of Facts to 
Back Up Their Contentions; Fur- 
ther Testimony May 6 





Superintendent of Insurance Albert 
Conway and a group of surety execu- 
tives representing a dozen or more com- 


panies got together on Monday to com- 
pare notes on the advisability of a de- 
crease in contract bond rates which step 
was brought up for discussion by the Su- 
perintendent a few weeks ago and 
aroused considerable interest in surety 
circles when the Towner Rating Bureau 
was cited to appear at the Department 
to justify present rates. 

The surety men were frank in telling 
Superintendent Conway on Monday that 
they did not believe a rate decrease to 
be advisable at this time although it was 
admitted that the figures used by the 
Superintendent in making his recom- 
mendation were based on experience 


submitted by the companies. It was 
pointed out, however, that in spite of 
this fact the general conditions now ex- 
isting in the construction and surety 
fields demand that the present rates 
stand. Legal and underwriting consid- 
erations were discussed thoroughly, con- 
siderable testimony was taken and the 
hearings will be resumed on May 6. 


Contentions of the Surety Men 

A well qualified spokesman for the 
companies presented the following state 
of affairs to the Superintendent: That 
the extreme fluctuations in contract 
bond experience makes a rate decrease 
inadvisable at this time; that the fig- 
ures presented by the Department in- 
volved a spread of only six years of ex- 
perience which years have been general- 
ly prosperous; that as an aftermath of 
the stock market crash some contrac- 
tors may find it difficult to complete 
their contracts, and that the Depart- 
ment’s experience failed to include in- 
curred but not reported losses. 

It was further pointed out that this 
experience includes many new compa- 
nies which have not actually incurred 
their obligations under contract bonds. 
Still fufther, emphasized the surety 





URICH Agents are telling and sell- 

ing the idea that they furnish the 
“silver lining’? which shines through 
the dark hazards of everyday life. 


ZURICH GENERAL ACCIDENT & LIABILITY INS. CO.,LTD. 


ZURICH FIRE INS.CO OF NEW YORK 














NEXT TIME ..YOU MAY HAVE 
THAT DREADED ACCIDENT 


Before you tell about your next narrow escape, provide yourself 
with financial protection against the accident you may have. 
We furnish just the safe kind of Automobile Insurance that you 
need. Covers you against almost anything that might happen. 
Takes a great big load off your mind and protects you financially. 


We'll Have The ZURICH protect you 


©Z.G.A. & L. 1. CO., LTD. 








men, this experience is on a written basis 
and therefore does not make allowance 
for unearned premiums. 

One of the exhibits submitted to the 
Superintendent showed graphically the 
hills and valleys of contract bond expe- 
rience. It was indicative of the thor- 
oughness with which the surety men had 
gone into the situation. All in all it was 
an impressive array of figures and facts 
which the surety men put into Superin- 
tendent Conway’s hands for his consid- 
eration and study. 





EXAMINERS WILL BE ACTIVE 





Conway Says Rating Bureau Men Will 
Take Part in Future Company Exami- 
nations; Rate Cutting the Reason 
Superintendent of Insurance Albert 
Conway this week decided that in view 
of continued reports as to improper un- 
derwriting practices on the part of in- 
surance companies, and the lack of spe- 
cific cases upon which the New York 
Insurance Department can take formal 
action, examiners from the rating bureau 
of the department will take part in the 


company examinations conducted here- 
after. 


This practice was inaugurated recent- 
ly when an examiner from the rating 
bureau participated in the regular ex- 
amination of a casualty company. It 
has since been extended to fire insurance 
companies and will be continued. It is 
expected that from time to time exam- 
iners will be assigned to investigate the 
underwriting practices of companies not 
at the time under examination. Action 
will be taken by the department on all 
violations of filed rates and policy forms. 





ARRANGE ENTERTAINMENT 





H. & A. Conference to Have Golf, Lake 

Trip, Ladies’ Bridge and Tea at 

‘ Wawasee, Ind., Meeting 

The program of activities for the twen- 
ty-ninth annual meeting of the Health 
& Accident Underwriters’ Conference at 
Wawasee, Ind., on June 3-5 is rapidly 
rounding into shape. A meeting of the 
executive committee has been called by 
Dr. J. R. Neal, chairman, for the evening 
of June 3. The entertainment features, 
always looked forward to by the dele- 
gates, will include bridge and tea for 
the ladies the afternoon of June 3, the 
first round of a thirty-six-hole tourna- 
ment for golfers, and a speed boat trip 
on Lake Wawasee for non-golfers. 

The next afternoon the ladies will take 
a trip to the Wilkinson Quilt Factory 
at Ligonier, Ind., the golfers will play 
the final eighteen holes in the tourna- 
ment, and a sightseeing trip on the lake 
for non-golfers. E. M. Ray is chairman 
of the entertainment committee. 





ILLINOIS SALES CONGRESS 





Program Completed With Ernest Palm- 
er as Luncheon Speaker; Burras 
Toastmaster; Expect 1,000 

Plans have been completed for the 
third annual Casualty Sales Congress of 
the Casualty Field Club of Illinois next 
Monday in Chicago. The principal speak- 
er at the luncheon will be Ernest Palm- 
er, manager and counsel of the Chicago 
Board of Underwriters. Charles H. 
Burras, president, Joyce & Co., will be 
toastmaster. Present indications point 
to an attendance of at least 1,000. L. W. 
Burger, field supervisor, United States 
F. & G., president of the club, will be 
the presiding officer. 





HEAR MARTIN LEWIS 


Martin Lewis, assistant manager, 
Towner Rating Bureau, was the speak- 
er at the luncheon meeting last week of 
the Surety Underwriters’ Association of 
New Jersey. 
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F. & D. Raps Wholesale 
Insurance Schemes 


PREFERENTIAL RATES SOUGHT 





Urges Strong Fight by Companies and 
Agents; Sees Producer’s Commission 
Given to Those Not Entitled to It 





The Fidelity & Deposit has come out 
strongly against the growing tendency 
toward “wholesale insurance schemes” 
whereby persons or institutions further 
their own interests by getting preferen- 
tial insurance rates for their clients. The 
opinion is frankly expressed in a re- 
cent issue, of “All in the Family” that 
the tendency toward such schemes is 
growing stronger and may assume gigan- 
tic proportions unless the companies and 
agents get together to combat them. The 
article in the F. & D. house organ says 
further: | 

“During the past year we have been 
amazed at the number of such schemes 
devised by various persons and institu- 
tions. For example: A wholesale gro- 
cery establishment which sells contracts 

- for advertising and other services to re- 
tailers, wanted to give an interior rob- 
bery policy with each such contract sold 
to a retailer. They wanted us to allow 
a schedule rate so that their clients 
would be able to buy this form of cov- 
erage at rates substantially lower than 
those charged to retailers who did not 
subscribe to the wholesaler’s service. 

“Another example: An armored car 
company wanted the same schedule ar- 
rangement on interior robbery insurance 
(at Class 1 rates which would make their 
scheme particularly attractive to hazard- 
ous types of risks such as druggists, jew- 
elers, automobile service station oper- 
ators, theatres, etc., rated in Classes 2 
and 3); and in addition thereto a prefer- 
ential rate on safe burglary insurance 
for their. customers. 

“Still another example: A concern 
which sells legal and collection service 
to merchants wanted to give interior rob- 
bery insurance at a lower price than 
that which the merchants could obtain 
by buying the insurance individually. We 
could cite other examples, but these 


should suffice to explain what we have 
in mind. 


Reason for Opposition 


“The F. & D. is opposed to all such 
schemes for a number of reasons, and 
so are all other companies, except a cou- 
ple of chronic cut-raters. Our present 
manual rates are based upon actual ex- 
perience over a long period of years, and, 
allowing for the occasional and inevitable 
frailties of human judgment, they will 
stand up under analysis as being rea- 
sonable and non-discriminatory. The 
manual schedule rates are applicable only 
to groups of risks under one ownership 
or financial control. 

“Tf and when we decide that we can 
reduce certain rates we should do so in 
such manner as to avoid any suspicion 
of an intent to discriminate. If we could 
reduce our rates for interior robbery in- 
surance, certainly we should not make 
the reduction in such a way as to enable 
a wholesale grocery company to sell 
more groceries, or a collection service 
agency tc: peddle form letters and the 
services of legal hacks, or an armored 
car company to sell its services (at a 
profit which is not a matter of public 
record as ours is) to additional subscrib- 
ers. 

“When a retail merchant agrees to buy 
his merchandise from a certain whole- 
saler, or to subscribe to the services of 
a collection agency, or to have his cash 
receipts taken to the bank in an armored 
car instead of sending them by his own 
messenger, he does not in any way less- 
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Seaboard announces 








As the surety company writing general business is 
not in a position to make a rate differential for 
preferred risks, we are affording an outlet for a 
small volume of business and to that extent reliev- 
ing the strain heretofore felt by the surety compa- 
nies on account of their inability to recognize 
certain safety factors. 





Seaboard Surety Company 


E. D. Livingston, President 
Head Office—80 John St., N. Y. 


Preferred Surety Risks at Preferential Rates 
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en the risk of occurrence of an interior 
robbery or burglary. 
Takes Commissions Away from Agents 

“Another evil consequence of selling 
insurance in wholesale quantities is that 
this practice would take commissions out 
of the pockets of the bona fide local 
agents and hand them over to people 
who do not earn them. Along this line 
we might take a page from the diaries 
of some manufacturers who were per- 
suaded some years ago to sell their prod- 
ucts in large quantities to chain store 
organizations at lower prices than were 
charged individual storekeepers. By en- 
abling chain stores to undersell the in- 
dependents, the manufacturers indirect- 
ly helped to annihilate their best cus- 
tomers, and now many chain store or- 
ganizations are able to do their own 
manufacturing, so that we have a mod- 
ern version of the fable about the wily 
monkey and the cat who pulled the 
chestnuts out of the fire. 

“Our experience with burglary and 


robbery insurance written for chain 
store organizations has been thoroughly 
unsatisfactory. If the operator of a 
group of one thousand stores discovers 
that the premium which he pays for in- 
surance is less than the amount paid 
to him in settlement of claims, he ‘will 
not carry insurance. On the other hand, 
if he sees any prospect of collecting back 
more than he pays to the insurance com- 
pany, he will exert every possible effort 
and pull all the strings in attempting, to 
buy insurance. In the writer’s opinion 
no profits will be earned upon insurance 
in small amounts covering scattered risks 
which are parts of chain groups, be- 
cause the insurance companies will 

offered only the most hazardous types.” 





F. S. BROWN’S CONNECTION 


F. Stuart Brown, formerly statistician 
of the Norwich Union Indemnity, is now 
connected with Lloyds Casualty as dep- 
uty comptroller. 
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Mr. LAWRENCE MYERS 


Announces that 


Effective May 1, 1930 


he has been appointed 


GENERAL AGENT 


for 
Consolidated Indemnity 
and 


Insurance Company 


With Offices at the 
Lincoln Building 
60 East 42nd Street 
Murray Hill 8317-8-9 
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CASUALTY INSURANCE 


SURETY BONDS 








HOLD CLAIM CONFERENCE 


Maryland Casualty Home Office Affair; 
Visitors Welcomed by E. J. Bond; 
Department Heads Talk 

Twenty-one Maryland Casualty claim 
managers from all parts of the country, 
including San Francisco, Los Angeles, 
and Spokane, attended a conference at 
the home office in Baltimore last week. 
The program included an address of wel- 
come by Vice-President Edward J. 
Bond, Jr., talks by department heads, 
and round table conferences. A dinner 
at one of the local hotels was part of 
the program. 

The following field managers attended: 
J. A. Hoen, Buffalo; E. A. Hulburd, 
Chicago; L. N. Clapp, Cincinnati; E. FE. 
Kraemer, Los Angeles; G. W. Byrne, 
Pensacola; J. R. Dykes, Omaha; D. P. 
Bellows, Pittsburgh; G. W. Ecrement, 
Jr., San Francisco; W. S. Atchison, St. 
Louis; G. W. Kalkman, Birmingham; E. 
C. McDermott, Dallas; R. S. Hebb, 
Greenville; F. F. Stigger, Indianapolis ; 
S. Hubert Mayes, Little Rock; A. R. 
French, Minneapolis; E. O. Voris, Lan- 
caster; J. E. Saxton, Youngstown; I. B. 
Murray, Spokane; S. B. Coulter, Syra- 
cuse; W. A. Gunning, Providence, and 
R. E. Coughlan, Jr., Baltimore. 








SALT LAKE CITY MANAGER 


W. D. Habish Heads American Surety 
Branch Office; G. C. Wareing Assis- 
tant; Their Respective Careers 
W. D. Habish has been appointed man- 
ager of the Salt Lake City branch of 
the American Surety, having been act- 
ing manager for the past four months. 
He first entered the employ of the com- 
pany at the Salt Lake City branch of- 
fice in 1918. Two years later he be- 
came manager of the service station at 
Helena, Mont., and five years ago re- 
turned to Salt Lake City as assistant 

manager. 

G. C. Wareing had been made assis- 
tant manager of the branch, having 
joined the American Surety at Salt Lake 
City six years ago after graduating from 
the University of Utah. He was re- 
cently a special agent for the company, 
operating from the Salt Lake City office. 


WAR ON WHOLESALE SCHEME 











Illinois Brokers’ Association Starting 
Campaign Against Questionable Uses 
of Insurance 
In keeping with the desire of the Fi- 
delity & Deposit and other companies to 
eliminate wholesale insurance schemes 
from the business, a campaign has been 
started by the Insurance Brokers’ As- 
sociation of Illinois which is meeting 
with encouraging support. The associa- 
tion is also seeking the elimination of 
the practice of delivering an insurance 
policy as a bonus for purchasing mer- 
chandise and using it as a form of spe- 

cial privilege to organizations. 

The association is under the leader- 
ship this year of Frank P. Lavin, newly 
elected president. 





NEW POST FOR P. G. CAREY 


P. G. Carey, for the past nine years 
assistant manager of the accident and 
health department of the Commercial 
Casualty, has left the home _ office 
to enter the agency of Harry G. 
Clarke Co., Inc., Pittsburgh, as its vice- 
president. This agency specializes in 
group business only, placing its group 
disability with the Commercial Casualty 
and its group life business with The 
Prudential. 





N. Y. CHAMBER’S COMMITTEES 
The New York Chamber of Commerce 
announced the candidates for its various 
committees last week. Jesse S. Phillips 
is chairman of the committee on taxa- 
tion; Charles T. Swimm is chairman of 
the committee on insurance; and Charles 
L. Bernheimer was renominated chair- 
man of the committee on arbitration. 
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Agency Leadership Established By 
Essick & Barr In Reading, Pa. 


Founded by J. W. Essick More Than Thirty Years Ago, This 
Office Represents the Aetna Life & Affiliated Companies 
For Ten Counties in the State; Occupies One of Largest 
Offices in Town With 52 Employes; Both Essick and Barr 


Active in Civic Affairs 


In the busy industrial center of Read- 
ing, Pa., the seat of Berks County, the 
general agency of Essick & Barr is one 
of the largest and most successful offices, 
representing the accident and _ liability 
department of the Aetna Life, the Aetna 
Casualty & Surety, the John Hancock 
Mutual Life, the Hartford Steam Boiler 
and a number of fire companies. The 
agency took a forward-looking step last 


eral years and at the helm of the In- 
surance Federation of Pennsylvania for 
one year. He is also a director of local 
banks, 
A Miniature Home Office 

The Essick & Barr agency is repre- 
sentative of the present-day general 
agency which has on a small scale near- 
ly every facility for doing business pos- 
sessed by the large home office. The 





View of Essick & Barr New Offices 


December when, owing to the fact that 
its offices were located in four separate 
buildings, the entire staff of fifty-two 
employes moved into an entire floor at 
533 Penn street which is 40 feet wide 
and 140 feet long; provides ideal work- 
ing conditions and gives Essick & Barr 
the distinction of having one of the 
largest if not the largest floor area of 
any agency in Reading. 


Careers of Essick and Barr 


Of necessity any story about this 
agency must center around the respec- 
tive careers of Jos. W. Essick, its 
founder, and Jere H. Barr, his partner, 
both of whom are among the most prom- 
Inent citizens of the town. Mr. Essick 
Started in the business about thirty- 
seven years ago in Royersford, Pa., mov- 
ing later to Reading where he repre- 
sented the John Hancock. In 1900 he 
made a connection with the Aetna Life 
to handle accident and _ liability lines. 
Eight years later Mr. Barr came into 
the firm as manager of the liability de- 
Partment and under the new arrange- 
ment Mr. Essick continued to handle the 
accident and health end of the business. 

For many years they have both taken 
an active interest in community affairs. 
Mr. Essick is now vice-president of the 
Reading Berks County Welfare Federa- 
tion and is a director in local banks. He 
served as a Y. M. C. A. secretary in the 
world war, being in France for about 
nine months in charge of a section at 

erdun and having about 100 secretaries 
Teporting through his office there. 

Mr. Barr is at the head of the Berks 
County Children’s Aid Society and also 
President of the Reading Musical Foun- 

ation. He was also president of the 
Reading Chamber of Commerce for sev- 


firm represents the Aetna Life & Affili- 
ated Companies for ten counties in east- 
ern Pennsylvania. Ten special agents 
are kept busy covering this territory and 
one of them, E. J. Deininger, does well 
over $50,000 a year in premiums in di- 
versified lines. There are three loss ad- 
justers, the claim department being 
headed by D. C. Addie. 

The department heads are Perry G. 
Jones, bonds, compensation and liability 
lines; H. P. Smith, fire, marine and par- 
cel post; R. R. Howell, accident and 
health; and J. E. Kahler, automobile, 


burglary and plate glass. The office also ~ 


does a real estate business. 
Barr in Role of An Editor 


When a reporter for The Eastern Un- 
derwriter made a visit to the Essick & 
Barr offices recently he found Mr. Barr 
busily engaged in sending to press the 
May issue of “Helps and Hints,” an at- 
tractive house organ which goes to about 
200 producers. This paper is full of in- 
formation and news items of interest to 
the man in the field. One of these items 
under the heading of “Proper Coverage 
Necessary,” reads as follows: 

“Our general agency maintains spe- 
cialists in every department of insur- 
ance whose business it is to under- 
write the coverage properly. 

“Proper coverage is a vital part of 
every policy and our experience has 
shown us that to let every order go 
through our office as submitted may 
give us many a dissatisfied assured. 

“When our department managers 
ask questions to clear up a doubtful 
point it is in the interest of serving 
our agents and their clients and not 
just to bother you. 

“If you will answer the questions 


promptly instead of writing a ‘nasty’ 
letter it will help all around. 
“On the other hand it is surprising 
how few complaints we get regarding 
the tens of thousands of policies that 
go through our office annually.” 
Another item under the heading of 
“Bankers Blanket Bonds” points out the 
desirability of giving banks proper cov- 
erage at less money. It reads: 

“Perry Jones, manager of our bond 
and compensation department, was 
able to save one of our clients $900 by 
rewriting their bankers blanket bonds 
and forgery insurance. Mr. Kahler, 
manager of our automobile and burg- 
lary department, and Mr. Jones work- 
ing together have been able to give 
banks proper coverage at less money. 

“Have you solicited the bank where 
you keep your deposit, for the various 
kinds of insurance it really needs? 

“Why not give Messrs. Jones and 
Kahler a chance to help you put some 
bank business on your books?” 





CONTROL IN NEW HANDS 





Federal Casualty and Federal Fire of 
Reading, Pa., Acquired by Pennsyl- 
vania Casualty, Lancaster 
After being rumored for some weeks 
the control of the Federal Casualty and 
Federal Fire of Reading, Pa., has been 
acquired by J. W. Smiley, president of 
the Pennsylvania Casualty of Lancaster, 
Pa. At a directors’ meeting last week 
Mr. Smiley was elected president of the 
two companies, succeeding John D. Eis- 
enbrown; H. P. Atkinson elected secre- 
tary in place of Joseph G. Forney, and 
Frank P. Johnston, vice-president, and 
Walter Kramer, treasurer, remain in of- 

fice under the new control . 

The Federal Casualty and Federal Fire 
were organized last year by the same in- 
terests which had formerly conducted the 
Federal Indemnity Exchange of Read- 
ing, in business since 1920. The two 
companies, specializing on automobile in- 
surance, have a combined capital and 
surplus of about $500,000. According to 
present plans the home office will re- 
main at Reading but the companies will 
be merged eventually with the Pennsyl- 
vania Casualty which now writes only 
health and accident insurance. 





H. A. BERG FIELD MANAGER 





Century Indemnity Makes Promotions in 
Western Field; R. C. Eckstein 
. Special Agent 

Hawkins A. Berg has been appointed 
field manager in Oregon and southern 
Idaho for the Century Indemnity. A 
native of Chicago, Mr. Berg has had 
eighteen years’ experience in local agen- 
cy work. In January, 1929, he joined 
the Century as special agent in the Pa- 
cific Northwest, working out of the Se- 
attle office. In his new position as field 
manager Mr. Berg will have his head- 
quarters at Portland, Oregon. 

R. C. Eckstein has been appointed to 
succeed Mr. Berg as special agent in the 
Seattle office. Mr. Eckstein is a native 
of Minnesota and attended the Michigan 
Military Academy at Orchard Lake. He 
spent several years with the American 
Exchange National Bank of Duluth, and 
in 1919, following his discharge from the 
army, began his insurance career in St. 
Paul. 





HUDSON CASUALTY SERVICE 


The Hudson Casualty has announced 
to its agents that they will be “serviced” 
as follows: Maryland, Pennsylvania, 
Delaware and Ohio will be under the 
_supervision of Special Agent Leon D. 
Brown; New England states by Special 
Agent Martin Reed; Upstate New York, 
by Special Agent Ray C. Soper, and New 
Jersey and lower New York by John 
F. Whelehan, agency superintendent and 
Special Agent James M. Hayes. 





W ORKING with its agents 
in building a closely-knit, effi- 
cient organization, the United 
States Fidelity and Guaranty 
Company continues an unin- 
terrupted successful growth. 


A fair attitude toward settle- 
ment of claims is productive of 
a high regard and good-will 
among both agents and as- 
sureds. 


Through the Fidelity and 
Guaranty Fire Corporation, 
you can write fire, automobile, 
tornado and allied lines, in ad- 
dition to specialty lines. 


UNITED STATES 
FIDELITY & GUARANTY 
COMPANY 


BALTIMORE - MARYLAND 








ALLIED COMPANY 


FIDELITY & GUARANTY 
FIRE CORPORATION 











MAY SUE FOR OVER-CHARGE 
Bonds Filed for Contract Long Since 
Completed According to Plans, But 
at Too High Price 
A question has arisen in St. Louis as 
to whether the bonding companies who 
bonded A. M. Ryckoff, an electrical con- 
tractor of Chicago, for faithful perform- 
ance of a large street lighting contract, 
can be sued for an alleged over-charge. 
The contract was completed on time and 

according to specifications. 

Frederick Pitzman, a surveyor, in a 
report submitted to the board of esti- 
mate and apportionment, expressed the 
belief that Ryckoff had apparently over- 
charged the city $157,064. The contrac- 
tor and two former city officials were 
indicted on charges of conspiring to de- 
fraud the city after a grand jury inves- 
tigation which followed charges made 
by a newspaper that the city had been 
overcharged approximately $175,000 on 
the Ryckoff contract. 

Ryckoff’s bond for faithful perform- 
ance of contract, amounting to $311,156, 
was signed by the Standard Accident, 
National Surety, Union Indemnity, Aet- 
na Casualty & Surety and the Fidelity 
& Deposit. 





NEW POST FOR W. H. DORIN 


W. H. Dorin has been appointed state 
manager for Virginia and North Caro- 
lina by the Inter-Ocean Casualty of Cin- 
cinnati, with headquarters at Richmond. 
Mr. Dorin was previously general agent 
at Richmond for the Interstate Busi- 
ness Men‘s Accident of Des Moines, 
which is withdrawing from Virginia and 
several other eastern states. As state 
manager for the Inter-Ocean Casualty 
Mr. Dorin succeeds R. L. Andrews, re- 
signed. 


NEW ROCHELLE AGENT MOVES 
C. B. Allen, New Rochelle local agent, 
is celebrating his twentieth anniversary 
in the business by moving into new 
quarters in 11-13 North street. 
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Feature New Auto Law 
At C. of C. Meeting 


JONES, AUGSPURGER, SULLIVAN 





Round Table Speakers Stress Spread of 
Financial Responsibility Measures to 
12 States and Ontario 





F. Robertson Jones, general manager, 
Association of Casualty & Surety Exe- 
cutives, and Owen B. Augspurger, pres- 
ident, Guardian Casualty, were promi- 
nent among the participants in the round 
table conference of the United States 
Chamber of Commerce in Washington 
this week on “Automobile Financial Re- 
sponsibility Laws.” John E. Sullivan, 
insurance commissioner of New Hamp- 
shire, also told about the law now op- 
erating in his state. 

It was Mr. Jones’ opinion that the 
only genuine criticism that could be 
found in the financial responsibility acts 
passed so far is that uninsured motorists 
may have one serious accident without 


providing redress before being called to 
account. He added: 

“In my opinion, however, the provi- 
sion of these laws for the suspension 
of all driving rights until a settlement 
is made will be at least as effective as 
compulsory insurance possibly can be. 
Such a provision will make uninsured 
judgment debtors try to pay up instead 
of trying to dodge payment and cer- 
tainly will induce uninsured drivers with 
little or no means to either be more 
careful or to buy insurance. While this 
provision does not absolutely guarantee 
the payment of final judgments, yet the 
prospects of permanent expulsion from 
the road is such a compelling alterna- 
tive that it certainly will tend to reduce 
unpaid judgments to a minimum. It is 
doubtful if compulsory insurance could 
do as well, for in Massachusetts it has 
been demonstrated that there always will 
be thousands of uninsured cars even 
though all are supposed to carry in- 
surance.” 


Praises Ontario’s Merit Rating Plan 


Mr. Jones called attention to several 
features in the act recently passed by 
the legislative assembly of Ontario, say- 
ing that a notable feature of the law 
(Section 74) provides that proof of fi- 
nancial responsibility may be required 
prior to the issuance “of an owner’s per- 
mit or driver’s license, or the renewal 
thereof, to any person under the age 
of twenty-one years or over the age of 
sixty-five years.” 

It will be noted, he said, that this is 
permissive only, but it does seem to 
me that this provision of the law is 
worthy of serious consideration. 

Mr. Jones also referred to Section 91 
of the Ontario act containing a merit 
rating system which, in his opinion, is 
decidedly interesting. He said: “This 
provides for a classification of persons 
who have been convicted for a violation 
of any statute relating to the operation 
of motor vehicles, or who have been re- 
sponsible for accidents, or who have been 
required to prove their financial respon- 
sibility, or whose operating record ‘has 
otherwise shown them to be extra-haz- 
ardous risks for the purpose of motor 
vehicle liability insurance, and as such 
liable to demerit rating.’ 

“There are three classes in the de- 
merit rating schedule, assignment to 
these classes apparently resting on the 
judgment of the Minister in charge. 
Those in ‘A’ class shall be required to 
pay 10% more for their liability insur- 
ance than the standard premium rate; 
those in ‘B’ class shall pay 25% more; 
those in ‘C’ class shall pay 50% more. 
The names of persons coming within 
these classifications are to be officially 
published, and the rates provided must 
be adhered to by the insurance compa- 
nies. 


“IT must let insurance underwriters 


pass on the feasibility and desirability 
of such a provision.” 


Good Talk By O. B. Augspurger 

The talk by Mr. Augspurger took the 
attention-getting heading of “Shall We 
Kill More and Pay All or Shall We 
Protect All and Kill Less?” He stressed 
the fact that in the past too much at- 
tention has been given to the problem 
of financial protection for those injured 
in accidents without giving adequate at- 
tention to the prevention of these acci- 
dents. The prevalent thought now, he 
added, is that protection against financial 
loss should be made secondary to the 
humanitarian aspect of safeguarding life, 
limb and property. 

Mr. Augspurger referred to the work 
of the National Committee of Seventeen 
of the American Automobile Association, 
of which he is chairman, pointing out 
that in all of its deliberations the com- 
mittee focused its attention upon the 
fact that the use of fast moving vehicles 
on the highways may be made dangerous 
in the hands of careless drivers, or even 
in the hands of the careful who fail to 
respond properly to an emergency. The 
consequence is just as deadly in one case 
as the other, he emphasized. Continu- 
ing, he said in part: 

Results of Eighteen Months 


“Eighteen months have passed since 
the A. A. A. safety-responsibility law 
was advanced as a result of these de- 
liberations. During this time twelve 
states have enacted the law or amended 
existing laws to bring them in harmony 
with its various provisions, while the 
province of Ontario, Canada, after one 
of the most comprehensive studies of 
the subject ever undertaken by any 
agency, has accepted all its principles. 
This Canadian province has 50% of the 
total motor vehicle registrations in the 
Dominion. The state of New York, 
which led the way in the adoption of 
this law in the United States, has 10% 
of the nation’s registered motor vehicles, 
or more than two million. As a resuit 
of the progress already made, more than 
a third of the motor vehicle owners in 
the United States and half of those in 
Canada are now operating under one 
or more of the essential principles of 
the safety-responsibility law. 

“When it is considered that the prob- 
lem has challenged the best minds in 
legislative agencies since the advent of 
the automobile, the endorsement of the 
law already evidenced has been most 
cheering to advocates of safety-respon- 
sibility and has vindicated our belief 
that the problem was approached from 
the right angle. * * * 

Compares With Bay State Law 

“The Massachusetts compulsory law 
and the safety-responsibility law funda- 
mentally differ. In the case of the for- 
mer all motorists are required to insure 
on a certain day, while the latter leaves 
the car owner alone until he has been 
convicted of a serious violation of the 
existing traffic or criminal code, or has 
caused serious or substantial injury 
through an accident. Then it is required 
that he provide security against future 
casualties, and as a further condition of 
the restoration of his license, that he 
shall pay the damages caused by the 
accident in which he has brought him- 
self within the scope of the legislation. 

“This difference serves to make the 
safety-responsibility law more logical and 
less oppressive, and it has the merit of 
affecting motorists who have demon- 
strated that they are negligent or care- 
less drivers. Thus it is not a penalty on 
the responsible citizen for the acts of the 
irresponsible.” 


E. B. SOUTHWORTH’S WIFE DIES 

The many friends of Major E. B. 
Southworth, Jr., manager, fidelity and 
surety department in the New York of- 
fice of the Aetna Life & Affiliated Com- 
panies, were grieved to learn this week 
of the death of his wife who was well 
known as a concert and radio singer. 
Mrs. Southworth sang under the name 
of Elizabeth Spencer. 





Attractive Program 
For N. Y. Federation 


MAY 9-10 AT BINGHAMTON, N. Y. 





Many Notables Invited to Banquet; All 
Day Golf Tournament; Live Issues 
Up at Business Session 





The Insurance Federation of the State 
of New York, meeting nert Friday and 
Saturday at Arlington Hotel, Bingham- 
ton, will have plenty to talk about when 
the sessions convene. Leonard Saun- 
ders, executive secretary, says in a let- 
ter sent out recently that this has been 
one of the most trying legislative years 
in the Federation’s experience. He 
points to the unusual number of state 
funds proposed for automobile and com- 
pensation insurance; county and city 
mutual self-insurance funds for fire and 
casualty and surety bond proposals, all 
of which were vigorously fought by the 
Federation. An interesting report will 
be submitted, he states, showing the 
progress made in opposing paternal in- 
surance as written by automobile clubs. 

After an all-day golf tournament on 
Friday, May 9, the evening banquet will 
start off with the address of welcome 
by C. Mossman McLean, president, Bing- 
hamton Chamber of Commerce, followed 
by response of J. J. Canning of Brook- 
lyn, president of the Federation. An 
imposing lineup of guests have been in- 
vited to attend the affair including the 
mayor of Binghamton, Norman A, Boyd, 
and many prominent legislators. 


The Saturday Business Session 


The following program has been ar- 
ranged for the Saturday morning busi- 
ness session at which the election of of- 
ficers for the coming year will take 
place: 

8 a. m.—Meeting of the Nominating Com- 
mittee. 

a. m.—Convention convenes in Spanish 
Ball Room. 

Address by the President—John J. Canning, 
Brooklyn. 

Report of Executive Committee—L. A. Wal- 
lace, Chairman, New York City. 

Report of Finance Comaiittas duties S. Turn, 
Vice-Chairman, New York City. 

Report of Executive Secretary—Leonard L. 
Saunders, Albany. 

Report of National Councillor U. S. Chamber 
of Commerce—A. Clarence Hegeman, New York 


ity. 

Report of the Treasurer—Alexander J. Young, 
any. 

General Discussion. 

Report of Nominating Committee. 

Election of Officers. 

Meeting of Board of Directors. 

Meeting of the Executive Committee. 
Adjournment. 


Four Golf Events 


The golf tournaments have never failed 
to prove an attractive feature of New 
York Federation conventions and this 
year four events have been planned at 
the Binghamton Country Club as fol- 
lows: 

First Event—36 Hole Medal Play—low gross. 
First best—pair of silver candle sticks, Presi- 
dent’s Trophy, donated by John Canning, 
president, Insurance Federation of the State of 
New York. 

Second Event—36 Hole Medal Play—low net. 
First best—half dozen beverage cups donated 
by John S. Turn, vice-president, Aetna Life & 
Affiliated Companies. 

Third Event—18 Hole Medal Play—low net, 
morning round only. First best—silver shaker 
donated by T. J. Grahame, vice-president, Globe 
Indemnity. Second best—book ends donated by 
L. A. Wallace, director, Johnson & Higgins. 

Fourth Event—Kicker’s Handicap—Choose 
your own before starting. (Afternoon round 
only.) First prize—ice pail and tongs donated 
by Floyd N. Dull, resident vice-president, Com- 
mercial Casualty. Second prize—silver dish 
donated by James R. Garrett, manager, Eastern 
— & Health Department, National Cas- 
ualty. 

Entrants will assemble at the Federation head- 
quarters in the Hotel Arlington at 9 o’clock 
sharp. There is no entrance fee or cost of 
any kind and the committee hopes that every 
golfer will participate in these events. Trans- 
portation will be provided to the golf course. 
Lunch at the club. 
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N. Y. CASUALTY APPOINTMENT 


Arthur Burkett has been appointed 
general agent for the New York Casu- 
alty Co. in Oklahoma City. Burkett also 
= the agency there for the Hartford 

ire, 


ESTABLISHES P. C. DEPARTMENT 


Fidelity & Casualty Puts C. B. Cornell 
in Charge at San Francisco; Office 
Will Supervise Eight States 
The Fidelity & Casualty has completed 
the organization of a Pacific Coast de- 
partment to be supervised by Channing 
B. Cornell as resident vice - president, 
with offices in San Francisco. The ter- 
ritory includes the states of California, 
Arizona, Idaho, Montana, Nevada, Ore- 
gon, Utah and Washington. All of the 
company’s activities on the Coast in- 
cluding underwriting, audits, inspections 
and claim adjustment will be under the 
direct supervision and control of Mr. 

Cornell. 

Entering the service of the company 
in 1898, Mr. Cornell has been for many 
years associated with Charles J. Bos- 
worth as resident manager of the Cali- 
fornia branch office at San Francisco. 

The southern California branch office 
of the company at Los Angeles will be 
continued under the supervision of Dis- 
trict Manager W. J. Bennett. 

To expedite the handling of claims in 
the Pacific Coast department Floyd L. 
Anderson, formerly in charge of the 
branch claim department in Los Angeles, 
has been .appointed chief claim examin- 
er with headquarters in the San Fran- 
cisco office. New branch claim offices 
have been established at San Diego, Cal.; 
Fresno, Cal., and Seattle, Wash. Branch 
claim offices which have been in opera- 
tion at Los Angeles, San Francisco and 
Portland will be continued. 

Under the new arrangement the ter- 
ritory controlled by the new Pacific 
Coast department of the Fidelity & Cas- 
ualty corresponds with that of the fire 
companies of the “America Fore” group 
under the management of Vice-Presi- 
dents Edwin Parrish and A. L. Mer- 
ritt. 


BURGOYNE HEADS A. & H. CLUB 











Members of N. Y. Organization Discuss 
Affiliation With National Body; 
Drive for Members Planned 


Fred C. Burgoyne, assistant secretary 
of the Union Indemnity and New York 
Indemnity, is the new president of the 
Accident & Health Underwriters’ Club 
of New York, elected to this office at 
the annual luncheon meeting on Tues- 
day at the Drug & Chemical Club. Hen- 
ry F. Schroeder, Standard Accident, is 
vice-president; Louis D. Muller, Ocean 
Accident, secretary; and A. J. Mountrey, 
Standard Surety & Casualty, treasurer. 





Fireman’s Fund Mate 


(Continued from Page 39) 


equal instalments on or before June 25, 
July 25, August 25 and September 25, 
certificates being issued upon payment 
of the final instalment. 
Levison Nationally Known 

Under the leadership of Mr. Levison 
the Fireman’s Fund and its subsidiary 
companies have made excellent progress 
in recent years. Mr. Levison is known 
from coast to coast as an underwriter 
of proven experience and has had a ca- 
reer of fifty-two years in the business. 
He started in 1878 in the office of the 
New Zealand Insurance Co. and two 
years later was appointed marine clerk 
in the general agency of Hutchinson 
Mann, later known as Mann & Wilson. 
In 1888 he became marine secretary of 
the newly organized Anglo-Nevada As 
surance Corporation and when this com- 
pany was taken over by the Fireman's 
Fund in 1890 Mr. Levison became ma- 
rine secretary of the latter company. 

In recent years Mr. Levison has broad- 
ened his activities into fields other than 
marine, being elected second vice-presi- 
dent of the Fireman’s Fund in 1914 and 
its president in 1917. The Home Fire 
& Marine was organized in 1918; the 
Occidental Insurance Co, and the Occi- 
dental Indemnity in 1927. In all of these 
companies he occupies the post of pres 
dent. 
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| WHAT ABOUT 
; YOUR PROFITS? 


4 The proper and consistent development of fidelity 
: and surety lines is concededly profitable to agents. 
; This company is extraordinarily well qualified 
“d to assist and service agents in solving surety and 
ic fidelity problems. Practically all of its officers have 
re themselves been agents and consequently approach 
“ difficulties with a field viewpoint. 

JB 

J General agency connections in fidelity and surety 
” lines are still available in some territories. A letter 
‘ from you will bring a prompt and personal reply. 


Equitable Casualty & Surety 


C 
=| Company 
ent ' 
JOHN L. MEE, President 
ay 
me 2 Lafayette Street New York City 
‘iter : 
‘the 
lerk , 4 














m= “Equitable in Practice as in Name” 
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Demerit Rating Plan 
Urged in Bay State 


ON COMPULSORY AUTO RISKS 
Suggested to Legislative Committee as a 
Safety Valve; Flat Rate for State 
Also Proposed 


The advisability of establishing a de- 
merit rating system in Massachusetts in 
connection with the operation of the 
compulsory automobile liability insurance 
law is being discussed before the state 
legislative committee on insurance and 
is bringing forth varied opinions. 

The committee has before it a sugges- 
tion of the special commission created 
to study the entire compulsory automo- 
bile insurance law and a bill introduced 
on the joint petition of Senator Conde 
Brodbine and Representatives Thomas 
F. Carroll and Augustine Airola of Re- 
vere. The bill calls for the establish- 
ment of a flat rate for the entire state 
and a demerit-system as well. 

Frank W. Grinnell, a member of the 
special commission, explaining the posi- 
tion of that body, says the establishment 
of a demerit system would act as an 
added safety measure to the present law. 


He feels there is need for “some pro- 
tective medicine.” 


Goodwin in Opposition 


Frank A. Goodwin, chairman of the 
Boston Finance Commission, points out 
to the committee the numerous difficul- 
ties which would be encountered, he 
thinks, if a system such as suggested by 
the special commission were enacted into 
law. He is of the opinion that to at- 
tempt to classify policyholders on their 
operation record would “create added 
congestion in the courts, because there 
would be more cases fought.” 

The views of the insurance interests 
have been outlined to the committee by 
John W. Downs, secretary-treasurer, In- 
surance Federation of Massachusetts. He 
feels that if the suggestion of the com- 
mission were to be carried any farther 
it would be better to make it effective 
January 1, 1932, although he has stated 
no objection to making it effective a year 
earlier for the purposes of observation 
and experience. 

The commissioner of insurance, Mr. 
Downs adds, would have the authority 
to establish a demerit classification sys- 
tem if he saw fit. Connecticut, he says, 
is the only state having such a system, 
but as yet no statistics are available. 


Would Act as Safety Measure 


Senator Brodbine declares a demerit 
system would act as a safety measure. 
He believes the system could not be op- 
erated by using only the court records, 
pointing out that the great bulk of the 
cases are settled out of court. A de- 
merit classification system, under which 
a negligent operator would be penalized 
by added premiums, he contends could 
be easily established without any great 
added expense to the state. 

The operation of the existing law as 
affecting the city of Revere, he says is 
“legalized and licensed.” He has told 
the committee: “I feel the only way to 
relieve the burden which has been placed 
on the residents of Revere is to take 
the step provided for in this bill. If 
enacted it will remedy, in part, the un- 
just provisions of an un-American act. 
This bill also contains provision for the 
establishment of a flat rate which would 
result in the repeal of the unjust zon- 
ing system under which 80% of the resi- 
dents of Revere are paying for the neg- 
gence of the others.” 

Russell A. Harmon of Worcester, an- 
other member of the special commission, 
is of the opinion that a demerit system 
could be established and would be of 
value in the reduction of accidents and 
lowering of rates. 
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McGraw-HIiLt INSURANCE SERIES 


The following specialists contributed to this volume 


Ralph H. Blanchard. School of 
Business, Columbia University 


Rexford Crewe. Resident Man- 
ager, New York Office, Standard 
Accident Insurance Co. 


Herbert W. J. Hargrave. Manager, 
Claim Department, National 
Bureau of Casualty and Surety 
Underwriters 


C. F. Hebard. Superintendent, Pay- 
roll Audit Department, Globe In- 
demnity Co. 


H. W. Heinrich. Assistant Super- 
intendent, Engineering and In- 


ERE is a book that answers every possible question of the casu- 
H alty insurance worker. It is designed to be a complete manual 
on the subject — covering in detail the principles underlying this 
type of insurance and every factor of its successful practice. 

Throughout it is intensely practical. Besides carefully out- 
lining principles, the writers constantly recount actual instances in 
illustration and support of the points brought out. Valuable refer- 
ences are here — typical cases, effective methods, innumerable ideas 
for the executive, underwriter and adjuster. 


Chapter Headings 


Casualty Insurance 

Insurance Carriers 

Organization of Insurance 
Carriers 

State Supervision 

Co-operative Organizations 

The Insurance Transaction 

Rate Making — Manual 

Merit Rating 

Reserves 

Statistics 

Audits of Exposure 
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Principles 


spection Division, The Travelers 
Insurance Co. 

Clarence W. Hobbs. Special Rep- 
resentative of the National Con- 
vention of Insurance Commis- 
sioners, National Council on 
Compensation Insurance 

A. H. Robinson. Comptroller, 
Great American Indemnity Co. 

Thomas F. Tarbell. Actuary, Casu- 
alty Acturial Department, The 
Travelers Insurance Co. 

Leslie F. Tillinghast. Agency As- 
sistant, Great American Indem- 
nity Co. 


12. Underwriting 

13. Moral Hazard 

14. The Claim Department 

15. Production 

16. Advertising 

17. Engineering 

18. Distribution of Shock Losses ~ 

19. The Financial Statement 

20. Office Procedure 

21. Insurance Stocks as 
Investments 

22. The Future 
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DENY POLICY RENEWED 


Detroit Tailor, Suing Fidelity & Casu- 
alty, Loses Before Michigan Su- 
preme Court on Affidavit 
An affidavit by an employe who could 
not remember in court the contents of 
the statement failed to convince the 
Michigan Supreme Court that the bur- 
glary policy of Phillip Rice, a Detroit 
tailor, had been renewed after certain 
safety requirements had been complied 

with. 

Rice sued the Fidelity & Casualty for 
a burglary claim at a time after the 
company claimed the policy was no long- 
er in force. Rice testified that he had, 
after complying with certain safety re- 
quirements, been told that his $2,000 
burglary policy was renewed. He claimed 
this assurance was given him by J. H. 
Gallagher, a solicitor, and by H. V. Up- 
ington, Michigan manager for the F. & 
C. Both Gallagher and Upington de- 
nied Rice’s story. It was supported by 
an affidavit signed by a Miss Helen Ole- 
son, an employe of Rice. This affidavit 
was admitted to the record and, in the 
view of the Supreme Court, may have 
had much to do with the jury’s award 
of a judgment to Rice. 

Admission of such a document to the 
record was found to have constituted a 
reversible error on the part of the trial 
judge as Miss Oleson, when sworn as a 
witness, could not recall the contents 
of the affidavit even when it was read 
to her, and it was brought out that Rice’s 
attorney had drawn up the affidavit 
months after the incident upon which it 
was based. 








KEMPER GROUP CHANGES 
R. W. Chandler, H. E. Christiansen, W. 
M. Stewart, H. A. Kuehl and T. H. 
Gillespie in New Posts 


Several promotions have been made in 
the (American) Lumbermens_ group, 
headed by James S. Kemper. R.. W. 
Chandler, assistant manager of the Fed- 
eral California Underwriters at San 
Francisco, has been appointed manager, 
succeeding F. P. Dresel, who resigned 
because of ill health. 

H. E. Christiansen, formerly manager 
of the Cook county automobile depart- 
ment at the home office in Chicago, has 
been appointed assistant to the presi- 
dent. Mr. Christiansen is succeeded in 
his former capacity by W. M. Stewart, 
who has been named a senior execu- 
tive. 

H. A. Kuehl, chief fire prevention en- 
gineer for the Lumbermens & Manu- 
facturers Agency and the National Re- 
tailers’ Mutual, also has been named a 
senior executive and becomes chief fire 
underwriter in addition to his engineer- 
ing duties. TT. H. Gillespie, assistant 
secretary of the National, has been des- 
ignated senior executive in charge of the 
accounting of that company. 





H. H. HUTCHINSON HURT 

H. H. Hutchinson, Middlesboro, Ky. 
agent for the Employers’ Liability; and 
special agent for the George Washing- 
ton Life, on April 15 was reported in 
a serious condition at Mr. Vernon, Ky., 
near which point he was thrown through 
the windshield of his car, in a crash with 
another motor while returning to Mid- 
dlesboro from Frankfort, Ky., with Judse 
Arthur Rohrer of Middlesboro. Mr. 
Hutchinson suffered a deep gash under 
his right arm, severing an artery, and 
causing large loss of blood. Three other 
persons in the two cars were uninjured. 





HAS SOME INSURANCE TENANTS 


The new Exchange Building in Seat- 
tle, a twenty-three story structure, has 
been opened. It has a number of in- 
surance tenants including the United 
Pacific Casualty and United Pacific Fire 
who have leased the seventh floor. The 
Seattle Insurance Society is there with 
an insurance library. There are a num- 
ber of other insurance clients in the 
building but most of the occupancy 18 
non-insurance. 





